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OUR ANNUAL MESSAGE TO WEBSTER DEALERS 


N January 1, the F. S. Webster Company and bad has built in business offices throughout 
() starts its 50th year as a manufacturer of the world an acceptance for Webster products 
carbon paper and typewriter ribbons. What which is one of your most priceless assets. 
does this mean to you? Because we have spent fifty years in building 
ae: thibine daisies title) siddess the years have this loyalty, you can feel confident we will let 
shown progress. As we look back, the last ten nothing happen to tear it down. You, as much 
years seem to us to have been the best of all. as we, can profit from it. 


For those years saw the birth of a new idea in On this occasion, perhaps we can be forgiven 


carbon paper — Micrometric. This invention for speaking of one more thing. Some of you 


gave to Webster dealers a new sales weapon have been associated with us in this business 


with five advantages over competition. During for the entire span of our existence. Other deal- 
these same ten years a modern packaging pro- ers, younger in years, have been just as loyal. 
gram has brought new eye-appeal to products 


whose quality had long been accepted by your 


To us this has been more than a mutually profit- 
able business arrangement. For you have dealt 
customers. And in the manufacture of the prod- with us in a spirit of friendship and trust. That 
confidence is the one thing we treasure most 


of all. 


ucts themselves, quality has been steadily 
improved. In spite of our accepted leadership 


in our field, we know we have not stood still. No wonder we feel fifty years young! 


To you dealers who carry the Webster line, our ee FOntt, 
_ a on i 


fifty years have another significance, too. Our 
loyalty to the quality ideal through good years Vice President and General Manager 
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OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable spe- 
cial articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a Clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it asks 
its readers in all parts of the 
world to aid it with inquiries 
and suggestions to which it 
will give prompt and earnest 
consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign —one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth of 
the month will permit de- 
livery of next issue at new 
address. Both old and new 
addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of in- 
terest to this trade. All ac- 
cepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment or 
directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{|“Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 


COPYRIGHT. Contents 
covered by Copyright, 1938, 
by the Office Appliance 


Company. 








ADVERTISEMENTS 





These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 


customers. 


A 
Acco Products, Ine. 84 
Ace Fastener Corp. 110 
Acme Card System Co. 103 
Acme Staple Co. 130 
Adams, Henry T., Mfg. Co. 143 
Aigner, G. J., Co. 143 
Allen Calculators, Inc. 63 
Allen & Co. 139 
Allen-Wales Add. Mach. Corp...134 
All-Steel-Equip. Co. 109 
Alma Desk Co. 117 
American Can Co. 100 


Amer. Number. Machine Co.....145 


Amer. Writing Machine Co. 64 
Ames Supply Company 71 
Anderson-Hickey Co., Inc. 122 


Artility Metal Products, Inc.....145 
Art Metal Construction Co. 142 


Art Steel Co., Inc. 104 
Automatic File & Index Co. 144 
Autopoint Co. 91 
B 
Bankers Box Co 60 
Barkley, C. L., & Co. 124 
Bassick Company 102 
Bentson Mfg. Co. 138 
Bickett, L. M., Co. 140 
Blaisdell Pencil Co. 130 
Bright Chair Co. 133 
Bristow, Stanley R. 144 
British Stationer 145 
Browne-Morse Co. 120 
Buckeye Ribbon & Carbon Co... 72 
Burns Mfg. Co. 126 
c 
Calvert Lamp Co. 131 
Canvas Products Corp. 144 
Cel-U-Dex Corp. 142 
Clarotype Co., The 137 
Cloyes Gear Works 142 
Codo Mfg. Corp. 33 
Collier-Keyworth Co. 128 


Columbia Rib. & Car. Mfg. Co. 74 
Columbia Steel Equipment Co... 85 
Cook, The H. C., Co. 123 
Corona Typewriter 55 
Corry-Jamestown Mfg. Corp.....101 
Cramer Air-Flow Chairs 142 
Crown Ribbon & Carbon Co....144 
Cushman & Denison Mfg. Co._141 


D 
Darnell Corp. 138 
Dawn Mfg. Corp., The 129 
Dennison Mfg. Co. 134 
Dick, A. B., Co. 53 
Downey, C. L., Co. 134 
Durabilt Steel Locker Co. 73 
E 
Eagle-Ottawa Leather Co. 138 
Elliott Address. Mach. Co. 141 
Elliott-Fisher Back Cover 
Esterbrook Steel Pen Co. 143 
Evansville Desk Co. 137 
F 
Faber, A. W., Inc 117 
Faries Mfg. Co 111 


Fastener Corporation 125 
Faultless Caster Corp. 141 
Free Hand Binder Co 144 
Fulton Specialty Co. 125 
G 
Gaylo Mfg. Co. 125 
General Fireproofing Co. 7 
Globe-Wernicke Co. 89 
Goes Lithographing Co. 140 
Graff, Geo. B., Co. 143 
Graphic Duplicator Co. 121 
Guide System & Supply Co. 94 
H 
H. A. Ink Eradicator Co. 145 
Hall-Welter Co. 129 
Hanson Scale Co. 139 
Harding, Milo, Co. 127 
Harriman-Welts Products Co...144 
Harter Corporation, The 90 
Heyer Corporation, The 147 
High Point Bd. & Chair Co. 129 
Hileo Corp. 108 
Hotchkiss Sales Co 77 
I 
Imperial Desk Co. 62 
Imperial Mfg. Co. 86 
Imperial Methods Co. 129 
Indiana Desk Co. 122 
Ink Specialties Co. 136 
Internat’! Office Appliances, 
Inc. 138 
Invincible Metal Furniture Co.. 98 
J 
Jasper Chair Co. 93 
Jasper Office Furniture Co. RO) 
Jasper Seating Co. 134 
K 
Keen Mfg. Co. 124 
Kewaunee Mfg. Co 131 


Kilian Mfg. Corp. 121 
Koh-I-Noor Pencil Co., Inc. 140 


L 
Leopold Co., The 114 
Locse Leaf Metals Co. 137 
M 
Manifold Supplies Co. 61 


Marble, The B. L., Chair Co.....120 
Marchant Cale. Machine Co. 88 


Markilo Co. 141 
Markwell Mfg. Co. 121 
Meilicke Systems, Inc. 138 
Meilink Steel Safe Co. 116 
Metal Office Furniture Co. 82 
Metalstand Co. 140 
Meyer & Wenthe 137 
Mimeograph, The 53 
Mitchell Binder Co. 133 
Mittag & Volger, Inc. 83 
Moore Push-Pin Co. 142 
Munson Supply Co. 132 
Murphy Chair Co. 118 
N 
Nat'l Brief Case Mfg. Co. 126 
Nat’l Engraving Co. 143 
Nat’l FiberstoK Envelope Co. 96 
Neva-Clog Products, Ine. 114 
New Indiana Chair Co. 122 
Oo 


Oakville Company Div. 145 
Old Town Ribbon & Carbon Co...140 


Oxford Filing Supply Co. 81 
P 

Pacific Cb. & Ribbon Mfg. Co...107 

Parrot Speed Fastener Corp. 87 


Peerless Key-Imperial Mfg. Co. 86 
Peerless Steel Equip. Co. 118 


Phillips Process Co. 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 


use of subscribers and advertisers. 
commissions 


of its various 


In the execution 


this bureau calls upon 


practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 


pares advertising copy, 


furnishes 


list of desirable 


agents and dealers in nearly every country, aids for- 


eign dealers in securing U. 


S. A. lines, and in many 


other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 





Polar Mfg. Co. 135 

Polaroid Corp. 143 

Pronto File Corp. 106 

Pruitt Co., The 141 
Q 

Quality Park Envelope Co. 66 
R 

Raphael Shops, Inc. 140 


Reliable Tw. & A. M. Corp. 143 
Rishel, J. K., Furniture Co.....125 


Rivet-O Mfg. Co. 144 
Rockwell-Barnes Co. 75 
Ross-Gould Co. 118 
Royal Metal Mfg. Co. 142 
Royal Typewriter Co. 146 
Ss 
St. Johns Table Co. 123 
Scat, Dr., Chemical Co. 138 
Schwab Safe Co., The 126 
Security Steel Equipment Corp. 78 
Shaw-Walker Co. 59 
Sheaffer, W. A., Pen Co. 105 
Shelbyville Desk Co. 113 
Sheppard, C. E., Co. 115 
Sherman-Manson Mfg. Co. 79 
Shipman-Ward Mfg. Co. 133 
Sikes Co., Inc. 97 
Smith, L. C., & Corona 
Typewriters Inc. 55 
Speed Key Mfg. Co. 141 
Speed-O-Print Corp. 65 
Spencerian Pen Co. 95 
Stationers Loose Leaf Co. 128 


Stationers Manufacturing Co...143 
Storms, H. M., Co. 110 
Sturgis Posture Chair Co. 127 


Sundstrand Back Cover 


T 
Technygraph, The 144 
Tell City Desk Co. 132 
Toledo Metal Furniture Co. 76 
Triner Scale & Mfg. Co. 129 
Trussell Mfg. Co. 121 
U 


Underwd. Elliott-Fisher. Back Cover 
U. S. Tw. Ribbon Mfg. Co. 136 


v 
Vail Manufacturing Co. 119 
Varat, Murray, Co. 138 
Veit Co., The 140 
Victor Safe & Equipment Co... 99 
Vogel-Peterson Co. 135 
Ww 
Wabash Cabinet Co., The 112 
Wagemaker Co. 130 
Warshaw Mfg. Co. ; 126 
Webster, F. S., Co. 2 
Weis Mfg. Co. 67, 68, 69, 70 
Wiggins, John B., Co. 142 
Wolber Mfg. Co. 113 
Y 
Yawman and Erbe Mfg. Co. 141 
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For the benefit of the subscribers the lines advertised are here classified. 


Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Adding Machine Parts 
American Writing Macl 


Ames Supply Co 
Cloyes Gear Works 12 
Shipman-Ward Mfg. Ce 3 


Adding Machine Rolls & Paper 
Rockwell-Barnes « 


Adding Machines 


Allen Calculators, Ince ( 
Allen-Wales Add. Mach. Corp 
Marchant Cal Machine Co SS 


Sundstrand Back Cover 


Adding Machines (Stylus) 
Reliable Typewr. & A 
Adding Machines, Rebuilt 
Internat’! Office Appliances ] 
Pruitt Co., The 141 

Reliable Typewr. & A. M. Corp 


M. Corp 
& Used 


Acding Typewriters 
Underwood Elliott) Fisher 
Co Back Cover 
Addressing Machines 
Kliiott Address. Mach. ¢ 11 


Adhesives 


(See Inks, Adhesives, ete 


Arch and Clip Board Files 
Cushman & Denison Mfg. Co 141 
Free Hand Binder (« 144 
Globe-Wernicke Co xu 
Rockwell-Barnes Co 
Walker Co 60 
and Erbe Mfg. Co 141 


Shaw 
Yawman 


Banker's Note Cases 
Art Steel Co 104 
General Fireproofing Co 7 
Globe-Wernicke Co x9 
Victor Safe & Equipt. C oY 


Billing Machires 
Underwood Elliott Fisher 
Co Back Cover 


Binders, Catalogue and Pericdicals 
Acco Products, Ine S4 
Aigner, G. J., Co 143 
Mitchell Binder (0 133 


Binders, Permanent Storage 
Sankers Box Co 60 


Binders, String 
Sankers Box Co 60 


Blank Books 
Rockwell-Barnes Co 


Blueprint and Plan File Cabinets 
All-Steel-Equip. Co 109 
Anderson- Hickey Co 122 
Art Metal Construction Co 142 
Art Steel Co 104 
Browne-Morse Co 120 
Columbia Steel Equip. Co SH) 
Corry-Jamestown Mfg. Corp 101 
General Fireprooting Co rs 
Globe-Wernicke Co xo 
Peerless Steel Equip. Co 118 

Walker Co 59 

Erbe Mfg. (« 141 


Shaw 


Yawman and 


Bond Boxes 

Art Steel Co 104 
General Fireprooting (« 5 
Globe-Wernicke Co Su 


Book Cases 
All-Steel-Equip. Co 109 
Alma Desk Co l 
Art Metal Construction Co 142 
Browne-Morse Co 120 
Corry-Jamestown Mfg. (¢ 101 
General Fireproofing Co 7 
Globe-Wernicke Co xt 
Peerless Steel Equipment Co 118 
Shaw-Walker Co ] 
Wabash Cabinet Co., The 
Weis Mfg. Co 67, 68. 69 0 
Yawman and Erbe Mfg. Co 141 


Book Rings 
Adams, Henry T 


Mfg. Co 143 


Bookkeeping Machines 
Underwood Elliott Fisher 
Co. sack Cover 


Box Letter Files 
Art Steel Co 104 
Globe-Wernicke (C¢ g9 
Rockwell-Barnes (¢ 
Weis Mfg. Co 67 68. 69 TO 
Brief and Zipper Cases 
National Brief Case Mfg. Co 126 
Varat, Murray, Co 138 


Calculating Devices 
Meilicke Systems, Ine 


Reliable Tw. & A. M. Corp 143 


Calculating Machines 
Allen Calculators, Ine 
Allen-Wales Add. Mach. Co 
Marchant Cale. Machine (« 
Sundstrand 


Calculating Machines, Used 
Internat'l Office Appliances 
Pruitt Co The 
Reliable Tw. & A. M 

Carbon Papers 
(See Ribbons and 

Card Index Boxes and Trays 
\ll-Steel-Equip. Co 
Art Metal Construetion Co 
Art Steel Co. 

Mfg. Co 
Steel Equip. Co 


Carbons) 


Bentson 


Columbia 


Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co. 
(ruide System & Supply Co 


Methods Co 
Metal Furn. Co 


Imperial 
Invincible 


Metal Office Furn. Co 
Peerless Steel Equipment Co 
Security Steel Equipment Corp 


Walker Co 
Wagemaker Co 


Shaw 


Warshaw Mfg. Co 
Weis Mfg. Co 67, 68 
Yawman and Erbe Mfg. Co 
Cards, Business (Book Form) 
Wiggins, John B., Co 
Cash Boxes 


Art Steel Co 


General Fireproofing Co 


Casters, Caster Bearings, Slides 
Bassick Co. 
Darnell Corp 
Faultl 
Killian 
Cclluloid Envelopes 
Ma.kilo Co 
Chair trons 
Bassick Co 
Keyworth Co 


ss Caster 
Mfg 


Corp 
Corp 


Collier 
Chair Mats 

Bickett, L. M., Co 
Globe-Wernicke Co 
Polar Mfg. Co 
Shipman-Ward 
Office 
Metal Procucts, Inc 
Chair Co. 


Mfg. Co 
Chairs, 
Artility 
Bright 
Cramer Air-Flow 
Mfg. Co 
Fireproofing Co 


Chairs 
Gaylo 

General 
Harter Corp 


High Point Bd. & Chair Co 
Jasper Chair Co 
Jasper Seating Co 
Kewaunee Mfg. Co 
Marble, The B. L., Chair Co 
Murphy Chair Co 
New Indiana Chair Co 
Raphael Shops, Inc 
Royal Metal Mfg. Co 
Shaw-Walker Co 
Sikes Co., Inc 
Sturgis Posture Chair Co 
Toledo Metal Furn. Co. 

Chairs, Folding 
Gaylo Mfg. Co 

Chairs (Posture) 
Artility Metal Products, Ine 
Bright Chair Co 
Cramer Air-Flow Chairs 
Gaylo Mfg. Co 
General Fireproofing Co 
Harter Corp 
High Point Bd. & Chair Co 
Jasper Chair Co 
Jasper Seating Co 
Kewaunee Mfg. Co 
Marble, The B. L., Chair Co 
Murphy Chair Co 
Royal Metal Mfg. (« 
Shaw-Walker Co 


Sikes Co., Inc 

Sturgis Posture Chair Co 

Toledo Metal Furniture Co 
Check Protectors & Writers 

Hall-Welter Co 


Check Protectors & Writers, Used 
Pruitt Co., The 
Reliable Tw. & A. M. Corp 


Checks, 
Meyer & 

Coin Bags, Trays and Wrappers 
Art Steel Co 


Stamped Metal 
Wenthe 


obligation. 
Copyholders 
63 Acco Products Inc 
13k Dawn Mfg. Corp., The 
hi Costumers 
Peerless Steel Equipment Co 
Royal Metal Mfg. Co 
138 Tell City Desk Co 
141 Vogel-Peterson Co 
14s Cushions and Pads, Chair 
Bickett, L. M Co 
Polar Mfg. Co 
Shipman-Ward Mfg. Co 
109 Cuspidor Mats 
142 Polar Mfg. (Ce 
104 Shipman-Ward Mfg. Co 
138° Cuspidors 
So Art Steel Co 
101 Faries Mfg. Co 
sv 
“4 Dating Stamps 
129 Amer. Number. Machine Co 
98 Fulton Specialty Co. 
rp) Meyer & Wenthe 
118 Rivet-O-Mfg. ¢ 
78 Desk Bumpers 
50 Polar Mfg. Co 
130 Desk Lamps 
126 Calvert Lamp C¢ 
(0 Faries Mfg. (« 
141 Polaroid Corp 
Desk Pads & Tops 
142 Aigner, G. J Co 
Polar Mfg. Co 
104 Wagemaker Co. 
a7 Desk Pending-Letters Holders 
Acco Products, Inc 
102 Desk Pen & Ink Sets 
_ Sheaffer, W \ Pen Ce 
+ Desk Trays 
Aigner, G. J Co 
Art Metal Construction Co 
141 Art Steel €o., Ine 
Automat. File & Index Co 
102 Corry-Jamestown Mfg. Corp 
128 General Fireproofing Co 
Globe-Wernicke Co 
140 Imperial Methods Co 
Rg Peerless Steel Equipment Co 
13° Shaw-Walker Co 
133 Weis Mfg. Co 67, 68, 69 
Yawman and Erbe Mfg. Co 
145 Desk Work Distributors 
133 Art Steel Co., Ine 
142 Bristow, Stanley R 
125 Globe-Wernicke Co 
Re Polar Mfg. ( 
90 Victor Safe & Equipt. Co. 
129 Weis Mfg. ( 67, 68, 69, 
93 Desks 
134 Alma Desk Co 
131 Art Metal Construction Co. 
120 Autmte. File & Index Co 
118 tentson Mfg. Co 
122 Browne-Morse Co 
140 Burns Mfg. Co 
142 Columbia Steel Equip. Co 
59 Corry-Jamestown Mfg Corp 
97 Evansville Desk Co 
127 General Fireproofing Co 
76 Globe-Wernicke Co 
Imperial Desk Co 
195 Indiana Desk Co 
x Invincible Metal Furn. Co 
Jasper Office Furn. Co 
145 Leopold Co., The 
1333 Metal Office Furniture Co 
142 Peerless Steel Equipment Co 
125 Rishel, J. K Furn. Co 
a Royal Metal Mfg. Co 
90 Security Steel Equipment Corp 
129 Shaw-Walker Co 
98 Shelbyville Desk Co 
134 Tell City Desk Co 
131 Victor Safe & Equipt. Co 
120 Wagemaker Co 
i Yawman and Erbe Mfg. Co. 
59 Display Hooks 
97 Oakville Co. Div 
127 Duplicating Machines 
76 Amer. Writing Machine Co 
Dick, A. B C 
125 Elliott Address. Machine Co 
Graphic Duplicator Co 
141 Harding, Milo, ( 
143 Heyer Corporation, The 
Hilee Corp 
aie Keen Mfg. Co 
— Mimeograph, The 
Rivet-O-Mfg. (« 
104 Shipman-Ward Mfg. Co 
134 Smith, L. ¢ & Corona Type 


Back Covet 


143 
135 


130 


84 


121 
147 
108 


124 


144 


Speed-O-Print Corp 65 
Wolber Mfg. Co 113 
Duplicating Machines, Used 
Pruitt Co., The 141 
Duplicating Machine Supplies 
Columbia Rib. & Carb. Co 74 
Dick, A. B Co. 53 
Graphic Duplicator Co 121 
Harding, Milo, Co 127 
Heyer Corp., The 147 
Hilco Corp 108 
Ink Specialties Co 136 
Keen Mfg. Co. 124 
Manifold Supplies Co 61 
Mimeograph, The 53 
Mittag & Volger, Ine 83 
Shipman-Ward Mfg. Co. 133 
Smith, L. C., & Corona Type no 
Speed-O-Print Corp. 65 
Technygraph, The 144 
Victor Safe & Equipt. Co 99 
Wolber Mfg. Co 113 
Envelope Openers 
Oakville Co. Div 145 
Envelope Sealers 
Elliott Addressing Machine Co 141 
Envelopes 
Globe-Wernicke Co. xo 
Nat'l FiberstoK Envelope Co 96 
4Quatity Park Envelope Co. 66 
Veit Co., The 140 
Envelopes, Celluloid 
Markilo Co. 141 
Eradicators, Ink 
H. A. Ink Eradicator Co 145 
Heyer Corp., The 147 
Erasers, Rubber 
Blaisdell Pencil Co. 130 
Faber, A. W., Ine. 117 
Koh-I-Noor Pencil Co., Inc 140 
Eyelets & Eyelet Fasteners 
Markwell Mfg. Co. 121 
Oakville Co. Div 145 
Rivet-O-Mfg. Co. 144 
File Boxes, Collapsible Corrugated 
Bankers Box Co. 59 
Barkley, C. L., Co 124 
Globe-Wernicke Co. av 
Guide System & Supply Co. 94 
Oxford Filing Supply Co. 81 
Pronto File Corp 106 
Weis Mfg. @o. 67, 68, 69, 7e 
File Boxes, Metal 
Art Metal Construction Co 142 
Art Steel Co. 104 
Corry-Jamestown Mfg. Corp. 101 
Peerless Steel Equipment Co 118 
Pronto File Corp. 106 
Rockwell-Barnes Co, 75 
Victor Safe & Equipt. Co. 99 


Filing Cab. Ball & Roller Bearings 
12 


Kilian Mfg. Corp 21 
Filing Cabinets, Insulated 
Shaw-Walker Co. 59 
Victor Safe & Equipt. Co. yy 
Filing Cabinets, Metal 
All-Steel Equip. Co. 109 
Anderson-Hickey Co. 122 
Art Metal Construction Co. 142 
Art Steel Co. 104 
Autmtc. File & Index Co 144 
Bentson Mfg. Co. 138 
Browne-Morse Co. 120 
Columbia Steel Equip. Co. 85 
Corry-Jamestown Mfg. Corp 101 
General Fireproofing Co 57 
Globe-Wernicke Co. xu 
Invincible Metal Furn. Co. Ox 
Metal Office Furniture Co. 82 
Peerless Steel Equipment Co 118 
Pronto File Corp. 106 
Security Steel Equipm. Corp 78 
Shaw-Walker Co. 60 
Victor Safe & Equipt. Co. 99 
Yawman and Erbe Mfg. Co 141 
Filing Cabinets, Wood 
Globe-Wernicke Co. av 
Imperial Methods Co. 129 
Wagemaker Co. 130 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 141 
Filing Supplies 
Acco Products, Inc R4 
Aigner, G. J., Co 143 
Art Metal Construction Co 142 
Barkley, C. L., & Co 124 
Browne-Morse Co 120 


THE CLASSIFICATIONS 
(Continued on page 6) 





(Continued from page 

Corry -Jamestowr Mfe ( 

General Fireproofing ¢ 

Globe-Wernicke Co 

Guide System & Supply C¢ 

Imperial Methods (« 

Metal Office Furniture ( 

Nat'l FiberstoK Envelope (« 

Oxford Filing Supply 0 

Pronto File Corp 

Quality Park Envelope ¢ 

Rockwell-Barnes Co 

Shaw-Walker Co 

Veit Co The 

Victor Safe & Equipt. (« 

Wabash Cabinet Ce The 

Warshaw Mfg. Co 

Weis Mfg. Ce 4 

Yawman and Erbe Mfg. (« 
Finger Pads 

Parrot Speed Fastener 
Folders (See Filing Suppli« 
Forms, Special Prtd 
Stationers Mfg. Co 
Fountain Pens 

Esterbrook Steel Pen (¢ 
Sheaffer, W A., Per 
Spencerian Pen Co 


THE CLASSIFICATIONS 


] 


Gummed Cloth Rings 


(¢ 


Dennisor Mfg Co 
Graff, Geo. B ( 
Warshaw Mfg. Co 
Gummed Labels 
Dennison Mfg. Co 
Index Card Signals 
Cook, H. ¢ Cr In 
Graff, Geo. B ( 
Victor Safe & Equipt 0 
Index Tabs 
Aigner, G. J or 
sarkley, ¢ L., & Ce 
Cel-U-Dex Corp 
Globe-Wernicke C¢ 
Guide System & Supply 
Markilo (< 
Parrot Speed Fastener orp 
Shaw-Walker Co 
Veit Co., The 
Victor Safe & Equipt 0 
Inks, Adhesives, Ete. 
Dennisor Mfg ( 
Harriman-Welts Pr 
Ink Specialties ¢ 
Rivet-O-Mfg. Co. 
Sheaffer, W \ Per 
Knives, Office 
Autopoint Co 
Inkstands 
Cushman & Denison Mfg 
Leads for Mechanical Pencils 
Autopoint Co 
Faber SS a 
Sheaffer, W \ Pen 
Leather Goods 
National Brief Case Mfg 
Varat, Murray Co 
Leather Upholstered Furniture 
Bright Chair Co 
Jasper Chair Co 
New Indiana Chair ( 
Raphael Shops, Inc 
Leathers, Upholstering 
Eagle-Ottawa Leather ( 
Letter Trays (See Desk Trays 
Letterheads 
Goes Lithographing Co 
Stationers Mfg. Co 
Wiggins, John B., Co 


Library Equipment 
Equip Co 
Metal Construction 


All-Steel 

Art 

Art Steel Co 
Corry -Jamestown 


General 


Fireproofing Co 


Mfg 


Corp 


Globe-Wernicke Co 

Peerless Steel Equipment ¢ 

Security Steel Equipm. Corp 

Shaw-Walker Co 

Yawman and Erbe Mfg. Co 
Lockers and Storage Cabinets 

All-Steel-Equip © 

Anderson-Hickey Co 

Art Metal Constructior 

Art Steel Co 

trowne-Morse Co 

Corry-Jamestown Mfg 1) 

Durabilt Steel Locker 0 

General Fireproofing C¢ 

Globe-Wernicke Co 

Invincible Metal Fur or 

Metal Office Furniture ¢ 

Security Steel Equiy Corp 

Shaw-Walker Co 

Yawman and Erbe Mfg. ¢ 
Loose Leaf Books & System 

Adams, Henry 1 Mf ‘ 

Aigner, G. J Co 

Sheppard, The C. | 

Stationers Lo Leaf ¢ 

Trussell Mfg. ¢ 


923 
19° 


140 


140 


Loose Leaf Envelopes, Celluloid 
Markilo (< 
Loose Leaf Metals and Devices 
Adams, Henry 17 Mr ( 
Loose Leaf Meta ar 
Stationers Loose Leaf ¢ 
Mail Bags 
Canva Products Corp 
Mail Distributors 
Bristow Stanle R 
Globe-Wernicke Co s 
Victor Safe & Equipt. ¢ 
Map Tacks 
Graff, George B Co 
Moore Push-Pin (¢ 2 
Matched Office Suites 
Art Metal Construction ¢ 
General Fireproofing C¢ 
Globe-Wernicke Co S 
Leopold Co., The 
Rishel, J. K Furniture ¢ 2 
Royal Metal Mfg c 12 


Memorandum Books 

Rockwell-Barnes ¢ 

Trussell Mfg. (« 2 
Memorandum Devices 

Autopoint Co. 


sristow Stanley R 14 


Mending Tape 


Dennison Mfg. Co 

Warshaw Mfg. C¢ 12 
Moisteners 

Rivet-O-Mfg. Co 144 


Numbering Machines 


Amer. Numbering Mach. Co 14 
Office Partition and Railings 

Globe-Wernicke Co Su 
Pads, Figuring 

Rockwell-Barnes C¢ 7 
Paper 


Rockwell-Barnes ( 


Paper Clamps 


Acco Products, Inc S4 
Cushman & Denison Mfg. Co l 
Esterbrook Steel Pen Mfg. « 
Oakville Co. Dis 

Paper Clips 
Acco Products Inc S 
Cook, H. C Co 2 
Cushman & Denison Mfg. ¢ 


Fulton Specialty Co 1? 
Gralf, George B., Co 
Oakville Co. Div 14 
Vail Manufacturing Co 19 
Paper Fastening Machines 
Ace Fastener Corp 0 
Acme Staple Co 
Fastener Corp 12 
Hotchkiss Sales Co 77 
Markwell Mfg. 121 
Neva-Clog Products, Ir 11 
Parrot Speed Fastener Corp ST 
Victor Safe & Equipt. ¢ ’ 
Paste (See Inks, Adhesives, Et 
Pencil Sharpeners 
Graff, George B Co 
Koh-1I-Noor Pencil Ce Ine 140 


Pencils, Paper Wound 
Blaisdell Pencil Co 0 
Wood Cased 


Pencil Ce 


Pencils, 
Blaisdell 


Faber, A. W In 
Koh-I-Noor Pencil Cc Ine ( 
Pencils, Mechanical 
Autopoint Co 
Esterbrook Steel Pen (« 
Sheaffer, W. A., Pen 105 
Pen & Pencil Clips 
Oakville Co. Div 
Pens 
Esterbrook Steel Pen ¢ 
Spencerian Pen Co ) 
Picture Hooks 
Moore Push-Pin Co 
Pins and Pin Containers 
Oakville Co. Div 
Vail Manufacturing (« ’ 
Platens, Typewriter 
Amer. Writing Machine ¢ ‘ 
Ames Supply Co 71 
Shipman-Ward Mf Co 
Postal Scales 
Hanson Scale (« 
Shipman-Ward Mfg. ¢ 
Triner Scale & Mfg. ¢ 
Price Card Holders 
Oakville Co. Di 
Publications 
British Stationer 
Punches 
Acco Products, Inc 84 
Globe-Wernicke Co go 
Mitchell Binder C« 
Push Pins 
Moore Push-Pin Ce 
Oakville Co. Div 


Ribbons and Carbons 
Allen & Co 


Amer. Wrilting Machine ¢ 


Ames Supply Co I 
Buckeye Ribbon & Carbon (¢ , 
Codo Mfg. Corp } 
Columbia R. & C. Mf ( 74 
Crown Ribbon & Carbon ¢ 144 
Imperial Mfg. ¢ Rt 
Manifold Supplies Co 
Mittag & Volger, Ir s 
Old Town Ribbon & Carbor 140 
Pacific Carbon & Ribbon Mf 107 
Phillips Process Co 2 
Royal Typewriter Co Ir 14 
Shipman-Ward Mf ( 
Smith, L. ¢ Corona Tws 
Spencerian Pen (¢ the 
Storms, H M Cy 110 
Underwood Elliott Fisher 
ar Back Cover 
I. S. Typewriter Rib. Mf ( 136 
Webster, I Ss (% 9 
Rubber Bands 
Faber i W Inc 117 
Shipman-Ward Mfg. ] 
Rubber Stamps 
Meyer & Wenthe 137 
Rubber Type Outfits 
Fulton Specialty C¢ 125 
Safes 
Art Metal Construction Co 142 
General Fireproofing Co 57 
Globe-Wernicke Co gg 
Meilink Steel Safe Co lt 
Schwab Safe Co., The 12 
Security Steel Equipm. Corp 7 
shaw-Walker Co 9 
Victor Safe & Equipt. C¢ a9 
Yawman and Erbe Mfg. (« 141 
Salesbooks 
Stationers Mfg. Ce 14 
Scrapbooks 
Globe-Wernicke ¢ gu 
Weis Mfg. Co 67, 68 70 
Secretary Desks 
Art Metal Construction (C¢ 142 
General Fireproofing Co 57 
Globe-Wernicke Co xo 
Peerless Steel Equipment Co 118 
Wabash Cabinet (C« The 112 
Shelving 
All-Steel-Equip Co. 109 
Art Metal Construction Co 142 
Art Steel Co 104 
trowne-Morse Co 120 
Corry-Jamestown Mfg Corp 101 
General Fireproofing Co 57 
Globe-Wernicke Co go 
Security Steel Equipm. Corp 7S 
Smoking Stands, Office 
Royal Metal Mfg. Co 142 
Stamp Pads 
Fulton Specialty Co 125 
Meyer & Wenthe 137 
Phillips Process Co 92 
Rivet-O-Mfg Co 144 
Rockwell-Barnes Co 75 
Victor Safe & Equipt. Co 99 
Stands for Office Machines 
All-Steel-Equip Co 109 
Ames Supply Co 71 
Anderson-Hickey Co 122 
Art Steel Co 104 
Corry-Jamestown Mfg. Co. 101 
Gaylo Mfg. The 125 
General Fireproofing Co. 5 
Globe-Wernicke C« 
Harter Corp 
Metalstand Co 
Peerless Steel Equipment Co 
Pruitt Co The 


Sherman-Manson Mfg or 
Shipman-Ward Mfs Co 
Toledo Metal 
Staple Extractors 
Ace Fastener 
Markwell Mfg. Co 
Staples and Stapling Machines 
Ace Fastener Cory 
Acme Staple Co 
Fastener 
Hotchkiss 


Furniture 


Corp 


Corp 


Sales Co. 


Markwell Mfg. Co 

Neva-Clog Products, Inc 

Oakville Cc Div 

Parrot Speed Fastener Corp 

Vail Manufacturing Co 
Stationery 

National Engraving Co 
Stenographers’ Note Books 

Rockwell-Barnes (C¢ 

Trussell Mfg. Co 


Storage and Transfer Cases 


All-Steel-Equip (« 

Art Metal Construction Co 
Art Steel Co 

Bankers Box Co 

sarkley, L., & Ce 
tentson Mfg Cr 
Browne-Morse Co 

Columbia Steel Equip. Co 
Corry-Jamestown Mfg ‘orp 


General Fireproofing (¢ 














Globe-Wernicke 


Guide System & Supply Co 


Imperial Methods Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Peerless Steel Equip. Co 
Pronto File Corp 


Rockwell 


Sarnes Co 


Security Steel Equipm. Corp 

Shaw-Walker Co 

Wagemaker Co 

Weis Mfg. Co 67, 68, 69 

Yawman and Erbe Mfg. Co 
Swinging Typewriter Stands 

Amer. Writing Machine Co 

Globe-Wernicke Co 

Weis Mfg. Co 67, 68, 69 
Tables 

Art Metal Construction Co 

Art Steel Co 

trowne-Morse Co 


Jamestown Mfg. Co: 
General Fireproofing Co. 
Globe-Wernicke Co 
Peerless Steel Equipment Co 
Shaw-Walker Co 
St. Johns Table Co 
Victor Safe & Equipt. Co 

Tags 
Dennison 


Corry 


Mfg. Co 


Telephone Accessories 
Victor Safe & Equipt. Co 
Telephone Stands 


Art Metal Construction Co 
Art Steel Co 

General Fireproofing Co 
Globe-Wernicke Co 

Peerless Steel Equipment Co 
Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


Thumb Tacks 
Graff, 


George B., Co 
Moore Push-Pin Co 
Oakville Co. Div 
Vail Manufacturing Co 

Ticket Holders 


Oakville Co. Div 


Type, Typewriter 
Amer. Writing Machine Co 
Ames Supply Co 


Shipman-Ward Mfg. Co 


Typewriter Cleaning Material 
Amer, Writing Machine Co 
Ames Supply Co 
Clarotype Co 
Mittag & Volger, Inc 
Rivet-O-Mfg. Co 
Seat, Dr., Chemical Co 
Shipman-Ward Mfg. Co 
Webster, F. S., Co 


Typewriter Cushion Keys 

Amer. Writing Machine Co 
Ames Supply Co 

Munson Supply Co 
Key-Imperial Mfg. Co. 
Mfg. Co 

Co 


Peerless 
Shipman-Ward 


Speed Key Mfg 





Su 
a4 
129 


9S 


142 
104 
120 


101 


99 








133 
141 


Typewriter Cushion Knobs and Bases 


Amer. Writing Machine Co 
Ames Supply Co. 

Bickett, L. M., Co 

Peerless Key-Imperial Mfg. Co 
Shipman-Ward Mfg. Co. 


Typewriter Parts and Tools 


Amer. Writing Machine Co 
Ames Supply Co 
Shipman-Ward Mfg. Co 
Typewriters, Mfrs. of 

Corona Typewriter 

Royal Typewriter Co. 


L. €., & Corona Tws 
Elliott Fisher 


Smith, 
TU nderwood 
Co Back 
Typewriters, Rebuilt and Used 
Amer. Writing Machine Co. 
Internat'l Office Appliances 
Pruitt Co., The 
Reliable Tw. & A. M 
Shipman-Ward Mfg. Co 
Visible Systems Equipment 
Acme Card System Co 
Aigner, G. J., Co. 
Art Metal Construction Co 
Automatic File & Index Co 
Globe-Wernicke Co 
Ross-Gould Co 
Shaw-Walker Co 
Sheppard, C. E., Co. 
Victor Safe & Equipt 
Yawman and Erbe Mfg 
Wardrobe Racks 
Vogel-Peterson Co 
Waste Baskets 
American Can Co 
Art Steel Co 
Corry-Jamestown Mfg. C 
General Fireproofing Co 
Globe-Wernicke Co 
Metal Office Furniture Co 
Peerless Steel Equipment Co 
Walker Co. 


Corp 


Co 


Co 


orp 


Shaw 


64 
71 
140 
86 


146 


‘over 


100 
104 
101 





NS 


WANTS AND tOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


SALESMAN WITH EIGHT YEARS successful experience represent- 
ing one manufacturer in territory including Illinois, Iowa, Nebraska, 
Kansas and Missouri, is open for new connection in same section, or 
will go elsewhere. Well acquainted with dealers in surrounding states 
as well as actual in own territory. Intelligent, a good worker and a 
producer. Not afraid of technical knowledge requirements of any 
product. Competent to sell practically any line handled by retail sta- 
tioners and office equipment dealers. References. Address M-157, care 
Office Appliances, Chicago. 


COMPETENT STATIONERY 
known Chicago stationer. Seeks new 
tailer. -articularly capable in buying and store management. Best 
references. Address M-155, care Office Appliances, Chicago. 


MAN for years connected with well 
connection with established re- 
of 


typewriters 


FISHER MECHANIC experienced all makes 
References. 


machines, now employed, available. 
Chicago. 


ELLIOTT 
and nearly all adding 
Address M-159, care Office Appliances, 


SALESMEN WANTED 


SALESMEN WANTED: Men who now call on Commercial Stationers, 
Office Supply Dealers, Office Furniture Dealers, etc. Salesmen who 
now sell to the stationery trade can make a substantial increase in their 
personal income by adding Handifax Visible Record Cards as an addi- 
tional line to what they now sell. See advertisement in this issue 
describing Handifax. Liberal Commissions. Tell us full information 
about yourself—age, experience, lines you now sell, territory you travel, 
etc. Write for our proposition. Ross-Gould Co., 309 N. 10th St., St. 
Louis, Mo. 


RIGHT NOW—NEW! 

New, drastic Federal and State Tax Laws create immense forced de- 
mand for Tax Record every merchant must have to protect himself 
against fines and penalties. Our 21st big successful year. Thousands 
established repeat-users of our Liberty Tax Record everywhere, spot 
cash repeaters now. Millions new prospects. Leads furnished. Up 
to $4.10 profit per sale. Repeat commissions without callbacks. Choice 
territories going fast. Big season now. Commonwealth Publishing 
Co., 508 South Dearborn St., Chicago, Il. 


NEW 


SALESMAN WANTED: for important, established line in Pennsyl- 
vania, New Jersey, New York (except N. Y. City and vicinity). Must 
have car and one or two non-competing lines saleable to Dept. Stores, 
Luggage and Stationery Stores. Excellent territory. Zipper portfolios, 
ring binders, brief bags and brief cases. Stein Bros. Mfg. Co., Inc., 
231 South Green Street, Chicago. 


IF YOU SELL QUALITY—here’s the most profitablk: sideline in the 
field. Ames filing and mailing supplies direct to banxs, lawyers, ac- 
countants, offices, ete. Liberal commission, exclusive territory. Our 
representatives chosen carefully—send full particulars about yourself. 
Ames Safety Envelope Co., Boston, Mass. 


WANTED experienced salesman to sell office supplies, ty;ewriters and 
adding machines in 3 counties with concern established 4!) years. Must 


be experienced and furnish references. Address BY-9%9, care Office 
Appliances, Chicago. 
DISTRIBUTORS: Amazing patented envelope sealer! Seals 3,000 


Retails $3. No competition. Big profits. Exclusive territories. 


hourly ! 
Red-E, 1031 Journal Bldg., Boston, Mass. 


Free trial! 


WANTED SALESMAN for New L. C. Smith’s and Rebuilt Machines. 
Salary and commission. Must have car. Box BY-95, care Office Ap- 
pliances, Chicago. 


GOOD PROPOSITION to duplicator supply and office supply salesmen. 
Write for special prices. State experience. Pengad Manufacturing 
Corp., Beyonne, N. J. 


REPRESENTATIVES AVAILABLE 


SALESMAN covering Iowa, Nebraska, North and South Dakota, and 
a few Mississippi River cities in Illinois, seeks an additional line to 
sell to eommercial stationers. Representing steel file manufacturer. 
Intersted in desk and chair pads, pins, clips, filing supplies or other 
non-competing line for office use. Excellent references. Would like 
to arrange for new line before starting out on trip through territory 
in January. Address M-154, care Office Appliances, Chicago. 


ANOTHER LINE WANTED FOR OUR MEN—Good men covering the 
following territories by auto with our line of zipper portfolios, ring 
binders, brief cases, etc., need another good line to carry with ours. 
(1) Pa., N. J., and N. Y. except N. Y. City. (2) Southeastern terri- 
tory. (3) Mich., Ohio, Ind. and Ky. (4) Minn., Wis., Ill., Ia. and 
Neb. Stein Bros. Mfg. Co., Inc., 231 So. Green St., Chicago. 


SALESMAN located in Denver who for several years has been selling 
nearly all commercial stationers in the Rocky Mountain district plans 
to establish himself as manufacturers’ representative. Familiar with 
practically all lines of office equipment, having been store manager 
before making road connection. A good producer, well liked, with ex- 
cellent clientele. Top references. Address M-156, care Office Appliances, 
Chicago. 

SALESMAN seeks line for the South. 
will travel entire South from Texas to the Atlantic. 
among dealers in that section. Previous experience 
equipment and supplies, loose leaf, writing materials, ete., 
furniture. Plans to commence covering territory approximately first 
of the year. Address M-160, care Office Appliances, Chicago. 


Interested in the Southwest or 
Well acquainted 
includes filing 
also office 


eight cents a word, minimum charge, $1.60 


BRITISH CHAIR MANUFACTURER with wide connections and ex- 
cellent sales organization desires to represent one American manufac- 
turer of non-competing merchandise. Interested particularly in related 
lines such as furniture or furniture accessories. A substantial company 
equipped to do a first-rate sales job for some manufacturer seeking 
coverage of the British market. References. Address M-158, care 
Office Appliances, Chicago. 


WANTED Volume line, or specialty of merit, offering real opportunity 
to salesman with following among stationers of Central States. Address 
M-153, care Office Appliances, Chicago. 


REPRESENTATIVES WANTED 


MANUFACTURER high grade office appliance nationally used seeks 
sales agents selling similar noncompetitive specialty to users in large 
cities. Valuable exclusive franchise. Opportunity add steady sub- 
stantial earnings to present income. References. Address BY-96, care 
Office Appliances, Chicago. 


WELL-KNOWN New York Ink and Adhesive manufacturer selling 
United States Government and wholesale stationers under own label and 
private imprint now expanding for representation throughout United 
States seeks salesman of proven ability with following among the 
trade to carry its products as a non-competitive side line on a straight 
commission basis. Fully protected territories. Write experience and 
all details. Address BY-97, care Office Appliances, 100 E. 42d St., 
New York. 


GOOD PROPOSITION to duplicator supply and office supply salesman. 
If you have the contacts, we have the right price for you. State ex- 
perience. Our proposition can be handled as a side-line. also. Special 
ow to office supply dealers. Pengad Manufacturing Corp., Bayonne, 


MEN NOW SELLING TO OFFICES can sell our office specialty suc- 
cessfully. A thoroughly tested and simplified selling plan makes our 
proposition very attractive and profitable. Write for complete details. 
Address BY-101, care Office Appliances, Chicago 


MANUFACTURER OF STENCIL DUPLICATING MACHINES and 
Supplies has opening for full time representative on the West Coast. 
Must be well known to the Stationery and Typewriter trade throughout 
Calif.. Wash. and Ore. Drawing account against eommission. Address 
BY-100, care Office Appliances, Chicago. 


MECHANICS WANTED 
MECHANICS WANTED—\typewriter mechanic, also adding machine 
mechanic. Pruitt Corporation, 425 North LaSalle Street, Chicago. 


ELLIOTT-FISHER MECHANIC—possibly combination Sundstrand or 
some other, a real place to work and live in hustling South Western 
City. Don’t be afraid to answer. BY-94, care Office Appliances, Chicago. 


FOR SALE RETAIL BUSINESS 


FOR SALE, Typewriter and Cash Register business. Fstablished nine 
years in county of Los Angeles, California. 90,000 population in terri- 
tory. Business netting good profit. Service Typewriter Co., 5119 
Whittier Blvd., Los Angeles, Calif. 


FOR SALE—well established office supply business in southern city. 
Prosperous community. An excellent opportunity for some one to step 
in and operate at a good profit. Write for full particulars. Address 
BY-98, care Office Appliances, Chicago. 


MANUFACTURING RIGHTS FOR SALE 


MANUFACTURING RIGHTS FOR SALE—Let me send you a descrip- 
tion of an inexpensive, instructive and appreciated advertising gift. 
Endorsed by mathematicians. Address F. A. Belt, Mt. Washington, 
R. 8, Cincinnati, Ohio. 


* = : 
FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES Fountain Pens, Desk Pens, ‘*Vaku- 
Um" Pens, Pencils, ete. Repaired at standard prices. Mail all makes to 
ONE place for better service. (Established 1904.) We feature Gold Pen 
Points and Repairing. Welty Pen and Repair Co., 38 S. State St., 
Chicago. 


SALES LETTERS 


For years I have built letters that 
Send me your data for 
Particulars on re- 
Ave., Santa Fe, 


LETTERS WILL BUILD SALES: 
pull sales. You need them more than ever now. 
new letters, or unsuccessful letters for reshaping. 
quest. Address H. M. Goldthwait, 123 Washington 
N. Mex. 


ADDING MACHINE PARTS, TYPE, ETC. 


NEW PRICE LIST of adding machine parts, ribbons and type now 
ready. Send for yours. The Pioneer Adding Machine Parts Man—TI. A. 
Dehn, Jr., 1643—101st Avenue, Oakland, Calif. 


DICTATING MACHINE PARTS 

IF YOU BUY, SELL OR SFRVICE dictating machines, write for late 
model replacement parts list. Central Dictating Service, 2632 N. 
Western Ave., Chicago, IIl. 


WANTS AND FOR SALE—Continued on page 8. 








WANTS AND FOR SALE—Continued from page 7. 
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FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins—Adding 
Machines—Calculating Machines—bought and sold. Chicago Office Ap- 
pliance Co., 533 S. Dearborn, Chicago. 

ELLIOTT-FISHER Machines, Adding Machines, Comptometers, 
roughs and Monroe Calculators, Typewriters and all office machines 
bought and sold. Teeter-Warsh Co., 849 N. 3rd St., Milwaukee, Wis. 
ELLIOTT-FISHER machines, typewriters, adding machines—all office 
equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bidg., Milwaukee, Wisconsin. _ 

BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Account- 
ing Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 Broadway, New York City. 
BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Machines, Kar 
dex. All types office machines bought and sold. Fort Pitt Typewriter 
Co., 644 Liberty Avenue, Pittsburgh, Pa. 
DICTAPHONES, EDIPHONES—all models, select machines, 
deliveries, profit-making prices. Sole distributor rights to our Clear- 
tone cylinders being granted to dealers. American Dictating Machine 
Co., 1141 Broadway, New York City. 

DICTAPHONES, EDIPHONES, SUPPLIES—headquarters—machines 
bought, sold—Wholesale, Retail. Write us. Chicago Dictating Machine 
Co., 28 S. Wells St., Chicago. 


Bur- 


prompt 








OFFICE APPLIANCES 


Multigraphs, Sealers, 


Dictaphones, 
REE Money Mak- 


Write for F 
Chicago. 


Duplicators, 
Adding Machines. 
Pruitt Bldg., 


ADDRESSOGRAPHS, 
Folders, Typewriters, 
ing Circular. Pruitt, 527 


POSTINDEX, etc., visible filing equipment of all 
We specialize in this field and offer full co- 
Card System, 395 Broadway, New 


KARDEX, ACME, 
types bought and sold 
operation to dealers 
York City. 


Commercial 


visible cabinets, Book units 
Largest stock in the World. 
Broadway, New York City. 


KARDEX, ACME, RAND, POST INDEX 
and Panel Equipment. Bought and Sold. 
Universal Office Equipment Co., Inc., 561 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks and type- 
writer ribbons. Established over ten years. Write us, save money. 
Lewis Co., 953 North 4th street, Milwaukee, Wis. 


BURROUGHS model 2300 Bank Posters for sale, rough or rebuilt. Also 


Moon Hopkins Billers and Bookkeepers. Adding Mach. Sales and Service 
Co., 1004 Superior Ave., Cleveland, Ohio. 


front feed, 
Superior 


model 85, 22 inch carriage, 
Mach. Sales & Service Co., 1004 


WANTED REMINGTONS 
serials over 15,000 Add. 
Ave., Cleveland, Ohio. 


MACHINES, Remington, Moon Hopkins, Under- 
bookkeeping machines and adding machines 
Acme Office Appliance Company, 705 Main 


ELLIOTT-FISHER 
wood, Fanfolds and other 
bought and sold. The 
street, Houston, Texas 


Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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BUSINESS OPPORTUNITIES 





Wanted Here at Home 


Pensacola Dealer Wishes to Receive Catalogues...The Pensacola Type 
writer Agency, E, F. Soderlind, 20 East Garden street, Pensacola, Fla., 
is adding a line of office supplies to its stock wishes to 


and receive 


catalogues from manufacturers to provide the merchandise required. 

New Stationery Business in North Carolina.The John H. Carter 
Company is operating after its official opening at Kinston, N. C. The 
company sells office supplies, loose leaf, steel office equipment and 


associated items and wishes to receive catalogues. 


Birmingham Stationer Requests Catalogues..The Godwin Stationery 
Company, 620 Empire building, Birmingham, Ala., seeks catalogues from 
manufacturers of office furniture who wish an outlet for sales in Bir- 


enable it to 
standard 


to quarters which 
well as many 


recently 
office furniture as 


mingham. The company moved 
devote space to the display of 
stationery items. 


Representation in St. Louis for Commercial Stationery..-Walter A. Lott 
Associates, 643 Clark avenue, Webster Grove, Mo., wishes to get in 
touch with manufacturers of commercial and social stationery, to sell 
through commercial stationers. No credit reference is offered. Mr. Lott 
originated his present business two or three years ago, following seven- 
teen years in the office of a commercial rating company. In that  posi- 
tion he had charge of the purchase of furniture, stationery and printing. 

Chicago Stationer to Broaden Lines...N. Disenhaus & Company, 515 
South Wells street, Chicago, has broadened its lines to include a com 
plete stock of office supplies. The company seeks connections with 
manufacturers who sell their products through commercial stationery 
dealers, and desires catalogues of all stationery items. 

Kinston House Asks for Catalogues...The John H. Carter Company, 
Kinston, N. C., which was opened a short time ago, wishes to receive 
from manufacturers catalogues covering commercial stationery, loose 
leaf devices, steel office equipment and kindred merchandise. 


The Office Supply 
the mail 


Company, 


Catalogues Sought by New Decatur Firm. 
order office 


10 Linxweiler building, Decatur, Ill., has engaged in 


supply business, catering to business houses in isolated locations. This 
project is handling personal record chests, low priced stapling machines, 
small loose leaf devices, social security record books and other items 
susceptible to sales by mail. Trade literature from manufacturers is 
invited. 
Wanted Abroad 
Kacas, Prezidento G-VE, 


Typewriter Agency Sought for Lithuania... 
Nr. 4 A, Kaunas, Lithuania, wishes to obtain an 
made typewriters. Interested manufacturers can 
tion by correspondence. 

American Lines Sought for Oriental Trade.—T. H. Lee & 


American 
informa 


agency for 
obtain credit 


Company, 16 


Pottinger street, Hong Kong, China, wishes to contact manufacturers 
interested in developing business in the oriental market. The company 
plans to buy American office equipment and stationery to replace a 
number of European lines. References are cited which include Eberhard 
Faber, Dayton Price & Company, and the W. D. Wilson Printing Ink 
Company, all of New York. 

Machines and Supplies Wanted for tIndia.B. G. Warsh, Gopal Dass 
building, Bombay, India, desires catalogues, prices and terms as indent 
agent for new and rebuilt typewriters, duplicators, adding and calecu- 
lating machines. Also a number of other statinoery items. 

SS 
Christmas Advice from The British Stationer 

“Some years ago I heard an experienced stationer pass on this useful 

piece of advice to a younger colleague who was seeking advice regarding 


his Christmas plans.”’ 


“Do every good thing that you did last year. Then, sit down and think 

of a lot more better ideas.”’ 
—— 
Genesis of Stamp Perforations 

The South African Printer and Stationer mentioned the origin of the 
pinholes in postage stamps. The conception is credited to Charles Fow 
ler, a London newspaper reporter. He wrote many letters as a quid 
nunc, and as the postage stamps of his day were not perforated, he 
resorted to ordinary pins He outlined the margin of the stamp with 
pin punchings { friend commented on the innovation, and the pinhole 


became a labor saving device 


OFFICE APPLIANCES 
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Commerce Department Trade Opportunities 


Supplies, school, and stationery; ask for No. 8127; agency contem- 
plated. 

Paper and paper goods; ask for No. 8112; Bombay, India; purchase 
contemplated. 

Paper, writing, and envelopes; ask for No. 8093, Nicosia, Cyprus; 


agency contemplated. 


Intercommunicating systems; ask for No. 8366; Lima, Peru; agency 
contemplated, 

Duplicating machine paper; ask for No. 8106; Zurich, Switzerland; 
purchase contemplated. 

Air conditioning, household; ask for No. 8367; Rotterdam, Netherlands; 


agency 
Typewriters, 
contemplated. 
Stationery and office supplies; ask for No. 8531; Singapore Settlements, 
fountain pens and propellor pencils. 
Rulers, wooden, ask for No. 8513; 
templated. 


contemplated. 


Portable; ask for No. 8093; Nicosia, Cyprus; agency 


Hamilton, Canada; purchase con- 


—< 


British Portable Makers Combine in National 
Advertising Plan 


Pooling their resources and funds, the three British manufacturers of 
the only four portable typewriters made in the United Kingdom have 
launched a national advertising plan to popularize the use of British- 


made portables, 
Newspapers and magazines are utilized in the campaign which started 


in October and is to last for four months. While the newspapers are 
all London published, the magazines are national in scope. They have 
been carefully chosen to carry the advertising message to every type of 
typewriter user by virtue of their widely-diversified class of reader. The 


periodicals are Punch, John O° London's Weekly, The New Statesman, 
Time & Tide, The Spectator, and the Police Review. Combined circu- 
lations of the media, newspapers and magazines total 6,000,000 per issue. 


The opening gun of the campaign was the issuance to 2700 members 


of the British Typewriter Manufacturer's Association of a letter ex- 
plaining the plan, and urging dealers to support it by making use of 
many display pieces available to them. This was followed by a_ free 
offer of a clever window streamer and showeard to tie in with the news- 
paper campaign and, to dealers, a window bill and folder, to be fol- 
lowed by five more direct-mail contacts keeping dealers informed of the 
drive. 

The three companies concerned in the campaign are the Bar-Lock 
Typewriter Company, British Typewriters, Ltd., and Imperial Type- 
writer Company, Ltd. The four portable machines they produce are the 


Imperial Good Companion, the Bar-Lock, the Baby Empire and_ the 


De Luxe 
— > > 


Swedish Office Equipment Association Alters Selling Terms 


Released through the Specialties Division, Bureau of Foreign & Do- 
mestic Commerce, Department of Commerce, comes the following news 
item from F. A. M. Alfsen, assistant trade commissioner, Stockholm, 
Sweden: 

‘In an agreement recently concluded between the members of the 
Office Appliance Association, the former system of quoting gross prices 
with high (variable) rebates has been changed to one of lower gross 
prices with fixed cash discounts. The companies involved in this new 
agreement include three German, one Swedish, one English and _ five 
American. It is said that the prices on typewriters have been re- 


compared with prices 
Octobr 15, 1938.’’ 


considered as low 
went into effect 


are 
agreement 


duced to 
in other 


a level where they 
countries. The new 


——————. 


Current Corporation Reports 


Directors of the International Business Machines Corporation last 
month declared a dividend for the fourth quarter of 1938 of $1.50 a 
share on the capital stock, payable December 23 to holders of record 
December 15. The directors also declared a stock dividend of five per 
cent, deliverable on April 1, 1939, or as soon thereafter as practicable, 
to stockholders of record March 15, 19389. At the same meeting Drury 
W. Cooper, a director of the company, was elected a member of the 
executive and finance committee of the company. 

Monroe Calculating Machine Company.—For quarter ended September 
30, net income $117,552, or 50 cents a common share, against net of 
$182,784, or 78 cents a share in September, 1937, quarter, and $97,118, 
or 41 cents in June, 1988, quarter. For nine months ended September 


30, net income $366,101, or $1.56 a share; for same 1937 period, net income 
$696,773, or $3.01 a share. (New York Herald-Tribune, November 1.) 
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Copies of patents shown here can be obtained r oS “y 2 
from the Commissioner of Patents, Washington, es 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 2.134.688 
personal checks not accepted. R190.008 , 





2,134,683. Calculating Machine. Raymond A. 
Christian, Dayton, Ohio, assignor to The National _ ~ 
Cash Register Company, Dayton, Ohio, a corporation an ; eas 
of Maryland. Original application June 25, 1934, mR, a 3 ks a ete 
Serial No. 732,252. Divided and this application July a> Al x sv 
24, 1936, Serial No. 92,305. Granted November | i) RONG : 
1938. 


2,134,688. Erasing Shield. Theodore Fletcher, Wil- LJ > | 
mington, Del., assignor to Richard D. Ward, Wilming- aod \ 3 
ton, Del. Application July 15, 1937, Serial No. 153,- ? f ; > t 
703. Granted November 1, 1938. TS | a j 2135 814 

2,134,814. Addressing and Tabulating Machine. = 2135, 708 
Harmon P. Elliott, Watertown, Mass. Application 2.135.813 
September 14, 1935, Serial No. 40,609. Granted No- 2135,220 
vember |, 1938. 

2,134,822. Typewriting Machine. William F. Hel- 
mond, West Hartford, Conn., assignor to Underwood 
Elliott Fisher Company, New York, : -» @ cor- 
poration of Delaware. Application January 30, 1936, 
Serial No. 61,467. Granted November |, 8. 


2,135,220. Typewriter Punch Combination. Edwin 
Roggenstein, tlion, N. Y., assignor to Remington 
Rand Inc., Buffalo, N. Y., a corporation of De.aware. 
Application October 3, 1935, Serial No. 43,289. Granted , ee \ $ 
November |, 1938. a : — ry 

2,135,708. Multi-Index-Insert ac for yo Sys- . lt 2 
tems. La Vergne W. Gillette, Muskegon, Mich., as- 2.135 845 - 
signor to The Shaw-Walker Company, Muskegon, 2135, 824 2,155,948 2,136, 093 
Mich., a corporation of Michigan. Application January 
4, 1935, Serial No. 319. Granted November 8, 1938. 

2,135,813. Wastebasket. Joseph A. Hartman, Grand 
Rapids, Mich. Application June 5, 1936, Serial No. 
83,629. Granted November 8, 1938. q 
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2,135,814. Letter Tray. Thomas Hearn, Ludlow, 
Ky., and Grosvenor S. McKee, Cincinnati, Ohio, as- 
signors to The Globe-Wernicke Company, Norwood, 
Ohio, a corporation of Ohio. Application December 
6, 1937, Serial No. 178,274. Granted November 8, 1938. 


2,135,824. Moistening Means for Duplicators. Al- F 
fred Marchev, La Grange, IIl., assignor to Ditto, In- Y 
corporated. Chicago. IIl., a corporation of West Vir- a j 
ginia. Application February 8, 1937, Serial No. 124,- Hy 
713. Granted November 8, 1938. | 

2,135,845. Multiple Lead Pencil. Hans Reusch, 

Pforzheim, Germany. Application April 2, 1937, Serial 2,136 168 5) 
No. (34,609. In Germany April 18, 1936. Granted 
November 8, 1938. + 

2 135,948. Typewriting Machine. John L. Petz, 4 
Rochester, N. Y., assignor to International Business i, 

Machines Corporation, New York, N. Y., a corpora- ‘De “Tr 
tion of New York. Application March 2, 1937, Serial LF he 
No. 128,568. Granted November 8, 1938. a of 
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2,156, 184 2,136,343 








2,136,021. Paper Fastener. Edwin S&S. _ Roscoe, 
Rochester, N. Y., assignor to Yawman & Erbe Mfg. 
Co., Rochester, N. Y., a corporation of New York. 
Application October 21, 1933, Serial No. 694,632. 
Granted November 8, 1938. { 

2,136,093. Eraser. George F. Voight, Oakland, 2,136374 : 
Calif. Application September 16, 1935, Serial No. ities . a 
40,795. Granted November 8, 1938. bi 

2,136,168. Filing Device. Emil Kern, Long Island 
City, N. Y., assignor te Acco Products, tne., Long 2,136,371 
Island City, N. Y., a corporation of New York. 2136671 
Application August 12, 1937, Serial No 158,682. A 136, 

Granted November 8, 1938. zit”. AZ ae 

2,136,184. Collapsible Filing Drawer. Harry L. Pees coctom Y “t ‘ 
Fellowes, Chicago, III., assignor to Bankers Box Com- = K h 
pany, Chicago, III., a corporation of Illinois. Applica- ry \} =o 
tion July 14, 1937, Serial No. 153,629. Granted No- ; t tsi —e. 
vember 8, 1938. Ml. ¥ 

2,136,290. Interchangeable Lead Pencil. Kurt Fend 
Pforzheim, Germany. Application June 3, 1936, Seri°! 
No. 83,394. In Germany June {1, 1935. Granted No- 
vember 8, 1938. 

2,136,343. Manifolding. Arthur A. Johnson, Bridge- 
port, Conn., assignor to Autographic Register Compary, 
Hoboken, N. J., a corporation of New Jersey. Ap- 
plication February 18, 1929, Serial No. 340,671. 
Granted November 8, 1938. 

2,136,371. Fountain Pen. Lloyd A. Brooke, Wash- 
ington, D. C. Application Octcber 2, 1936, Serial No. 
103,760. Granted November 15, 1938. 

2,136,374. Stapling Machine. Stephen A. Crosby, 
New York, N. Y., assignor to Parrot Speed Fastener 
Corporation, Long Island City, N. Y., a corporation 
of New York. Application August 28, 1936, Serial No. 
$8,278. Granted November 15, 1938. 

2,136,671. Business Machine. Thomas M. Butler, 
Detroit, Mich., assignor to Burroughs Adding Ma- 7 Soe Lee 


chine Company, Detroit, Mich., a corporation of as ‘ $ 
Michigan. Application June 14, 1937, Serial No. N n i l] ¥ Li 
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2.137.588 


2,137, 256 %,137516 





148,084. Granted November 15, 1938. = 

2,136,694. Calculating Machine. Jalmer M. Laiho, | « 

Chicago, Hl. Application September 27, 1933, Serial S| —_ 
No. 691,136. Granted November 15, 1938. . ~ LA 

_ 2,137,022. Pencil. John P. Lynn, Chicago, Ill., as- oa ; tial h, . 
signor, by direct and mesne assignments, to Dur-0O- P . { 
Lite Pencil Company, a corporation of Delaware. Ap- 7. at i} 2 
plication June 1, 1936, Serial No. 82,687. Granted 2,137,826 be <a , zm 
November 15, 1938. oe S 

2,137,256. Manufacture of Inked Ribbons. Frederick 
A. Waldron, Westfield, N. J. Application July 19, 
1932, Serial No. 623,368. Renewed June 22, 1937. 

Granted November 22, 1938. 2,137 ST UL953 

2,137,500. Pen. Bert M. Morris, Los Angeles, 
Calif. Application August 12, 1936, Serial No. 95,572. 
Granted November 22, 1938. 

2,137,516. Stationery. Vaughan M. West, Chicago, 
11. Application August 24, 1936, Serial No. 97,506. 
Granted November 22, 1938. 

2,137,588.  Aligner for Manifolding Sheaves. Roy 
V. Potteiger, Rochester, N. Y. Application November 
13, 1936, Serial No. 110,735. Granted November 22, 


x 
» 
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(( 


112,183 
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vue kat. pon Ai nag ng hie tie Oo _— Application October 5, 1937, Serial No 167,424. assignor to American Seating Company, Grand Rapids, 
pany, Jamestown, N. Y a corporation of Massa Granted November 22, 1938. Mich., a corporation of New Jersey. Application Feb- 
ation é va ruary 5, 1938, Serial No. 74,905. Granted November 


chusetts. Application December 10, 1937, Serial No. 1, 1938 

179,141. Granted November 22, 1938. DESIGN PATENTS , 1938. ; 
2,137,970. Writing Tablet. Harry J. Waechter, 112,183. Design for a Combination Desk Unit. 

Mount Healthy, Ohio, assignor to Paul Benninghofen 111,953. Design for a Combined Chair and Desk. Jim 1. Silvers, Chicago, UN. Application August 29, 

and Fritz G. Diesbach, trustees, Hamilton, Ohio. Willard H. Bond, Jr., East Grand Rapids, Mich., 1938, Serial No. 79,619. Granted November 15, 1938. 
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GREETING 


H2 FRIENDS in many lands! May you who celebrate Christendom’s 
anniversary have full measure of the joy of the Christmas. And may you 
whose creeds lead to other sources for exaltation of mind and inspiration to 
high ideals find happiness there in equal measure. At whatever altars we stand, 
may each of us be charged with zeal to promote peace and good will. 


Consciousness of many fellow men in tribulation bordering despair through 
‘“‘man’s inhumanity to man’’ will temper the joy of Christmas this year. But 
may it not be that out of sympathy impelled will rise triumphant justice and 
mercy before which ruthlessness will vanish and kindness flourish? 


Right is not always on the side of might. Victory of arms is not essen- 
tially the triumph of justice. Mere cessation of warfare is not peace. Only by 
good will can peace within and between nations be achieved and economic 
difficulties within and between nations be overcome. 


Whether shepherds who tended their flocks on the hills of Bethlehem of 
Judea nineteen hundred thirty-eight years ago actually heard an angelic chorus 
is unimportant. But nothing is so important to mankind as establishment of 
“peace on earth, good will toward men.” 


BUSINESS SIGNAL SET AT “GO” 


tg will not read the contents of the special section of this number, begin- 
ning on page 14, without receiving stimulant to hope of expanding busi- 
ness in the new year, at the threshold of which we stand. Nor will one consider 
the factors in the domestic economic situation without encouragement of belief 
that “‘recession’’ has faced about for advance. 


Passing of the war crisis in Europe enlivened world markets and relieved 
industry of fear of further reduced consumption of general commodities to 
check production. The effect upon United States industry was at once appar- 
ent. But already business generally was making substantial gains which has 
brought it to the high point for the year. The advance cannot be credited to gov- 
ernment spending as the appropriation for the purpose has barely been tapped. 
Of the remaining amount, great sums will go into the channels of trade during 
the next three months. 


Bank clearings show increase, while carloadings and bituminous coal prod- 
ucts have reached the year’s high point. Engineering construction for the first 
three-quarters of the year is reported above the corresponding period last year. 


Steel ingot, low the first half of the year, has recovered strongly. Since 
midsummer there has been marked rise in factory employment and payrolls. 
Bank deposits since January show increase. Machine tool orders have climbed 
to a new high for the year. 


Upon the above mentioned factors, the foreign market, and probably tak- 
ing into some account the results of the recent elections, some analysts venture 
to predict substantial increase in business in 1939. No “‘boom’’ but gains, pos- ° 
stbly up twenty per cent over the 1938 volume. 
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‘ROUND THE WORLD FORECAST 
FOR THE 


OFFICE EQUIPMENT INDUSTRY 


(Illustration Courtesy Royal Typewriter Co.) 


Twenty-three different countries are represented in the following enlighten- 
ing statements describing the office equipment industry in prospect for 1939. 
Office appliance suppliers at home and abroad should find in them a threefold 
interest. The accounts briefly review conditions of the past year. They re- 


veal significant trends as to the future. 


And a strongly optimistic note pre- 


dominates. Moreover, the reports afford extensive data upon which American 
manufacturers may estimate export opportunities. 

To many friends around the world who have given valuable industry service 
in this special annual section, Office Appliances expresses appreciation. 


United States 


Owing to the international scope of marketing operations of the office equipment industry 
reflected in the reports from the various countries—this special 
section is opened with statements concerning the outlook for the industry as seen from the 


in the United States 


viewpoint of this country. 


The first two discussions encompass the broader aspects of 


domestic and foreign trade, while the next three relate to the home-market prospects for 


the different divisions in the United States. 


Domestic Sales in 1939 May Rival Record Year of 1937; Export Trade Should Improve 


| SUPPOSE there must be other 
industries for which it is easier to 
determine future market pros- 
pects than for office equipment, 
largely because the latter is so 
heavily involved in international 
markets. The home market, the 
largest in the world, consuming 


By H. B. McCOY 


Chief, Specialties Division, U. S. Bureau of 
Foreign & Domestic Commerce 


more office equipment than all 
other countries combined, is in 
undisputed possession of the do- 
mestic industry, although this 


statement is about equivalent to 
saying that rivers run by large 
cities. No survey of the office 
equipment industry is complete 
without consideration of develop- 
ments affecting foreign markets, 
in which the judging of current 
trade trends and anticipation of 
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the future is decidedly more pre- 
carious than for the domestic 
market. 


One of the first things that 
comes to mind in connection with 
the capital or durable goods in- 
dustries is the so-called “satura- 
tion” of the market. I believe that 
this term has been applied to 
some branches of the office equip- 
ment industry where it is believed 
by some that sales of original 
equipment have reached the ulti- 
mate possible, and that future 
sales must come only from the de- 
mand for replacements. Although 
this may be so in a few instances, 
I do not know how it is possible or 
practicable to determine the exact 
potential capacity of a _ given 
market. 


No “Saturation” Reached in 
Domestic Market 


Some time ago, I had occasion 
to gather some statistics in an at- 
tempt to show the number of 
business and other establishments 
in the United States that are and 
may be possible users of one or 
more business machines of various 
types. I estimated that the mini- 
mum is about 1,800,000, consisting 
of the following: all manufactur- 
ing and wholesaling establish- 
ments; all retail stores with an- 
nual receipts exceeding $3,000; 
banks and other financial institu- 
tions; hotels; schools (large); col- 
leges; hospitals; professional and 
other miscellaneous groups. This 
number does not include com- 
munication and_ transportation 
companies, and federal, state and 
local governments, the elimination 
of which, as a rough guess, may 
adjust the total for non-users. 
This estimate does not include any 
figure for private individuals as 
users of office machines. On the 
basis of value of products manu- 
factured by the industry in 1937, 
$168,768,000, this is an average of 
about $90 worth of equipment for 
each possible user. Using the bi- 
ennial census of manufactures 
Statistics, and averaging for the 
interim years, approximately 
5,000,000 new typewriters were 
sold in the domestic market dur- 
ing the 10 year period 1928 to 1937, 
an average of less than three ma- 
chines for each possible user. Dur- 
ing this period, the Federal Gov- 
ernment purchased about one- 
quarter million machines. Since 
high school and college students 
and the general public as buyers 
of portable and standard type- 
writers have not been considered, 
it is anybody’s guess how much of 


this potential market is or is not 
touched. 

I am quite aware that this sta- 
tistical merry-go-round can be 
challenged on some points, but I 
am not convinced that there is 
any “saturation” in the office 
equipment market as a whole. At 
any rate, I believe it is an inter- 
esting problem for consideration 





Mr. McCoy 


by sales managers in the industry 
who at times may think that 
there are no customers left to sell. 


Anticipate Sales in 1939 Will Rival 
Record Year of 1937 


The year 1937 was a banner 
year for the office machine indus- 
try, the value of machines pro- 
duced reaching a total of $168,- 
768,000, almost a million dollars in 
excess of the previous high year 
of 1929; 42 per cent in excess of 
1935; and 172 per cent above the 
low level of 1933. The demand for 
replacement equipment, supple- 
mented by orders for original and 
expansion installations, plus in- 
creasing sales abroad, contributed 
to the momentum of the industry 
during 1935, 1936, and carrying 
through most of 1937. A good de- 
mand from overseas markets for 
good used equipment also bene- 
fited domestic sales. 


According to a report by the 
Department of Commerce, pre- 
viously published in OFFIcE APPLI- 
ANCES, sales during the first part 
of 1938 were curtailed as a result 
of unfavorable economic condi- 
tions in the latter part of 1937 and 
extending into 1938. Domestic 
sales during the first quarter of 
1938 were approximately 20 per 
cent less than for the first quarter 
and 12 per cent below the last 
quarter of 1937. Sales for the first 
six months of 1938 were approxi- 
mately 23 per cent below sales for 
the same period of 1937. 

It is a safe estimate that opera- 
tions during the last half of 1938 
will be closer to 1937 figures than 
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the first half. Improving economic 
conditions, if extended into 1939, 
should bring deferred replacement 
buying into the market during the 
coming months. I believe that 
many small and medium size busi- 
nesses, faced with the necessity, 
for many and obvious reasons, or 
keeping better records on their 
operations, will become larger 
buyers of office equipment than in 
the past. 


The industry’s sales record in 
1938, in spite of unfavorable con- 
ditions, lends encouragement to 
the belief that 1939 sales may 
come close to, and possibly equal 
or exceed, the record year of 1937. 


Drop in Exports Concerns 
American Manufacturers 


The export situation is perhaps 
not as favorable as the domestic 
one, but I see no reason to be un- 
duly pessimistic about the future 
of this important outlet for the 
industry. 

The fact that export sales have 
not kept pace with domestic sales 
cannot be disregarded, however, 
for while the industry was enjoy- 
ing during 1937 its best domestic 
market in years, foreign ship- 
ments were 30 per cent less than 
in the previous high year (1929). 
From a low of $15,768,000 in 1933, 
overseas sales increased each sub- 
sequent year, reaching a total of 
$37,523,000 in 1937, compared with 
$53,754,000 in 1929. 


Although domestic sales de- 
creased by about 23 per cent dur- 
ing the first half of 1938, as pre- 
viously stated, export sales were 
down less than 10 per cent for 
that period, a much welcomed sta- 
bilizer during periods of domestic 
market difficulties. However, there 
was a rather steep decline in the 
third quarter exports, bringing 
the total foreign shipments for 
the first nine months of 1938 down 
to $21,982,000, a 24.6 per cent de- 
cline from the same period of 
1937. (An accompanying table 
shows comparative exports of of- 
fice equipment, by principal clas- 
Sifications, for the first nine 
months of 1937 and 1938). 


Foreign Competition 


American office equipment 
manufacturers pioneered in the 
development of foreign markets 
for modern office machines and 
business methods. As might be 
expected but not altogether an- 
ticipated, the results of this ex- 
penditure of time and money is 
now being taken advantage of by 
foreign competitors. Space here 
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UNITED STATES EXPORTS OF OFFICE EQUIPMENT FOR 
FIRST NINE MONTHS OF 1937 AND 1938 


1937 1938 
Quantity Dollars Quantity Dollars 
Office equipment (total) 29,173,777 21,982,097 
Accounting and Calculating Machines 55,028 9,790,003 37,141 7,968,387 
Billing and Bookkeeping Machines: 
Listing-Adding-Bookkeeping Machines 1,466 1,260,623 1,157 1,038,935 
Typewriter-Bookkeeping-Billing Machines 4,174 2,140,668 2,969 1,651,685 
Listing-Adding Machines 29,923 2,574,174 19,924 1,779,673 
Calculating Machines 10,337 1,876,968 8,646 1,516,225 
Card-Punching, Sorting, and Tabulating Machines 1,617 1,530,250 1,495 1,698,549 
Other, including Used and Rebuilt 7,511 407,320 2,950 283,320 
Parts for Accounting and Calculating Machines 1,743,835 1,407,824 
Duplicating Machines, Parts, and Supplies EP 608,132 541,001 
Cash Registers and Parts: 
New . Se 8,106 1,877,134 9,361 1,549,869 
Used and Rebuilt. 4,274 613,660 3,348 418,409 
ysl << 837,342 622,763 
Typewriters and Parts: 
Standard Typewriters (New) 101,857 6,685,680 66,914 4,507,421 
Portable Typewriters (New) 107,167 2,918,728 63,815 1,736,268 
Used and Rebuilt Typewriters 40,134 1,316,807 25,531 898,379 
Typewriter Parts : 1,015,912 791,721 
1 


Other Office Appliances ,766,544 1,540,055 


does not permit a detailed discus- 
sion of the many and complex 
factors affecting this situation, 
but one or two of the principal 
ones might be mentioned. First, 
of course, is the closing of former 


The accompanying chart shows 
international trade in typewriters 
for the period 1929-1937, indicat- 
ing the participation in the total 
of world exports of each impor- 


‘tant country producing typewrit- 


ers. Graphically illustrated is the 
rise of exports from Germany, the 
sensational increase from Switzer- 
land, and the growing importance 
of Canadian typewriters in foreign 
markets. 


important markets to American 
machines, notably Germany, Italy 
(now somewhat relaxed), and 
Austria. A number of other mar- 
kets are affected by exchange 
clearing agreements, which are 
detrimental to imports from the 
United States. The competition 
from German, Swedish, and Swiss 
manufacturers has become in- 
creasingly severe in many foreign 
areas. Although foreign competi- 
tion is not limited to typewriters, 
the struggle for supremacy be- = 
tween American exporters and — ISS “aly SVN 
their competitors has been par- ma note Yy | 
ticularly acute in this branch of Y om 4// perigee YYyy | 
the industry. rf ; 
During 1937, German typewriter 400 
manufacturers sold 163,309 ma- 
chines in world markets, amount- 
ing to over 50 per cent of our ex- 
ports of typewriters for that year. 
In 1929, a record year to that time 
for export of typewriters from 
bcth Germany and the United 
States, German exports were less 
than 20 per cent of United States 
exports. Since 1933, Germany ex- 
ports have been increasing, the 
1937 figures representing an in- 
crease of 70 per cent over 1929, 
while exports from the United (II 
States for the same year were 50 
per cent less than 1929 foreign 
sales. The increase of German ex- 
ports has undoubtedly been at the | 
expense of exports from _ this | 
country. 
Portable typewriters from Swit- 
zerland, a newcomer in foreign 1929 1930 1931 1932 1933 1934 1935 1936 1937 Paes 
trade, have made rapid progress one —_—__—_—_— —_—_—— 
in certain foreign markets. (Inci- 
dentally, the United States is the 
principal export market for Swiss 
portable typewriters.) 





INTERNATIONAL TRADE. IN 
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SHOWING INTERNATIONAL TRADE IN TYPEWRITERS FOR PERIOD 1929-1937— 

The above chart graphically depicts the proportionate volume of world exports of 

each important typewriter producing country. Note the increase in machine exports 

from Germany, the rapid rise of Switzerland, and the growing importance of Cana- 
dian typewriters in world markets. 
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The foreign situation is viewed 
with concern by domestic manu- 
facturers, and justly so, since 
about 25 per cent of the total pro- 
duction of the industry, on a value 
basis, is sold abroad. In some 
branches the percentage of ex- 
ports is as high as 33 per cent. 


Predicts American Industry Will 
Hold Strong Leadership Position 

Since American office machines 
have so long been entrenched in 
foreign markets, where they have 
always been held in high esteem 
for quality, performance, and for 


the excellent service facilities pro- 
vided, I believe that foreign com- 
petition will find it exceedingly 
difficult to make much further in- 
roads into many markets. 

The Reciprocal Trade Agree- 
ment Program has, in general, 
been of benefit to our exporters of 
office equipment in most of the 
countries covered by such agree- 
ments. As this is written, the 
trade agreement between’ the 
United States and the United 
Kingdom has just been signed, in 
which the United Kingdom has 
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granted concessions in import 
duties on a number of office ma- 
chines. Details of this agreement 
with respect to office machines 
will be found elsewhere in this 
issue. The United Kingdom is the 
principal export market for office 
machines from the United States. 


Given equal opportunities with 
competitors for foreign business 
and the removaLof discriminatory 
barriers, where they exist, I be- 
lieve the American industry will 
continue to hold its position as a 
leading supplier to world markets. 


U. S. Industry Outlook for 1939 


Poor's Survey of Office Equipment Industry Forecasts Possible 30 Per Cent Gain In 
Domestic Sales First Six Months of Coming Year, With Exports Improving 


Tue office equipment industry is 
experiencing improved profits. 
Contrasted with declines of 33% 
and 44% under 1937 recorded by 
six leading concerns during the 
first and second 1938 quarters, re- 
spectively, earnings strengthened 
to a level 35% below those of a year 
earlier during the three months 
ended September 30, 1938. The 
fourth quarter is normally the most 
active from the standpoint of sales. 
This year, the general upturn in 
business is fostering more than a 
seasonal expansion in demand. 
Estimates place final quarter 1938 
sales at a level sufficient to offset 
the 20% decline indicated so far 
this year. In fact, 1939 first half 
sales may exceed by 30% the vol- 
ume experienced in the first six 
1938 months. 


However, conditions today can- 
not compare so favorably with 
those in 1936. The substantial 
volume of office appliance sales in 
1936-37 represented, in a large 
measure, the satisfaction of long- 
deferred replacement of obsolete 
equipment built up during the 
1929-32 depression. In effect, this 
market has become virtually ex- 
hausted. Second, a large propor- 
tion of recent years’ demand for 
new equipment was artificially 
stimulated by a multitude of Gov- 
ernment regulations and laws, 
such as the NRA, Social Security, 
etc., which called for the purchase 
and rental of great quantities of 
new equipment. Only normal re- 
placement business may be ex- 
pected from this source in the im- 
mediate future. 

Due to the fact that exports ac- 


By POOR'S PUBLISHING CO. 


Wellesley, Massachusetts 


(Extracted From Poor's Industry and Invest- 

ment Surveys—The Office Equipment In- 

dustry—Issued November 12, 1938. Re- 

printed by Special Permission Granted to 
Office Appliances.) 


count for roughly 30% of its vol- 
ume, the industry is particularly 
concerned over the fact that for- 
eign shipments have given no sign 
of improving; rather, volume in 
September, 1938, was the poorest 
this year, as compared with that 
of a year earlier. It seems logical 
to expect a change for the better 
in the export market overcoming 
months, however, now that the 
Central European war scare has 
passed. 

To stimulate business, office 
equipment manufacturers are 
constantly improving or adding 
new products to their line. Port- 
able typewriters and low-cost add- 
ing machines seem to offer the 
most interesting growth possibil- 
ities currently. Demand for the 
former has picked up substantially 
in recent months. The new wage 
and hour law, under which new 
business records must be kept, 
should create substantial orders 
for loose leaf binders, etc., in addi- 
tion to encouraging greater use of 
labor saving devices in place of 
clerical employes. . 

The office equipment industry 
as a whole stands to benefit from 
any improvement seen in the gen- 
eral business picture. Although 
substantial earnings gains will not 
be seen until a pickup in foreign 


demand occurs, certain companies’ 
profits have already given signs of 
strengthening. ... 


Character of Products: 
Essential 


That office machinery provides 
the most efficient way of accom- 
plishing much of business’ routine 
work has long been an established 
fact. Even during periods of ex- 
tremely low wage levels, hand 
labor cannot compete successfully 
with this industry’s products. Thus, 
while past depression influences 
brought the value of office ma- 
chinery output in 1933 to only a 
third of that registered in 1929, 
the basic necessity and appeal of 
such equipment was not material- 
ly lessened. This is graphically 
illustrated in the records of those 
companies that lease all, or most, 
of the equipment they manufac- 
ture. ... 


Replacement Demand Small 


According to some estimates, the 
life of a typewriter is normally 
about three years. Reports from 
the trade during 1935 indicated 
that machines being turned in for 
exchange averaged from six to 
seven years old. Despite competi- 
tion from used equipment thrown 
on the market between 1929 and 
1932, sales of new machines in the 
subsequent years through 1937 
liquidated deferred demand to 
such an extent that the replace- 
ment market has been virtually 
exhausted. 


New Products Important 


New developments, designed to 
eliminate almost all manual labor 





18 


and reduce the fatigue factor, 
have steadily widened the market 
for the industry’s products. This 
is well illustrated by recent years’ 
growth of the calculating machine, 
which has outstripped that of any 
other type of office machine. Al- 
though production of cash regis- 
ters, typewriters, and adding ma- 
chines rose 51%, 93% and 141%, 
respectively, during the seven 
years 1931-37, output of calculat- 
ing machines spurted 287% during 
the same period. The new popu- 
lar-priced adding machine, de- 
signed to fit the needs of small 
business concerns which seldom 
have occasion to add figures con- 
taining more than seven digits, 
offers interesting long-term growth 
Low-priced portable 


possibilities. 
typewriters, suitable for use by 
juveniles, grade school, or high 


school students and in the home, 
also should record good sales ex- 
pansion over coming years. Cash 
register-adding machine combina- 
tions, likewise, stand to make sat- 


isfactory progress. 


Exports Lower 


The office equipment field is 
unique, in that a much higher 
percentage of its volume springs 
from foreign demand than is the 
case in most American industries. 
Chart I, page 19, shows the rela- 
tionship of domestic production 
and exports for the odd years, 1921 
through 1937. It will be observed 
that in only one of the nine years 
did export values fall below 20% 
of domestic production value. In 
the years 1929 and 1931, exports 
averaged more than 31% of do- 
mestic production. 


The export showing in recent 
years is particularly gratifying in 
view of the embargoes and restric- 
tions placed upon the sale of 
American products in world mar- 
kets, and the influence of depre- 
ciated currencies. Exports of of- 
fice appliances reversed their 
downward trend in 1933 when they 
totaled $15,768,000 versus $14,869,- 
000 a year earlier. By 1937, exports 
had risen to $37,523,000, or 138% 
greater than those in 1933 and the 
best since 1930, when they totaled 
$42,218,000. Since September, 1937, 
however, when they were nearly 
32% in excess of like 1936 volume, 
exports of office appliances have 
trended downward. Foreign ship- 
ments during the first nine 1938 
months, for example, totaled $21,- 
982,000, or nearly 25% below the 


$29,174,000 volume recorded for the 
comparable 1937 period; Septem- 
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ber, 1938, moreover, registered a 
41% drop under year-earlier fig- 
ures and was the poorest month 
this year when compared with 
1937. 

The industry’s most important 
export markets for new standard 
typewriters in August, 1938, were 
the United Kingdom (27.2%) Brit- 
ish India (6.3%), Czechoslovakia 
(5.0%), France (4.5%), Union of 
South Africa (4.2%), Brazil (4.0%), 
Chile (3.8%), Colombia (3.7%), 
and Belgium (3.7%). 

Foreign Competition Keen 

Although the United States con- 
tinues to dominate the world’s 
office equipment trade, with Eu- 
rope its principal export outlet, 
European countries more and 
more are becoming its principal 
competitors. Fostered by increased 
import duties, exchange restric- 
tions, and quotas, foreign coun- 
tries including Germany (in par- 
ticular), Switzerland, Sweden, and 
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the United Kingdom have in- 
creased their production of office 
machinery in recent years and 
have penetrated the European 
market to such.an extent that 
they are predominant. The effect 
has been a sharp drop in the per- 
centage of this country’s European 
shipments to total exports. In 
1930, for example, Europe took 
nearly 68% of total U. S. office 
machine exports; by 1936, the per- 
centage was down to 55%. True, 
increased shipments to Canada 
and Latin America have proved 
somewhat offsetting; yet, the do- 
mestic industry has an important 
problem to solve—that of holding 
its position abroad in competition 
with lower-priced, and in many 


cases, inferior quality products. 
Progress made in_ establishing 
more favorable trade balances 


with foreign lands will have far- 
reaching effects on the domestic 
office equipment industry. 
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CHART II 


Exports of Office Appliances by Classes 
(unit: $1,000,000) 


Source of data: 


U. S. Dept. of Commerce. 
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Reciprocal trade agreements are 
in effect with the following coun- 
tries: the United Kingdom, Cuba, 
Brazil, Belgium, Haiti, Sweden, 
Colombia, Canada, Honduras, The 


Source of data: U. S. 


Dept. of Commerce. 


Netherlands, Switzerland, Nicar- 
agua, Guatemala, France, Finland, 
Salvador, Czechoslovakia, and 
Costa Rica. Similar agreements 
are in process of negotiation. Dur- 
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ing the first eight 1938 months, 
more than 37% of total U. S. ex- 
ports went to countries which 
have signed trade agreements. 


Foreign Production Important 


Important as it is, the export 
market shows only a part of the 
picture of the total foreign usage 
of American equipment. 

Most of the leading companies 
have manufacturing plants of 
their own in the foreign field. In- 
ternational Business Machines, for 
example, has plants in Germany, 
France, England and Italy, and 
claims distribution of its product 
in 79 countries. National Cash 
Register has several foreign plants, 
as has Remington Rand. 

While the sales by foreign sub- 
Sidiaries of American companies 
are not separately reported, the 
total volume obviously must be 
important. Sales of foreign sub- 
sidiaries plus exports of domestic 
plants, it seems probable, run but 
little below total domestic sales. 

Hence, the manufacture of of- 
fice equipment is clearly a field in 
which American inventive and 
manufacturing ingenuity have 
proved their worth throughout the 
world. There is ample reason to 
believe that in the long run, the 
volume of office equipment sales in 
the foreign market will be re-es- 
tablished on a decidedly profitable 
basis ... 

(turn to page 37, please) 


U. S. Office Equipment Manufacturers 


Institute President Envisions This Industry Among Leaders in Upturn 


| AM confident that the closing 
weeks of 1938 find business facing 
the future with renewed confi- 
dence, courage, and optimism. 

The recent recession is now in 
its sixth month of recovery. The 
unpredictable changing trend 
from valley to peak which charac- 
terized the period beginning in 
1932 and ending in 1937 has 
taught its lessons. Business judg- 
ment and methods are now at- 
tuned to work toward a sound and 
lasting prosperity. 

My belief in the bright future 
of the Office Equipment Industry 
has been strengthened. The serv- 
ice rendered to business by its 


By W. K. PAGE 


Addressograph-Multigraph Corporation, 
Cleveland, Ohio, and President, Office 
Equipment Manufacturers Institute 





products is not only helping to 
speed up the present recovery, but 
it will play an important part in 
sustaining the prosperity so near 
at hand. 

Our industry has kept ahead of 
general business activity during 
the past six months and we fully 
expect to be among the leaders in 
the present upturn. We are look- 
ing forward to 1939 as a year of 
progress and promise which will 
lay the foundation for a sound 
future. 

Some of our members are pre- 
paring to expand for the future. 
Many are confident that 1939 will 
closely approach 1937’s volume. 
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U. S. Stationers 





Dealers Hold Optimistic View; See Steady Trade Pickup 


San general feeling expressed by 
commercial stationery and office 
equipment dealers with whom I 
have discussed in the past few 
weeks the outlook for the coming 
year is that business is going to 
show a steady pickup. 

It is anticipated that a substan- 
tial percentage of increase in sales 
over corresponding months in 1938 
will be apparent early in the year. 
A good many dealers have indi- 
cated to me the opinion that their 
dollar volume in 1939 will very 
closely equal that of 1937. 

Our industry is fortunate in en- 
joying the cooperative spirit which 
generally interest among our 
manufacturers and distributors. A 


By HAROLD J. HAMPTON 


Indianapolis Office Supply Company, Indi- 
anapolis, Ind., and President, The Nationa! 
Stationers Association. 














Mr. Hampton 


mutual interest is continually 
manifested in the advance of both 
divisions of this business, as well 
as in the progress of individual 
concerns. It is noteworthy that I 
have heard very little complaining 
about industry conditions, with 
the exception of one commodity. 

While the note of optimism re- 
lates to total volume of sales,— 
and should even our most san- 
guine hopes materialize—, the im- 
portance of profits are not to be 
overlooked. I believe, however, 
that most dealers have made up 
their minds to put their efforts 
behind the most profitable lines, 
so that 1939 will be a good year 
for the merchants in our field. 


U. S. Typewriter Dealers 


National Office Machine Association Sees a Challenge in 1939 


— the latter half of 1938, 
there has been a gradual increase 
manifested in the sales volume of 
the distribution division of the 
office machine industry of the 
United States. In this fact and 
the associated improved condi- 
tions in other industries, we find 
both encouragement and a chal- 
lenge. 

A survey just completed among 
members of the National Type- 
writer & Office Machine Dealers 
Association reveals that the cash 
sales of new portable typewriters 
have increased 12 per cent over 
the same period in 1937. We in- 
terpret this as a good indication 
of what we may reasonably expect 


By LAMONT H. WOOD 


Midwest Typewriter Company, Kansas City, 
Mo., and President, National Typewriter 
& Office Machine Dealers Association 














Mr. Wood 


Argentina 


for our field in the coming year. 

It is not presumptuous for us to 
look to 1939 for further improve- 
ment, if conditions continue their 
upward trend of the past few 
months. With the bank deposits 
of the nation at nearly a record 
peak, and business in general 
awaiting the word “go”, it is my 
personal opinion that the year we 
are about to enter holds large op- 
portunities for prosperity. 

To participate in the joys of a 
prosperous year in 1939, let each 
and every typewriter and office 
machine dealer increase his ac- 
tivities to full capacity. Let him 
also increase his capacity through 
improved activities! 


Favorable Outlook for 1939 Emerges from Difficult Year 


 — reviewing the situation 
at the end of last year and look- 
ing forward to 1938, one was just- 
ified in expecting that the year 
then about to enter would be pro- 
pitious for business in general, 


By GEORGE H. FRENCH 


Manager, Compania La Camona, Buenos 
Aires 


(Specialists in Modern Office Systems.) 


but, unfortunately, there was a 
decided change for the worse. The 
principal reason for the falling off 
in volume of business was the fail- 
ure of the 1937-38 harvest, which 
has meant a very large reduction 
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in exportation of Argentina prod- 
ucts to other countries. 

This lack of exportation has had 
_ its consequence on internal busi- 
ness, which in turn has reduced 
the government’s budgeted in- 
come. The new government which 
took office in February, 1938, was 
thus confronted with a rather dif- 
ficult situation. 

During 1938, therefore, business 
has been difficult and failures 
have been on the increase. Under 
these conditions, business firms 
logically have been restricting 
purchases, which has had the 
tendency of reducing operations, 
and especially so in the office 
equipment business. 

We now look forward to the fu- 


PHI 
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ture and it is gratifying to be able 
to report that the coming harvest 
promises well. Rains have fallen 
over the greater part of the coun- 
try, and especially on the agricul- 
tural belt and cattle raising dis- 
tricts; so that at present all these 
districts which have been thus 
favored look very promising, in- 
deed. Should the country escape 
any of the many factors which 
might reduce the prospects of 
good crops, it might be expected 
that exportations would be on the 
increase in the near future and, 
therefore, that there would be 
money in circulation, which should 
help out business. 

I think I have stated before that 
the office equipment business is 


Australia 
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not an easy one at present, be- 
cause of the very keen competi- 
tion among the products from va- 
rious countries. Some are able to 
sell at exceedingly low prices. Fur- 
thermore, the exchange in the 
United States is a serious problem, 
since it is not possible at present 
to obtain the official rate for pay- 
ment of goods imported from that 
country. But should this matter 
be adjusted within the near future 
it would help greatly, and it would 
place products from the United 
States on a more equitable price 
level with products of other coun- 
tries. This is a matter which 
should concern the respective gov- 
ernments,’if they wish to increase 
the volume of their trade. 


Continued Prosperity Expected; American and British Goods Favored 


For business equipment houses 
in Australia, 1938 has been a pros- 
perous year and we are confident 
that conditions will continue to 
be good during 1939. 

The growth of secondary indus- 
tries has been rapid and there is 
every indication that it will be 
greater still. Our primary indus- 
tries, wool and wheat, continue to 
provide Australia with an income 
of over 400 million dollars yearly. 

It is quite evident that many 
American manufacturers when 
dealing with Australian business 
equipment houses overlook the 
fact that our total population is 
only approximately seven millions 
and that Australia is a land of 
great distances, with a total area 
of 2,974,581 square miles. Our pop- 
ulation is largely concentrated in 
the six capital cities: Sydney, 
capital of the state of New South 
Wales, has a population of 1,254,- 
780; Melbourne, capital of the 
state of Victoria, 1,008,300; Ade- 
laide, capital of South Australia, 
315,130; Brisbane, capital of 
Queensland, 306,154; Perth, capital 
ot West Australia, 210,365; Hobart, 
capital of Tasmania, 60,900. 

The distance from Brisbane to 
Perth is 3,000 miles. The distance 
between the various capital cities 
varies from 500 to 600 miles. 
Freight charges between the cap- 
itals are heavy. Only those organ- 
izations who are established or 
represented in all states can suc- 
cessfully cover the full territory 
of Australia for American man- 
ufacturers. 


By R. VERNON 


General Manager, N. LeRoy-Tracy Pty., 
Ltd., Sydney; and President, N. S. W. 
Master Printers and Allied Trades Assn. 


(Manufacturers of Office Systems and 
Equipment. Also Distributors of English and 
American Lines, Excepting Office Machines.) 

















Mr. Vernon 


The machine division of office 
equipment — bookkeeping ma- 
chines, typewriters, etc.—is han- 
dled in Australia by a number of 
highly efficient companies with 
well organized offices in all states, 
but this is not the case in many 
other branches of the office equip- 
ment industry. Outside the ma- 
chine division, there are few or- 
ganizations established in all 
capital cities. American manufac- 
turers would therefore be wise to 
give serious consideration to the 
advantages to be gained by the 
appointment of leading organiza- 


tions in the capital city of each 
state as distributors for their par- 
ticular state, rather than the ap- 
pointment of one organization for 
the whole of Australia. 


The continued growth of sec- 
ondary industries provides an 
ever-growing field for office equip- 
ment, much of which is now man- 
ufactured in this country. This is 
particularly true with such items 
as card and vertical file cabinets, 
steel shelving, lockers, cupboards, 
etc., that a few years back were 
all imported. There are manufac- 
turers of these lines in all states, 
with the exception of Tasmania 
and West Australia. 


There are, however, a_ great 
many important items of equip- 
ment that are not manufactured 
here, and for which Australia is 
an excellent market. 


During 1938 continental man- 
ufacturers have been paying in- 
creased attention to the Australia 
market. I have met more repre- 
sentatives from the continent dur- 
ing this year than ever before. 
German and Austrian manufac- 
turers of loose leaf metals have 
sent representatives to Australia 
with very little success. Australians 
prefer to deal with English or 
American manufacturers. 


The trend of world events dur- 
ing the past few years has un- 
doubtedly had the effect of draw- 
ing the English speaking peoples 
closer together. With _ similar 
ideals and mutual love of freedom 
and justice, the bonds between 
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the English speaking people of the 
world naturally lead to closer co- 
Operation in trade. 


Modernization Aids Business; Suggestion for Nations 


as the general trend 
of economic independence, so 
characteristic of the post-war pe- 
riod, the last twenty years have 
witnessed in Bulgaria a rapidly 
developing industry which only 
the passing of special local laws 
could limit to a more or less nor- 
mal state. While today Nearly all 
small stationery items, from the 
paper clip to the inkstand and 
paper itself, are manufactured 
locally. The heavy industry relat- 
ing to the manufacture of type- 
writers, adding, calculating, book- 
keeping, and other office machines 
has not been touched at all, and 
probably will never be considered 
for many decades to come. All 
office machines, used in Bulgaria, 
have come from abroad and this 
field remains open to the foreign 
trade, as heretofore. 


Though comparatively a young 
country, enjoying political inde- 
pendence for only sixty years, 
Bulgaria has early recognized the 
advantages of modern improve- 
ments, and one sees her today 
striving to keep pace with the 
general progress of the world. 
Here is the monumental structure 
of the Sofia Palace of Justice that 
is going to be completed within 
the next two years; there is the 
new edifice of the Bulgaria Na- 
tional Bank that is waiting for the 
last touches of the most modern 
technics; still further, hardly at a 
stone’s throw from the king’s 
palace, stands out the new Grand 
Hotel de Bulgarie, offering hospi- 
tality and living accommodations 
that few hotels in Europe can be 
proud of. Other big structures are 
being erected, and many, chiefly 
governmental ones, are awaiting 
the necessary appropriations to 
start building. 

It is under this spirit of recon- 
struction, modernization, aiming 
at the best, that we bid farewell 
to the old year and welcome 1939, 
with all the confidence that it 
opens still broader fields of busi- 
ness to the manufacturers and 
dealers of office appliance devices. 


If it were not for some abnor- 
malities existing in the local reg- 
ulations governing the official 
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I extend to the members of the 
office equipment trade of America 
sincere good wishes. May you have 


Bulgaria 


By V. KASSUROFF 
Kassuroff Brothers & Co., Sofia 
(Merchants, Commission Agents and Repre- 


sentatives Handling Office Supplies, Type- 
wrilers, Adding and Calculating Machines.) 





Mr. Kassuroff 


rates of exchange, the whole 
world could have participated 
freely in the Bulgarian import 
business on even terms. Under the 
present circumstances, however, 
most of the Bulgarian import 
business is directed toward the 
countries which are consumers of 
Bulgarian raw products. With 
these countries goods are ex- 
changed on a purely reciprocal 
basis, with no surcharge or pre- 
mium above the official rate of ex- 
change. The non-consumers or 
small consumers of Bulgarian 
products do not enjoy the above 
privilege, and any goods purchased 
from such countries are by law 
payable in cash through compen- 
sation channels and at a sur- 
charge, respectively premium, up 
to thirty-five per cent above the 
official rate of exchange of the 
Bulgarian National Bank. This 
causes a tremendous difference 
between the terminal cost price of 
goods ordered from countries that 
are consumers of Bulgarian prod- 
ucts (with which the Bulgarian 
government has concluded clear- 
ing agreements) and the cost 
price of goods imported from 
countries that are non- or small 
consumers of Bulgarian products, 
thus not possessing the funda- 
mental elements for a clearing 
convention with our government. 
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a happy Christmas, and I trust 
that 1939 will be a year of in- 
creased prosperity for all. 


Facing Trade Barrier 


In spite of the business disad- 
vantages for some countries, as 
mentioned above and among 
which the U.S. A. happens to fall, 
goods continue to be imported 
from them, though on quite a lim- 
ited scale. It is gratifying, there- 
fore, to note that price and value 
have not totally lost meaning in 
Bulgaria, and it may be hoped 
that those lines which once were 
established at this end will again 
take their proper place in time to 
come. 

As there seems to be no imme- 
diate remedy to the present state 
of affairs, it is highly reeommend- 
able for the industries abroad that 
have lost ground in Bulgaria, be- 
cause of temporary foreign ex- 
change irregularities purely of a 
governmental nature, not to re- 
main indifferent to further busi- 
ness possibilities in our country. 
The contact must be maintained, 
even though no sales are being 
registered, just to keep the local 
institutions and private business 
enterprises posted as to how far 
each industry has progressed in 
the manufacturing of modern of- 
fice appliance devices. 

A way of doing that, and per- 
haps it is the best and cheapest, 
is to enter the Bulgarian exhibi- 
tion at Plovdiv, which takes place 
each year and which in 1939 will 
be held from April 10 to April 23. 
These exhibitions were started 
some seven years ago, mainly for 
acquainting the public with prod- 
ucts of Bulgarian manufacture. 
Later on, room was ceded to for- 
eign manufacturers, and in this 
year’s show for the first time office 
appliance industries, including 
American ones, were represented 
on a pretty big scale. No charge 
is made for the granted space, and 
local transport and import facil- 
ities are extended. The only ex- 
penses that affect the exhibitor 
are the freight and insurance 
charges and, of course, the deco- 
rative and advertising expendi- 
tures. Applications, if any, may 
be forwarded to L’Administration 
de la Foire de Plovdiv, Plovdiv, 
Bulgaria. Special forms in French 
or German will be provided for 
filling out. 


Bolivia 


Return of Peace Fosters Optimism; U. S. Equipment Preferred 


a THE reader who is not ac- 
quainted with Bolivia, its pecu- 
liarities and its particular prob- 
lems, the following lines may seem 
either too much or too little. 

In effect, there are people who 
judge the consuming capacity of 
a country from its territorial ex- 
tension. There are others who, 
knowing the country’s population 
with its ethnical diversity, its eco- 
nomic possibilities and other char- 
acteristics very peculiar to itself, 
judge more exactly of the con- 
suming capacity of some articles. 
In this case, we will refer our- 
selves to the office equipment 
business. 

Before giving the official figures 
for the year 1937 relative to the 
import trade into Bolivia in this 
particular field, it is necessary to 
consider that this country was 
practically in a state of war until 
the month of August, 1938. Hos- 
tilities ceased with the Treaty of 
Peace signed in Buenos Aires with 
the Republic of Paraguay. 

The consequences of this ab- 
normal situation to the import 
trade was mainly an increase in 
the importation of war material 
and a diminution in the importa- 
tion of everything else. 

The fact that Bolivia is a medi- 
terranean country is also a great 
drawback to a normal import 
business. Freight traffic has to be 
conducted through Chilean, Peru- 
vian and Brazilian ports, with 
large distances to travel to the 
consuming centers. 

Another most important factor 
to consider is that this country is 
very sparsely populated, and the 
percentage of natives is consider- 
able. These do not buy any office 
appliances at all. 

But what has contributed most 
in recent years to the diminution 
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of imports of office equipment is 
the exchange control which oper- 
ates as an absolute restriction on 
the sale of foreign exchange by 
the banks, where articles not 
classified as of “prime necessity” 
are concerned. Together with this 
restriction a customs prohibition 
was decreed, forbidding the im- 
portation of a great many articles; 
including steel office furniture, 
such as desks, filing cabinets, etc. 


It is to be noted, however, that 
many articles destined to Bolivia 
are erroneously considered in the 
statistics of the exporting coun- 
tries as if destined for Chile, Peru, 
or Brazil, owing to the ports of 
transit to which the goods are 
consigned. 


Following are the official figures 
for the year 1937, indicating value 
of the different items in sterling: 


Typewriting machineg ......£20,475. o. o. 
Writing paper (not  in- 
cluding printing or 


packing paper) £15,900. 0. o. 


Canada 


Pencils, automatic pencils 


and fountain pens £3,900. 0. o. 
Duplicating machines and 

RODOGITIND, wniniccstctnclaciun £1,200. o. 0. 
Writing ink ........... .... £1,350. 0. 0. 
Filing cabinets .......... ..... £4,450. o 0. 
Typewriter ribbons and 

carbon paper ...............: £2,625. o. o. 


But, what is really important to 
point out is that, besides the 
banks and the principal commer- 
cial firms, most of the government 
offices are actually equipped with 
the most modern office appli- 
ances; such as tabulating ma- 
chines, typewriting and calculat- 
ing machines, visible record equip- 
ment, duplicating machines and 
steel office equipment. Most of this 
equipment is of American man- 
ufacture, notwithstanding the fact 
that similar products of European 
manufacture, principally German, 
are lower in price. 

We think that what has con- 
tributed to this preference to 
American office equipment is the 
efficient systems and the good 
quality which is still unequalled 
by similar European products. 
Then, American organizations are 
better prepared for the export 
business and are well codperated 
by intelligent and active dealers 
in Bolivia. 

Now that the atmosphere of war 
has been dissipated, there is gen- 
eral optimism due to the fact that 
there is now a constitutional gov- 
ernment. Everyone expects that 
the finances of this country will 
return to normality in a _ short 
time, assisted by the confidence 
that the country is very rich in 
mineral resources; chiefly tin, sil- 
ver, gold, and petroleum. 

We participate in this optimism 
and believe that official figures in 
the future will show an upward 
trend. But, that this may be true, 
restrictio:s have to disappear— 
mainly exchange control and im- 
port prohibitions. 


Conditions Point to a Banner Year for Office Equipment 


x would be a very Satisfactory 
feeling to be able to predict the 
trend of events for the coming 
year of 1939. However, not being 
a prophet, or a son of a prophet, 
it will be necessary to examine 
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conditions throughout this great 
country of ours. 

The lifting of the war clouds in 
Europe, with the conclusion of the 
Munich conference, has resulted 
in a return of business confidence 
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throughout Canada, and business 
generally is now more optimistic, 
both in its outlook and attitude, 
than since the fall of 1937. 

The excellent wheat crop re- 
cently harvested in the Prairie 
provinces, has done much to 
strengthen the belief that western 
Canada will once again provide 
an adequate and increasing mar- 
ket for the products of our indus- 
trial east, and despite a somewhat 
lower price for wheat than was 
anticipated earlier in the year, 
there is no doubt that farm pur- 
chasing power in Canada will be 
on a higher level than since 1932. 
Canada is also making great 
strides in the development of oil 
in the western province of Alberta. 
Since 1914, when the Dingman No. 
1 well was first brought into pro- 
duction, there have been many 
heartaches. However, the oil in- 
dustry in Alberta is now turning 
into a major industry, and its 
presence is already being felt in 
the whole of eastern Canada. 


This country is recognized as 
chiefly agricultural, but there is 
another industry that has been 
making giant strides in the past 
few years, and that is mining, 
which includes the following met- 
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als: gold, silver, copper, lead, and 
zinc; and in the rarer metals we 
have platinum and radium, with 
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a production of over four hundred 
million dollars for 1938. 

Canada is, of course, an export- 
ing country, and her ultimate 
prosperity depends largely upon 
the maintenance and extension of 
her external markets. While we 
are proud of the fact that Canada 
is the fourth exporting nation of 
the world, we must realize that, 
under present conditions, the ex- 
porting of manufactured goods, as 
well as agricultural products, will 
have to be stimulated. Canada can 


China 
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expect a curtailment of exports to 
European countries for the pres- 
ent, but we must not overlook the 
fact that the British Empire, Latin 
America, and the United States 
have been, and are becoming in- 
creasingly important as trade out- 
lets. 

Our largest customer by far is 
the United States of America, and 
to a great extent, the health of 
cur external trade depends upon 
the volume of business we do with 
that country. From the point of 
view of Canada, the signs of recov- 
ery recently evident in the United 
States are significant, since any 
increase in purchasing power in 
the United States has a direct in- 
fluence upon the volume and value 
of our trade with our neighbor to 
the south. 

It is a striking tribute to the 
stability of Canada, that our labor 
and employment situation is im- 
proving, and that our expansion 
of employment will improve great- 
ly in 1939. 

Summing up all our conditions, 
there is no reason why the office 
equipment manufacturers and 
dealers should not enjoy a banner 
year during the coming twelve 
months. 


Hostilities Cause Drop in Imports/Exports; Unsettled Conditions Prevail 


As everyone knows, China has 
for a year and more been the 
scene of ever-spreading hostilities. 
The direct and indirect conse- 
quences of this upheaval have dis- 
organized trade generally and, as 
could only be expected, the office 
equipment business has received a 
serious set-back. The majority of 
the firms interested in office sup- 
plies have so far managed to 
weather the storm, but there is no 
doubt that the longer the Sino- 
Japanese troubles continue the 
greater will be the difficulties 
these business houses will have to 
face. 

The severe drop in China’s im- 
port and export figures, linked 
with the lack of free movement 
of goods throughout the country, 
has curtailed business activities 
generally and the office equipment 
business, depending as it very 
largely does upon a healthy trade 
outlook, was naturally amongst 
the first to feel the pinch. The 
pessimistic state of the market 


By G. M. GOLDSACK 


Acting Manager, Office Equipment Depart- 
ment, Dodwell & Company, Ltd., Shanghai 


(Agents for Underwood Elliott Fisher Com- 

pany, Original Odhner Calculating Ma- 

chines, Safe-Cabinets, Ohmer Cash Regis- 

ters, Duplicators, Roneotypes, Addressing 

Machines, Card Index Systems and Steel 
Filing Cabinets.) 





Mr. Goldsack 


does not lend itself to new sales; 
cld equipment is being continued 
in use which normally would be 


discarded, and many firms who 
were considering the question of 
installing bookkeeping machines, 
cash registers and other modern 
systems, have for the time being 
shelved the idea, even if definitely 
proved a money saving proposi- 
tion. This is only a natural se- 
quence, aS no business house is 
prepared to invest large sums in 
modern equipment if uncertain as 
to future trading rights and safety 
of investments. 

A great number of organizations 
in China have, since the com- 
mencement of the _ hostilities, 
ceased to function; others, from 
time to time, in accordance with 
the progress of hostilities, have 
had to shift their activities from 
place to place, thus adding to the 
difficulties of settlement of out- 
standing accounts and obtaining 
new business. 

The type of office equipment 
suffering most is not so much 
typewriters, but steel furniture, 
safes, cash registers, bookkeeping 
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machines generally; to a certain 
extent, adding and calculating 
machines; and, finally, office sup- 
plies, such as ribbons, carbon pa- 
pers, etc. Difficulty with the latter 
is due to a great number of the 
smaller organizations purchasing 
inferior quality goods, such as lo- 
cal or Japanese manufacture, ow- 
ing to price. 

The foregoing, together with the 
low exchange value of the Chinese 
dollar and uncertainty as to its 
future worth, combine to make it 
extremely hard to forecast for the 
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coming year. Should the hostilities 
continue, it is impossible to say 
what will happen, but judging by 
the past year there will continue 
to be a certain amount of business 
procurable, but not_ sufficient 
spread amongst the various firms 
handling office equipment business 
tc cover overhead expenses. No 
doubt a certain number of the 
smaller organizations will be 
forced to close up. 

On the other hand, without be- 
ing too optimistic, but knowing 
the wonderful powers of recupera- 


Chile 
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tion China has shown in the past, 
it is probable if the hostilities 
cease that the office equipment 
trade generally in China will soon 
again be on the upgrade. Firms 
that during the hostilities have 
closed temporarily and those that 
have delayed purchasing new 
equipment, together with the new 
organizations formed, will nat- 
urally come into the market for 
new equipment and help to instill 
much needed new life in the busi- 
ness. 


Business Upturn Expected as New Government Takes Office 


(Note: — The following com- 
ments, briefly indicating condi- 
tions and prospects for 1939 in 
Chile, are excerpts from a letter 
sent by Mr. Storandt in lieu of a 
complete statement which the 
pressure of his duties connected 
with recent visits to his agents 
and customers in different parts 
of the country prevented prepara- 
tion in detail.) 


Snes of office machines and 
supplies in Chile were at what 
might be considered a satisfactory 
or normal level during 1937 and 
the first half of 1938. But begin- 
ning with July, business in gen- 
eral was adversely affected by the 
impending presidential election. 
In consequence, of course, there 
was a Shrinkage in sales of office 
machines. 
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El Salvador 


It is expected, however, that the 
new President will take office with 
cooperation from the left and the 
right. The new government will 
be in power in December. We be- 
lieve that with the beginning of 
the new year business will show 
an increase. 

(Mr. Storandt’s business inter- 
ests include three allied divisions 
of the office equipment and supply 
field. He is Chilean agent for the 
Victor Adding Machine Company, 
Chicago, U. S. A., and the Mer- 
cedes Buromaschinen-Werke A. G., 
Zella Mehlis i/Th., Germany. He 
is a partner in the firm of Paye 
& Company, cardboard manufac- 
turers, which he founded in 1919. 
Mr. Storandt is also proprietor of 
a printing business in Santiago, 
known as Talleres Graflico San 
Vicente.) 


"We Expect 1939 to Be Better than Any of Its Predecessors"’ 


Ox ANALYZING the develop- 
ment of business in the republic 
of El Salvador, Central America, 
during the past twelve years, it 
has been my experience that the 
sale of office equipment in pros- 
perous times has been rather dif- 
ficult—especially prior to recent 
years. Many are the _ reasons 
therefor: the immobilization of 
money in this class of goods being 
something out of the ordinary, it 
was considered a luxury by some 
people and by others an unnec- 
essary innovation. It was evident 
that some did not realize how de- 
ficient their organizations were, 
whilst others did not feel the want 
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because business as a whole was 
good. And although the methods 
followed were really deficient, 
business did not then, as it does 
today, feel the effect of the same. 
Moreover, there was a decided 
lack of enthusiasm for making 
such sweeping changes in office 
systems and equipment. 


Fortunately, there has been a 
great change in this direction. The 
great business depression which 
commenced in 1929 swept away 
many commercial houses. How- 
ever, there were a few that were 
managed by people capable of 
handling any kind of undertak- 
ing, who studied their problems 
and appeared on the commercial 
stage with new ideas, new meth- 
ods, and a new fighting spirit. 
The concerns headed by such men 
pulled through and even made up 
for their losses. 

Meanwhile, the modern man- 
ufacturer brought out better 
goods, using new and better pat- 
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ents than before; he increased 
his production, intensified his 
advertising, and found himself re- 
warded by such a number of or- 
ders that at times he was unable 
to fill them. The salesmen and 
agents who knew how to take ad- 
vantage of these efforts of the 
manufacturer adopted the right 
propaganda also, and, as a conse- 
quence of using modern methods 
of selling, they succeeded and 
earned good money. That has been 
the result of a ten-years’ struggle; 
whilst there still remain those who 
continue talking of a crisis. 

In 1938, this country felt the 
crisis in coffee, the prices having 
fallen considerably as a conse- 
quence of Brazil having aban- 
doned the control of this com- 
modity. Inasmuch as coffee is our 
principal source of wealth, the 
nation’s finances were somewhat 
Shaken. Then followed the spec- 
tre of war, which spread all over 
the globe. 

Nevertheless, I have observed 
the surprising fact that this was 
precisely one of the best years for 
the sale of office equipment. This, 
however, ceased to remain a mys- 
tery when I found that it no 
longer was a matter of selling for 


Uncertainty in 


Leseversns are so uncertain 
in our country—as presumably 
they are in the greater part of 
Europe—that it would appear to 
be mere guesswork to try to pre- 
dict anything for the next year. 
The international political 
events this year have created a 
certain atmosphere of scepticism 
and caution which cause many 
people to settle matters only from 


Social, Financial, 


- year 1938 in France has been 
characterized by uncertainty. Not 
a dealer, not a manufacturer, has 
been able to make long term plans. 
Difficult, indeed, has it been to 
conduct business in so troubled an 
atmosphere, dominated always by 
three still unsettled questions: 1. 
The social problem. 2. The finan- 
cial problem. 3. The European 
problem. 
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the sake of selling alone. The sys- 
tem had to be modified, and the 
most logical thing in my judg- 
ment was to concentrate on “high 
quality” goods. When selling the 
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best a manufacturer could offer, I 
no longer felt competition, and 
whilst others discussed prices and 
terms, I pointed out the advan- 
tages and superiority of the goods. 


Rules for Success 
In order to succeed with the sale 
of office equipment there are only 
two things required: have sound 
ideas and put them into practice. 
Before holding on to an idea, it is 


Denmark 
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one day to another. There is a 
tendency to “wait and see”, which 
takes time before new lines can 


France 
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necessary to analyze the many 
elements of the problem to be 
solved, select the one which ap- 
pears best, and then act. Accord- 
ing to the wise men, the best word 
is the one which is about to be 
spoken. My opinion, however, is 
that the things which have with- 
stood the actual test are the best. 
The man who succeeds is the one 
who does things; not the one who 
just talks about them! 


In El Salvador, which is the 
smallest country of Central Amer- 
ica, we expect 1939 to be better 
than any of its predecessors. To- 
day, there is more efficiency in the 
office staffs, and there is more in- 
clination toward improving the 
equipment with a view to better 
service. The manufacturers, on 
their part, will do their share in 
this direction. The young men who 
make it their business to Sell office 
equipment are today more active 
and better trained than in the 
past. Both knowledge and hard 
work are indispensable, and inas- 
much as these two factors have 
improved in this country, I expect 
that the year 1939 will usher in a 
brighter future for the sale of 
modern equipment for up-to-date 
offices. 


Europe Causes Day-to-Day Policy Among Danes 


be marked out in business advance. 

Although I would not consider 
the present conditions as bad, and 
although in my opinion there is 
no real basis for pessimism, I 
should think it advisable not to 
reckon upon anything for the next 
year, but be ready to meet condi- 
tions that come and make the best 
of them for the benefit of all con- 
cerned. 


and European Conditions Show Improvement 
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Upon the social plane, the work- 
ing class of France is beginning 


to comprehend the fact that it is 
not by means of anarchy that 
problems of economic organiza- 
tion are solved. The employing 
class, on the other hand, has 
grasped the fact that for the pop- 
ulation as a whole work is not an 
end in itself but only a means of 
living. 

The forty-four week — which 
might have been an excellent re- 
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form measure had it been applied 
by all countries and had industry 
continued to be maintained by 
peace-time manufacturers—has no 
longer any justification when 
neighboring countries work fifty 
or sixty hours a week manufac- 
turing armaments. 

Greater collaboration between 
employers and workers will be 
conducive to a sounder apprecia- 
tion of the necessities of the mo- 
ment, and the abandonment pro- 
vision of certain reforms which 
though noble are _ nevertheless 
premature. 

On the financial plane, the men 
in the government are facing the 
fact that when a state has treas- 
ury difficulties, it is forced to pro- 
ceed much as in a private enter- 
prise; namely, either cut down 
general expenses or increase the 
total amount of business, but in 
any event, it must certainly not 
squander money and at the same 
time increase unproductive ex- 
penses. According to the latest 
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news, it appears that there is tak- 
ing place a new orientation toward 
a policy of developing exchanges 
of goods and that this new policy 
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will in the end increase customs 
collections and benefit the entire 
state. 

On the plane of European af- 
fairs, it is not for us here to ren- 
der an opinion. However, the re- 
spite afforded Europe by the 
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Munich agreement ought to give 
the diplomats and heads of state 
an opportunity to conclude a last- 
ing accord such as is desired by 
all feeling men. 

It is a  One-Hundred-Year- 
Peace which must be declared to 
all the world. Then each genera- 
tion would be able tranquilly to 
labor toward the betterment of 
living conditions for coming gen- 
erations. And in this task we of 
the office equipment field will have 
a large part, for all of the ma- 
chines which we sell or manufac- 
ture have for their purpose mak- 
ing it pleasanter and easier to do 
the work of the office, which in 
former times consisted of long and 
tedious tasks. 

It is with the hope that 1939 
will bring us the joy of laboring 
toward our common social better- 
ment that we extend to OFFICE 
APPLIANCES and to our friends and 
co-workers in America our best 
wishes for a prosperous and happy 
year. 


Business Men Look to Future With Confidence 


SG -exxme at the annual Lord 
Mayor’s Banquet in London on 
November 9, the Right Hon. Neville 
Chamberlain, Prime Minister of 
England, said: 

“Christmas is coming and I see 
no reason why we should not pre- 
pare ourselves for the Festive Sea- 
son in a spirit of cheerfulness and 
confidence. It is my judgment 
that after the disturbances in 
September political conditions in 
Europe are now settling down to 
quieter times.” 

The speech of the British Prime 
Minister, I think, very fairly rep- 
resents the preponderance of 
opinion in the British commercial 
world. In common with the rest 
of the world, Britain has been go- 
ing through a period of very in- 
tense international strain. It was 
not to be expected that business 
generally would escape feeling the 
effect of disturbed confidence and 
public anxiety. For quite an ap- 
preciable time it was realised that 
we were on the very verge of war 
on a scale perhaps never before 
visualised, and under these cir- 
cumstances disturbance of busi- 
ness was inevitable. 

Now that, at least for the mo- 
ment, the war clouds have lifted 
we are perhaps in a better posi- 
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tion to take stock of the situation 
generally and to weigh up business 
prospects. We, at least, feel that 
the Prime Minister must have his 
finger on the pulse of the inter- 
national world and be in a better 
position than any of his critics to 
anticipate the general trend of 
events. Certain it is that during 
the past two or three weeks there 
has been a rapidly growing con- 
fidence in the future and the 


stronger hope that a period of 
comparative calm and improved 
business lies before us. 

This hope is strengthened by 
evidence reaching this country 
which suggests that business in 
the United States of America is 
also decidedly on the up-grade. 
We realise fully how much the 
prosperity of the rest of the world 
is linked up with good business 
conditions in the U.S. A., and the 
news reaching us seems to justify 
at any rate a reasonable degree 
of optimism. 

Naturally, the business world in 
this country is awaiting with keen 
interest the outcome of the Anglo- 
American trade discussions. It is 
felt that if agreement be reached 
—and there appears to be every 
reason at the moment of writing 
to expect that this will be the case 
—many of the difficulties which 
have led to a restriction of Anglo- 
American trading will be removed, 
with results that can hardly fail 
to increase the volume of business 
and greatly improve prospects on 
both sides of the Atlantic. 

I have just returned from a 
short visit to the United States 
and I was greatly impressed by 
the anxiety of the many business 
men I met to get this question 
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amicably settled and out of the 
way so that business could go full 
steam ahead. Naturally, each side 
wants to do the best it can for 
itself, but I did find a very real 
desire that there should be true 
give and take that would end in 
a practical and businesslike ac- 
commodation. If this can be se- 
cured I foresee a great increase 
of commerce between the two na- 
tions and that, I believe, would 
be the best possible help to a 
fuller realization of the family 
and sentimental ties which, in 
spite of all local disturbances, do 
really exist between the two great 
branches of the Anglo-Saxon race. 
We have our family differences, it 
is true, but, in all essentials we 
remain one great family and in 


U. S. Imports Yield to 


| we foreign trade position of 
India which was showing decided 
improvement during 1937, as com- 
pared with the previous two years, 
did not continue so favorably in 
the first part of 1938. Since the 
last two months of 1937 and up to 
May, 1938, general business con- 
ditions have been very unsatis- 
factory. The foreign trade posi- 
tion continued to deteriorate, and 
both import and export trade 
shrank considerably in value. The 
balance of trade in merchandise 
has been steadily falling down and 
has been increasingly adverse. 

This condition is reflected in the 
imports of typewriters and sta- 
tionery—the items which concern 
us—, as will be evident from the 
following figures showing value of 
the respective imports: 
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my view the greatest hope for the 
world in the future is a compact 
steadily growing closer and closer 
between the entire English-speak- 


ing world. 

(Editor’s Note: While Mr. Dixon's re- 
port was enroute to this country, the 
long-pending reciprocal trade agreement 
between the United States and Great 
Britain was signed in Washington, on 
November 17. Details of its relation to 
the office equipment industry are pre- 
sented on page 75. Editorial comment 
is also given on page 46.) 


I think it is true to say that 
most business men on this side of 
the Atlantic are looking to the 
future with confidence and hope. 
Even in the last fortnight things 
have sensibly improved. The re- 
turn of confidence has been most 
marked. Men of such enormous 
business experience as Lord Nuf- 
field, the head of Morris Motors’ 
organization, have steadfastly up- 


India 
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held the view that a big trade re- 
vival is on the way. If their an- 
ticipations in respect to what is 
one of the most important “key” 
industries of the country prove 
well-founded, the rest of the busi- 
ness world will assuredly share in 
the improvement. 

This, I think, fairly sums up 
conditions here as I see them to- 
day. It would be too much to say 
that the international situation is 
at present absolutely clear. Still, 
there are signs of improvement 
and these, we hope, will continue 
and increase. If peace can be 
made secure, if the business world 
can be inspired with confidence, I 
do not think we need look ahead 
with anything else but complete 
confidence. 


European; Encourages Establishing Plants in India 
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VALUE (IN RUPEES) OF TYPEWRITERS, ETC. IMPORTED INTO BRITISH INDIA 
Total of Total of 
12 Months April-March 5 Months April-August 
1935-36 1936-37 1937-38 1936 1937 1938 

Typewriters 17,31,909 15,87,380 19,54,996 551,969 10,83,758 780,676 

Parts of Typewriters 1,67,452 3,27,460 2,44,855 179,545 111,871 83,242 

Stationery 76,10,136 75,17,317 81,02,403 2926,163 3695,506 2490,524 
QUANTITY OF TYPEWRITERS IMPORTED INTO BRITISH INDIA 
Total of Total of 

i2 Months April- March 5 Months April-August 

1935-36 1936-37 1937-38 1936 1937 1938 

From the U. S. A 13,675 13,841 17,929 4,498 10,408 5,947 

countries 2.197 1,988 2,754 844 1,255 1,493 


From other 


A study of the above figures 
reveals that imports during the 
current year are considerably low- 
er than those in the correspond- 
ing period in 1937. 

But so far as typewriters are 


concerned the number and value 
of imports are still higher than 
those of 1936 and I think that we 
may look forward to gradually in- 
creasing business in this line, due 
to internal activity in the indus- 


trial and commercial development 
of this country. Also the foreign 
trade position is showing a better 
tone since the month of June. 

Only recently the Industries 
Ministers of the various provinces 
met together in a _ conference 
whence they constituted a plan- 
ning commission to evolve a 
national scheme for the establish- 
ment of major and basic indus- 
tries, as warranted by the natural 
resources and needs of our coun- 
try. Added to this, the general 
public trend for industrial and 
commercial development following 
government patronage of such in- 
dustries is bound to increase de- 
mand for office equipment and 
supplies. 


American Typewriter Imports Cut 
in Half Within a Year 

American manufacturers of 
typewriters are still having the 
bulk of India’s business, but the 
following figures will show that 
imports of typewriters from other 
countries are gradually increasing. 

Comparing the figures of im- 
port for the five months of April 
to August 1937 with those of the 
same period in 1938, we find that 
while the import of American 
typewriters has fallen by almost 
half, the number from _ other 
countries has increased. Amongst 
the latter is counted imports from 
England. One of the British-made 
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typewriters is having fairly good 
sales, due to several British con- 
trolled organizations having 
standardized on this make. 

German and Swiss typewriters 
are also being pushed in this mar- 
ket, and they are commanding 
sales on account of the very low 
prices at which they are being 
offered. 

Messrs. Remington Rand, Inc., 
have done the right thing by 
Starting in Calcutta a factory for 
assembly of typewriters and also 
for manufacturing some of the 
parts. As a result, they have ob- 
tained preference from the vari- 
ous governments for supplying all 
their requirements of typewriters. 
Other American typewriter man- 
ufacturers will do well to consider 
following this example, if they de- 
sire to retain their hold on the 
Indian market. I may also add 
that an assembly factory estab- 
lished with the cooperation of In- 
dian capital and management will 
have better patronage from both 
the government and the public. 

Another fact for their consid- 
eration is to evolve a better key- 
board for the major Indian scripts, 
as demand is likely to increase for 
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typewriters in such scripts, follow- 
ing the very likely decisions of 
governments to use vernacular 
languages as far as possible for 
carrying on their work in place of 
English. 


British Stationery Goods Lead 


Regarding stationery imports in 
India, the following figures will 
show the portion of trade that 
goes to the U.S. A. 


Stationery 
(Total of stationery excluding paper) 
From United Kingdom 
From Germany 
From Japan 
From U. S. A. 
From Other Countries 


Total 


The American manufacturers 
have but a small share. The rea- 
sons are, firstly, that imports from 
the United Kingdom have a pre- 
ferential tariff protection and, 
secondly, the relatively high price 
of American products. The above 
figures include those for ribbons 
and carbon papers as well. Amer- 
ican makes of these cannot sell 
well here on account of their 
higher prices for the same quality 
of goods. A European manufac- 
turer of ribbons and carbons, 


Italy 
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after establishing a factory in In- 
dia, with Indian codperation, is 
doing very good business. 

Mention may be made of the 
manufacture of pencils, pens and 
fountain pens. Consumption of 
these articles will increase tre- 
mendously following the mass 
educational scheme undertaken by 
present popular governments in 
right earnest. 

Though there are a few factories 


Total of 12 Months April-March 
1935-36 1936-37 1937-38 
38,19,635 34,75,904 35,62,888 
18,33,073 17,39,645 18,23,697 
13,21,326 14,54,621 17,01,064 
2,56,457 4,21,452 5,42,150 
3,79,645 4,25,695 4,72,604 
76,10,136 75,17,317 81,02.408 


in India, there is scope for more 
and quality is not yet produced. 
In pencil manufacturing, avail- 
ability of proper quality of wood 
is a handicap. 

But I am of the opinion that if 
some reputable manufacturer es- 
tablishes a factory here, incorpo- 
rating it in India, for the man- 
ufacture of complete fountain 
pens and mechanical pencils, he 
can secure the market to a great 
extent against foreign competi- 
tion. 


Home Manufactures Supplant Imports; Future Depends on Trade Balances 


W une producers and distrib- 
utors of all divisions of office 
equipment in Italy have reason- 
able ground for expecting some 
expansion of the business in 1939, 
circumstances affecting imports 
into the country make uncertain 
the influence of participation of 
equipment of foreign origin. 

Up to and including the first 
quarter of the year 1938, import 
regulations permitted entry of 
twenty per cent of the volume 
brought in the country in 1934, 
with respect to adding machines, 
calculating, and bookkeeping ma- 
chines. At the end of that period, 
however, all specialized products 
including office machines, made 
entry only on special permit. And 
during the third quarter of the 
year, no office machines were im- 
ported from the United States. As 
this statement is written (Octo- 
ber), it appears probable that the 
fuurth quarter will record the 
same lack of imports. And what 
Shall be admitted from any par- 
ticular country will naturally de- 
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pend upon the commercial treaties 
and trade balance with that na- 
tion. It seems that trade agree- 


ments between Italy and other 
countries stress the fundamental 
principle of maintaining trade 
balances. All countries are on the 
same basis. The only preference 
is in the nature of the imports, 
raw materials being given prefer- 
ence over manufactured goods. 


Another factor in the situation 
is that Italy, as a national policy, 
is engaged in an extensive pro- 
gram of developing home indus- 
tries. The objective is not only to 
produce as many as possible of the 
manufactures required for use in 
Italy, but to enter these products 
in world export trade. 


In harmony with the national 
program, there is great activity in 
the development of Italian-made 
office machines. Four factories are 
now completing experimental 
work on several models of adding 
machines. Although they are not 
yet in production, it is expected 
that they will soon be ready for 
shipment. Interesting to observers 
is the fact that Italy has more 
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factories ready to produce adding 
machines than typewriters. 

The future of American made 
office machines in Italy is neces- 
sarily uncertain. As an example 
indicative of the manner in which 
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we and other Italian firms repre- 
senting manufacturers in other 
countries are adjusting to fit the 
new pattern of trade, we now 
manufacture in Milan sixty to 
seventy per cent of all the ad- 


Japan 
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dressing machine equipment we 
sell. The remaining thirty to forty 
per cent of our volume of special 
and automatic addressing equip- 
ment is imported from the United 
States. 


Under the present policy of the Japanese Government, a correspondent informs 
us, dealers in Japan are “unable to import freely such goods as office equipment 
from any countries so long as current economic conditions prevail”. As this 
situation is expected to continue for some time, concrete comments upon the pros- 


pects for 1939 in Japan are unavailable. 


Latvia 


Stresses Impending Loss of Market Unless U. S. Buys More Goods 


= central of the Baltic states, 
with a population of 2,000,000, of 
cf which about sixty per cent are 
employed in agriculture, with her 
capital—nearly 750 years old, 
flower-bound beautiful Riga— 
housing about 400,000, Latvia looks 
back this year on two decades of 
steady development and progress 
under her own flag. 


Founded in 1918 by the present 
chief of the government and 
leader of the united Latvian peo- 
ple, the great patriot, President 
Karlis Ulmanis (who, by the way, 
has studied in the United States), 
she had to struggle hard to reach 
her present well-founded economic 
position. 

Today, on the best of terms 
with all her neighbors, Latvia 
knows nothing of unemployment; 
in fact, she imports regularly 
many ten-thousands of farm 
hands for the season. Latvia has 
been able favorably to develop her 
trade relations with most other 
countries and justly builds up a 
very good reputation for her 
produce, which now has eager 
buyers in nearly every market of 
the world. 


Latvian flax and linen are said 
to be second to none in the world. 
Latvian butter, candy, bacon, eggs, 
cheese, fish preserve specialties, 
seeds, bricks, hides, timber, ply- 
wood—especially the variety for 
use in aircraft construction— 
frozen meat, and the famous orig- 
inal Vodka, to name but a few, 
will be encountered everywhere. 


Possessing a well developed in- 
dustry, Latvia nevertheless in es- 
sence is entirely a rural country 
and must expect the receipts from 
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the sale of her agricultural prod- 
ucts to pay for the better part of 
such imports from abroad as are 
necessary of materials and mer- 
chandise. 

To balance their external trade 
figures, many countries have 
sought clearing agreements. This 
has had the result of binding some 
of these countries to buy various 
goods which formerly were se- 
cured in other markets. 

Regarding Latvia, Great Britain 
and Sweden here form an excep- 
tion. With the latter, just now 
an agreement has been reached 
which provides for additional im- 
port tariffs on the part of any 
party to the agreement to which 
the trade figures turn unfavor- 


able, so as to assure continuous 
balance of the intercountry trade 
values. This is a fine illustration 
of what can be achieved by mu- 
tual good will. 


American Products in Demand; 
Latvians Plead for Reciprocity 


American materials and goods 
are very much in demand in Lat- 
via, as the respective figures of the 
steady mounting import values 
show. These grew from $1,285,000 
in 1935 to $1,632,000 in 1936, and 
$3,065,500 in 1937. The figure for 
the first six months of the current 
vear being $1,451,000 at the pres- 
ent rate of exchange. 


Correspondingly, the figures for 
office machines show an increase 
in the total import of sixty-two 
per cent in 1936 and 376 per cent 
in 1937 over the 1935 figure; the 
U. S. A. share last year being 30 
per cent of the total import or 
about $29,000. 


The lack of interest that most 
regrettably prevails in American 
industrial and business circles for 
the products of their customers 
abroad, will necessarily make 
measures unavoidable to correct 
the very unfavorable trade bal- 
ances. 


It would be wrong not to em- 
phasize that American business 
most earnestly should analyze the 
problem of buying in its export 
markets; otherwise it will only be 
a question of time as to when the 
European countries will have 
learned to be _ self-sufficient in 
their interstate trade relations 
and to get their supplies of raw 
materials through new, easier af- 
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fordable channels, despite the 
most sincere wishes for regular 
trade relations with the U. S. A. 
Industries that have concen- 
trated entirely on American raw 
materials are, at considerable cost, 
investigating new sources of sup- 
ply and using them, as the ex- 
ample of the cotton goods indus- 
try in various countries shows. 


Stopping this is entirely at the 
discretion of the buying United 
States. 

To illustrate the above state- 
ment regarding the preference of 
American goods in the Latvian 
market, it may not be without in- 
terest to remember that, for ex- 
ample in the office equipment line, 
over ninety per cent of all book- 
keeping machines are of American 
origin. Similar conditions can be 
found in a series of other lines of 
goods. 

The entirely favorable, if cau- 
tious, development of trade and 
industry in Latvia and the short- 
age of working power makes the 
government and the press remind 
the population over and over 
again of the necessity to mechan- 
ize and rationalize office and fac- 
tory work, as well as agriculture. 


There can be no doubt that 
much will be demanded in this 
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field in the very near future; in 
fact, is being demanded right now. 
It is quite apparent that in Latvia 
the period of mechanization has 
begun. Mechanization, however, 
here is always preceded by very 
close and careful investigation 
and never shows symptoms of a 
psychosis. 

It remains to be seen how far 
the United States actually will be 
interested in the business possi- 
bilities open on account of this 
movement. Without a considerable 
increase of American orders for 
Latvian products, notwithstand- 
ing Latvia’s great sympathy for 
the U. S. A. and her high opinion 
of the quality of the American 
goods, it cannot be possible to 
make full use of the present op- 
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Mexico 


portunities to develop trade. 

Should the American manufac- 
turers and exporters only decide 
to buy our products, which so 
easily could be used in their works, 
canteens, offices or else marketed, 
Latvia would highly welcome the 
possibility to double and treble 
her orders. 

Give a bit more thought and 
care to the needs of your cus- 
tomers abroad. Give them the 
chance to buy your goods. And do 
yourself a good turn by preventing 
the foreign competition from 
grasping the entire market. It 
certainly would pay for the 
trouble. 

What would you do if it were 
your balance sheet comparing as 
unfavorably as shown below? 


Export of Per Cent 
Export in Import of 
Per Cent Per Cent Average 
100 97.79 100 
4.3 61.99 63.39 
30.2 144.71 147.98 
33.5 88.93 90.94 
100 113.51 100 
4.7 76.1 67.04 
35.0 184.78 162.79 
30.8 91.19 80.34 
100 112.77 100 
‘J 18.06 16.02 
38.4 209.39 185.69 
35.1 147.57 130.87 
100 84.75 100 
l. 17.87 21.9 
41.6 225.58 261.18 
32.6 68.72 81.09 


American Office Appliances Suffer Market Losses to German Machines 


Reena as to the trend of 
the imports of office equipment 
into Mexico are revealed in press 
reports which recently appeared 
in American newspapers. In sub- 
stance, the facts brought out that 
American manufacturers of office 
appliances, particularly typewrit- 
ers and adding machines, have 
lost a considerable portion of their 
Mexican market to German pro- 
ducers, due to the barter agree- 
ments between Germany and 
Mexico. 


Reports indicate that the situa- 
tion is the result of the Mexican 
Government’s effort to find outlets 
for the vast quantities of oil pro- 
duced by recently confiscated 
wells developed by American and 
other capital. German machines 
and other products are traded to 
Mexico in exchange for oil. 


The following account, released 
from New York, was published in 
The Chicago Tribune on Novem- 
ber 21. 


“German office appliances, sent 
to Mexico in exchange for oil 
taken from expropriated American 
and other foreign wells, are 
crowding competitive American 
products from 75 per cent of their 
former market there. Manufac- 
turers of typewriters, adding ma- 
chines, and similar goods com- 
plained of this loss today. Com- 
petition along similar lines has 
been encountered in Brazil, Argen- 
tina, Colombia and other Latin- 
American countries as a result of 
barter deals, it was said. 


“Smarting under the loss of 
most of their Mexican business, 
the office appliance producers are 
considering a joint appeal to gov- 
ernment officials to see what can 
be done to remedy the situation. 


Figures Show Decline 


“As an example of the inroads 
made by Germany, manufacturers 
point to statistics showing that in 
1936 American typewriter man- 


ufacturers held 90 per cent of the 
Mexican market, with Germany 
getting 7 per cent of the sales. 
Last year this country’s sales 
dropped to 82 per cent of the mar- 
ket and the German business rose 
to 12 per cent. In the first half 
of this year, according to pro- 
ducers’ figures, American ma- 
chines supplied only 57 per cent 
of the market and Germany 36 
per cent. 

“Since June, they said, the per- 
centage has fallen even lower. In 
the last six weeks word has gone 
out among buyers for Mexican 
governmental departments to take 
only German machines which are 
shipped with other German prod- 
ucts, in exchange for oil. 

“Sales of American office appli- 
ances in Mexico in 1936 amounted 
to $1,245,587 and to $1,509,537 last 
year. 

Others Watch Situation 


“Other exporters are watching 
developments in the office appli- 
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ance companies’ protests with in- 
terest. Many other lines in which 
American products held a domi- 
nant position in Mexico until the 
oil barter transactions with Ger- 
many were arranged have felt the 
pinch of German competition and 
are anxious to find some means of 
re-establishing themselves there. 
“According to the office appl- 
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ance men, it is impossible to make 
a comparison between the prices 
at which German producers are 
selling their office equipment prod- 
ucts to Mexico and the quotations 
given by Americans. This is due 
to the fact that the barter value 
of the German typewriters is 
closely guarded by both Germans 
and Mexicans. Unofficial figures 


New Zealand 
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obtained by the American pro- 
ducers, however indicate’ that 
German typewriters are being of- 
fered at prices as low as 100 pesos 
(the peso is currently quoted at 
20.75 cents), compared with the 
400 to 500 pesos which Americans 
must charge after paying the high 
duties assessed against nonbarter 
goods.” 


British Imports Favored; U. S. Prospects Best in Time Saving Devices 


Is A COUNTRY dependent on 
the value received for its primary 
produce on the overseas market, 
there is always a tendency to give 
preference, when buying, to the 
purchaser of her exports. In the 
case of New Zealand, it will be 
apparent to readers that Great 
Britain will receive, therefore, the 
bulk of our business, other condi- 
tions being equal. 

New Zealand, like many other 
countries, has increased her tariffs. 
and certain of these adjustments 
have been detrimental to the 
U. S. A. manufacturer. In conse- 
quence, it has not been possible 
to make full use of the service of- 
fered to the stationery trade by 
such manfacurers. 

The New Zealand purchaser of 
stationery is generally alive to the 
necessity of modern office equip- 
ment, and with a shorter working 
week and increased wages, he is 
paying far more attention to this 
side of his business than in the 
past. To exemplify this fact, one 
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has only to trace the growth of 
the sale of time saving machines; 
such as bookkeeping machines, 
calculating machines, etc. 


Netherlands 


We feel, therefore, that there is 
a field for the manufacturer of 
special time saving devices, and it 
is here that the American man- 
ufacturer has shown his initiative. 
In the other realms of stationery 
there are opportunities if trade 
discounts can be made so attrac- 
tive that there is a reasonable re- 
turn to the retailer. 

It has been found possible by 
specialized effort to create a rea- 
sonable demand for stationery 
manufactured in America, partic- 
ularly where it does not conflict 
with the local product. It must 
pe remembered, however, that the 
market is limited on account of 
the relatively small population in 
New Zealand. 

It is difficult to forecast the 
future, as we are in the throes of 
a parliamentary election and 
much will depend on the result. It 
is safe, however, to say that mod- 
ern office equipment will always 
find a ready sale in a country 
which is making progress. 


Advises Attention to Various Marketing Opportunities 


My STATEMENT is stipulated 
in the hope that the political and 
economical situation in Europe 
will become steady, as the situa- 
tion and position of the Nether- 
lands are such that through any 
political change it will be more 
influenced than any other coun- 
try. 

In my opinion, the prospects for 
1939 for the office equipment in- 
dustry in the Netherlands are very 
good, and I am rather optimistic 
that the outlook is very good. The 
justification for such an optimistic 
forecast for 1939, is, in my opinion, 
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that the political situation in the 
Netherlands in 1938 was so preca- 
rious that many big concerns have 
been afraid to extend their busi- 
ness in a normal way. 

In normal circumstances it is 
most certain that the export of 


our domestic agriculture will find 
a ready market. Also the prod- 
ucts of our colonies will find suffi- 
cient market in Europe as soon as 
normal economical conditions pre- 
vail. 

For the office equipment indus- 
try itself, there will be an in- 
creased market for big account- 
ancy machines, like which 
machine is more and more used 
and appreciated. Also for cal- 
culating and bookkeeping ma- 
chines. 

For portable typewriters, being 
sold in fairly big quantities, there 
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is still an open market. Portable 
typewriters are becoming more 
and more popular. A good Amer- 
ican portable in the relatively low 
price range will find a ready mar- 
ket here in Holland. 

Unfortunately, the American 
typewriter ind ustry has lost 
ground, comparing with Germany. 
The import from America always 
has been greater, but lately the 
import from other countries has 
rapidly increased. It, therefore, 
would be advisable for the Amer- 
ican typewriter manufacturers not 
only to visit their respective agents 
in the Netherlands during a holi- 
day trip, but make it a business 
trip and study better the situation 
and the demand of this market. I 
am sure the lost ground will be 
regained, as American typewriters 
are most widely favored in this 
country. 

Also the market in the Dutch 


Business conditions in Nether- 
land India depend on the rise and 
fall of the prices of agricultural 
products. When these products 
bring good prices, naturally we 
enjoy prosperity. The prices of the 
agricultural products are gov- 
erned by general world condi- 
tions. As it is now with the trou- 
bles in China and in Europe, it is 
very difficult for Netherland India 
to export her agricultural prod- 
ucts. 

Just to mention one instance, 
China is a great importer of Java 
sugar and also birds’ nests. These 
products are quite important for 
China, and now with conditions so 
unsettled there, the price of Java 
sugar is very low. 

Tea and rubber bring good 
prices, because the government 
has put a restriction on the out- 
put, regulating the quantity that 
can be raised. This is in agree- 
ment with other countries raising 
the same product. In this way 
the government can more or less 
regulate the prices. 

About office equipment—Ameri- 
can manufactured in particular— 
it can be said that as far as gen- 
eral lines (stationery accessories) 
are concerned, America has very 
keen competition from Nether- 
lands, Germany, and Japan. This 
is because American prices, as 
compared with those of the above- 


East Indies is worthy of more con- 
sideration and watching by the 
American typewriter manufac- 
turers. 

It is to be hoped that the office 
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equipment exhibition, which was 
held from October 24 till 31 this 
year, will help to increase the in- 


Netherland India 


Netherlands, Germany, Japan Dominate Low Priced 
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mentioned countries, are much 
higher not only in the duty, but 
also in the exchange. For in- 
stance, at the time this is writ- 
ten one American dollar equals 
one guilder, or eighty cents, in 
Java money, and, in general, the 
duty is twenty-five per cent. 

But there are several popular 
American office equipment prod- 
ucts with which other countries 
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terest of the public, for efficient 
appliances. 

Duplicators are used in this 
country in very big numbers, and 
in the future there will be an open 
market for them. The Dutch pub- 
lic is very responsive to the new 
inventions of office equipment 
which promote efficiency, also of 
smaller machines and stationery. 

It may be said that the offices 
here in Holland are so modernly 
equipped, mechanically and effi- 
ciently, that they can stand any 
comparison with the best equipped 
American office. This may be of 
interest to many American manu- 
facturers of office equipment, and 
encourage them to give the Dutch 
market their respective attention. 

I hope my statement will be of 
some assistance to the American 
manufacturers and will improve 
the business relations between our 
country and the U. S. A. 


Market; U. S. Higher 


cannot compete. American ma- 
chines are more practical, so, you 
see, only America can compete 
with several lines. The typewriter 
business is practically in the hands 
of American manufacturers. 

Steel equipment is not so much 
in use; being employed only in 
government offices and a few 
large private concerns. 

Stationery accessories are in the 
main the items imported from 
other countries. 

Many American manufacturers 
of general stationery items are 
circularizing the merchants of 
Netherland India, but this sort of 
sales work is not effective. No 
benefit is derived from that sort 
of activity because of competition 
from the other manufacturing 
countries of the world. 

I personally believe that the 
business of American office equip- 
ment in this country will be in- 
creasing in the future. A princi- 
pal reason is the fact that since 
the government has invited for- 
eign capital to come in for indus- 
trializing the country (due to the 
plentiful and cheap labor), a 
number of American companies 
have established factories here. 
Among them are the Palmolive 
Company, Goodyear Rubber Com- 
pany, and National Carbon Bat- 
tery Company. General Motors 








has its assembling plant in Tand- 
jong Priok, Batavia. Development 
of their business will bring a 
greater market for office equip- 
ment. 

Fountain pens. Here again is 
illustrated the fact that the higher 


A SURVEY of the office equip- 
ment field in Ireland meets with 
difficulties, for Northern Ireland 
and Eire (pronounced “Era’’) are 
two separate states. We, here in 
Belfast, are part of the British ad- 
ministration and render duty to 
the Crown, whilst Eire is a self- 
governing state with its own pres- 
ident and laws. 

There being a customs barrier 
between Eire and Northern Ire- 
land, inter-trading between the 
two states, especially in office 
equipment, is almost non-existent. 
This general survey concerns the 
area in which our headquarters is 
situated. 

The Ulster (Northern Ireland) 
business man is just as shrewd 
and determined to go ahead as his 
American nephew (you will bear 
in mind that we sent you one or 
two presidents) but in matters 
concerning office routine and con- 
ditions, he is still rather behind 
him, especially in the country dis- 
tricts, where one can find the 
copying press and tall desks still 
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priced American makes are popu- 
lar here. American lower priced 
pens do not fare so well, because 
the Japanese low priced products 
are good, and, naturally, they com- 
pete with the American pen. 
Java has 45,000,000 inhabitants. 


Northern Ireland 
Great Britain's Re-Armament Program Looked Upon 


By JOSEPH TONER 


Production Manager, James Moore, Ltd., 
Belfast 


(Account Books, Printing, Stationery and 
Office Equipment.) 


in use. But, from necessity, in the 
face of wider world competition, 
Ulster manufacturers are being 
forced to re-equip. Having in mind 
the need of the individual con- 
cern, we therefore look forward to 
1939 with optimism. 

The re-armament program in 
Great Britain, the full force of 
which has not reached Northern 
Ireland, will also occasion a brisk 
demand of new equipment. Gov- 
ernmental promises that Northern 
Ireland shall share in the program 
—by means of direct orders for 
those commodities in which we 
excel, such as ropes, ships, linens, 
and agricultural produce, and by 
the establishment of new indus- 
tries and armament factories here, 


Norway 
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Americans think it must be a very 
great market, but they do not 
realize that most of the people 
are laborers, who cannot read or 
write. Some of the manufacturers 
think they should sell more and 
more. 


As Trade Stimulator 


far removed from the seat of a 
possible European disturbance— 
show signs of being implemented 
with, we hope, a consequent de- 
mand for new and up-to-date of- 
fice equipment. 

Regarding the possibilities of 
United States-Great Britain trad- 
ing, we are not so optimistic, as 
there is an import duty operating 
at the moment, which, with the 
growing demand for home pro- 
duced equipment, makes the re- 
sistance rather difficult to over- 
come. 

Another adverse factor is that 
home manufacturers are now en- 
trenched in the office equipment 
market, and are producing reliable 
equipment at prices much lower 
than can be imported. 

Still, there is yet a demand for 
certain equipment of United States 
origin, and in this connection we 
would ask American readers to 
bear in mind that there is a direct 
freight service between Belfast, 
Dublin, and New York, which of- 
fers advantages in cost and time. 


Business Lags Though Trend Toward American Goods Increases 


ee market for every sort of 
business equipment is, of course, 
much dependent on the conjunc- 
tures. 

The past year, 1938, was a year 
full of great events, which, nat- 
urally enough, has affected our 
line. The great political uncer- 
tainty made people restrained, 
and trade decreased. The fact is 
that when trade and income in- 
crease, expensive office machines 
sell at best. 

While 1936 was a relatively good 
year, and 1937 a most satisfying 
one, 1938, however, did not fulfill 
the expectations. The sale of for- 
eign imported typewriters and of- 
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A. MORK and FR. TOLFSBY 


A/S Abeco, Oslo 
(Agents for Allen-Wales Adding Machines, 
Parrot Speed Fasteners, Sengbusch Self- 
Closing Inkstands, Ideal and Erika-Bijou 
Typewriters, Roto Duplicators, etc.) 


fice appliances has no doubt de- 
creased in the past year, and it is 
mostly a question of the conjunc- 
tures as to how the year 1939 will 
develop. 

Experience has taught us that 
any change in the world market 
reaches Norway rather slowly. The 
adverse conditions which devel- 


oped in the world market in 1937 
did not influence the Norwegian 
market until 1938. Similarly, the 
improved conditions in the United 
States of America which began in 
the summer months of this year 
have not yet been reflected in the 
state of affairs here in Norway. 
Prices generally show a downward 
tendency, and unemployment 
probably is increasing. 


We fear that the year 1939 will 
show continued recession, which 
surely will affect the office ma- 
chine business. 

However, our industries produc- 
ing for the home market are rela- 
tively busy. The reasons for this 
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are the heavy duty on imports and 
also the patronage by nationally 
minded buyers of goods produced 
in Norway. 

Two of Norway’s largest sources 
of income, agriculture and 
fisheries, have had rela- 
tively good years lately. The 
government has promoted 
a lot of great enterprises to 
support these trades, whose 
increasing buying ability 
procures better sale and 
greater life to the cities. 


A short time ago Norway 
adopted a new “laborers’ 
protection law”, which im- 
poses on business and fac- 
tories really great obliga- 
tions to their employees. 
Dismissal of workers is 
greatly restricted, while 
work time and vacations are 
stipulated by law. As a result of 
these regulations, indications are 
that business managers will find it 
necessary to procure work-saving 
machines. But this change will 
take time. 


In that connection, we should 
not fail to mention that the gov- 
ernment and business commu- 
nities have acquired an increased 
understanding of the need of of- 
fice machines and modern equip- 
ment. The _ business machines 


Brighter Prospects 


= we can enter into an 
expression of views on “The Office 
Equipment Industry for 1939,” we 
are compelled to reflect somewhat 
on the position in 1938, or rather 
that prevailing through 1936, 1937, 
and 1938. 

These three years have been 
ones of wholesale terrorism and 
unrest, which has greatly, if not 
completely, crippled industry in 
general and the office equipment 
industry in particular. Up to the 
outbreak of the disturbances and 
unrest in April, 1936, general pros- 
perity reigned in this country. 
Substantial sums of money had 
been and were being invested in 
new enterprises, most of which, if 
not all, were connected with office 
equipment. But the _ position 
changed during the period of April 
to December, 1936, and there have 
been very few investments since. 

We are, however, approaching 
1939 with a much brighter and 
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review at Oslo in 1937, was a big 
success in this direction. 

Great efforts are being made to 
find new markets for office ma- 
chines, and especially typewriters 











Mr. Mork 


and bookkeeping machines. Even 
if the sale of typewriters dropped 
in 1938, compared with 1937, there 
will be hope for increasing sale 
in 1939. 


In January-September, 1937, we 
imported typewriters, bookkeeping 
machines and adding machines 
for nkr. 2.163.487,00. In 1938, for 
nkr. 1.847.803,00. The total for 
1936 was nkr. 2.326.000,00. The to- 
tal for 1937 was nkr. 3.297.000,00. 


The following figures will show 
the imports of fire resisting safes 
in 1937—nkr. 95.583,00, and of steel 


Palestine 
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office furniture—nkr. 548.000,00. 

In these two last mentioned 
items we have competing Nor- 
wegian lines. But we have no 
manufacturers of typewriters, add- 
ing and bookkeeping ma- 
chines. 


Due to the unsteady con- 
ditions of Europe and the 
strong demand for metal in 
the war industries, causing 
deficits of raw materials 
and tardy deliveries, re- 
cently there has been in- 
creasing demand for Amer- 
ican goods. The modern 
lines of American goods are 
becoming more _ popular 
among customers here. 

By the way, we recom- 
mend that American ex- 
porters change a little their 
somewhat strict terms of payment, 
which certainly will increase their 
popularity, and no doubt cause 
great sales. “Payment with or- 
der” or “Cash against documents” 
are not much esteemed, though 
these terms are, of course, some- 
times necessary. 

If political events develop satis- 
factorily, we believe that with the 
good position which American 
merchandise has with us today, 
the prospects for the office equip- 
ment trade between the U. S. A. 
and Norway for 1939 may be sig- 
nified as rather promising. 





View; Suggestions to American Manufacturers 
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more hopeful outlook, since the 
Mandatory is on the verge of pub- 


lishing its statement of future 
policy, a statement which will con- 
trol the scales holding the future of 
this little country and the absence 
of which has brought the country 
to the position of uncertainty in 
which it stands at present. Thus 
the problem which has been hold- 
ing back the development of Pal- 
estine’s business for the last three 
years will be solved. 

As soon as the government’s 
policy is definite, people will no 
longer be reluctant to invest their 
capital in the development of new 
enterprises, for which there is so 
much opportunity and hope of 
success in this country. The buy- 
ing public subsequently will gain 
confidence and realize that there 
is no further reason for a sus- 
tained recession in business. The 
result should be a loosening of 
purse strings to an even greater 
extent than was the case before 
the lull set in. 








There is every reason to believe 
that manufacturing industries in 
this country will be very active in 
1939, particularly those industries 
associated in any way with build- 
ings, as it is building itself which 
holds the key to prosperity in this 
country. Furthermore, information 
is available to the effect that with 
conditions settling down, a sub- 
stantial number of overseas man- 
ufacturers—principally from cen- 
tral Europe—-will transfer their 
enterprises to this country. 

The office equipment industry 
will reap full benefit of conditions 
which will no doubt rapidly im- 
prove in 1939, and good quality 
lines should sell well. It might be 
of interest to note that although 
this country is a small one and 
has progressed to its present state 
of development (especially as far 
as industry is concerned) only 
since the great war—or rather 
with the commencement of Jewish 
immigration—the following is true 
of the Palestine buyer: He is very 
keen and discriminating, demands 
high quality, and is always on the 
look-out for anything more mod- 
ern or up-to-date. 


Opportunity for More 
American Lines 


Now a word to American manu- 
facturers desiring to develop the 
distribution of their products in 
this country. 

It appears to be a set policy with 
the majority of American manu- 
facturers, when considering the 
appointment of a distributor agent 


In Post-War Recovery; 


WW rn the termination of the 
Chaco war, the signing of peace 
with Bolivia, and the establish- 
ment of a constitutional govern- 
ment in this republic, Paraguay, 
it may be stated, entered definite- 
ly upon the road of tranquility 
and order which has permitted 
her to advance her progress. 

Business and industry have 
again begun to recover their 
rhythmic beat, despite the fact 
that they are nevertheless suffer- 
ing the concrete consequences of 
the war, particularly monetary 
devaluation and the high cost of 
living. 

Strong foreign companies are 
interesting themselves in investing 
capital in the country and in 
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in this country, to require the 
distributor or agency to purchase 
a fixed quantity for the initial 
order or within the first year. The 
quota in the majority of cases is 
unreasonable, thus proving that 
these manufacturers are not ac- 
quainted with the conditions in 
this country. 

European manufacturers do not 
pursue this policy, and this is one 
of the reasons why a fair number 
of American manufacturers are 
not represented in this country 
today. 

Provided the prospective distrib- 
utor’s or agent’s references, etc., 
are in order and the organization 
meets with the approval of the 
manufacturer, it is only fair to 
expect that the distributor will do 
his utmost to further the inter- 
ests of the firm he represents, 
without being tied down to a fixed 
quota, especially as far as the 
initial order is concerned. In some 
cases the requirement specified is 
so unreasonable as to frighten a 
prospective and serious distributor. 
notwithstanding that he may, 
with a little encouragement from 
the manufacturer, exceed the 
quota. 

Another reason as to the ab- 
sence of American products in this 
country is the lack of interest 
shown by American manufac- 
turers in the local market. From 
past experience, it may be said 
that the attitude of the American 
manufacturer is one of indiffer- 
ence. 

To quote a specific instance. The 


Paraguay 
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Near East Levant fair and exhibi- 
tion, of which there have been 
three in Tel-Aviv (the last in 
1936), were not patronized in the 
true sense of word by American 
manufacturers. Practically every 
other country in the world was 
represented, and the almost com- 
plete absence of America was 
quote noticeable. It is pointed out 
with emphasis that this little 
country promises to make a very 
good market for American goods, 
and it would be wise of American 
manufacturers to do their part to 
bring this about early. The fact 
that American manufacturers 
have taken little or no interest in 
the Near East Levant fair and ex- 
hibition in the past does not mean 
that they cannot make amends, 
for an appropriate occasion is 
near at hand. 


The World’s Fair to be held in 
New York in 1939 would provide 
the opportunity, if the fair were 
popularized amongst our local 
tradesmen. While the date of the 
fair opening is but a few months 
away, we have noticed very little 
about it at this end of the worlc. 
Propaganda should be released on 
a much greater scale, and ar- 
rangements made for very re- 
duced fares for the trip to Amer- 
ica. I know of very few business 
men who would not take advan- 
tage of the opportunity. The 
American manufacturers would 
benefit as well as the visitors. Re- 
peating the point mentioned 
above, ours is a small country but 
it promises a great future! 


North American Bank Needed as Aid to Imports 


By DR. POLICARPO ARTAZA 


Artaza Hnos., Asuncion. In Addition to 
Being a Member of the Above Firm, Dr. 
Artaza is also Owner of the Newspaper 
"El Pair,"’ and a Senator in the Recently 
Elected Paraguayan Congress. 


(Importers Handling Typewriters, Adding 
Machines, Office Supplies and Office 
Furniture.) 


bringing about the construction of 
important public works—particu- 
larly highways, which will facil- 
itate communication within the 
country and with other countries, 
stimulating the life of all peoples 
concerned. 

The importation of articles 
manufactured in the _ United 
States has increased notably, even 


though tariff rates have been in- 
creased on account of the impov- 
erishment of the state, basically 
as a result of the war with Bolivia. 

However, this transitory regimen 
must necessarily be adjusted, and 
it is hoped that the monetary 
problem will resolve itself, thanks 
to the economic and financial plan 
of the new constitutional govern- 
ment which just began to function 
on October 12. 

So far as concerns the greater 
stimulation of business between 
Paraguay and the United States, 
it is to be wished that a North 
American bank might be estab- 
lished in Asuncion, to the end that 
there may be avoided the compli- 
cations which are implicit in hav- 
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ing recourse to the other foreign 
banks which now must needs 
enter into commercial transactions 
as intermediaries. At the present 
time American manufacturers 
send to a bank established in 
Buenos Aires the shipping docu- 
ments covering merchandise des- 
tined for Paraguay, and this bank 
in Buenos Aires must have re- 
course to another bank in Asun- 
cion, a bank which is neither 
Paraguayan nor North American. 
The only two commercial banks 
which operate in Paraguay are 
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branches of European banks and, 
as is quite natural, prefer to oc- 
cupy themselves with trade with 
Europe. 


A North American bank or finan- 
cial agency not only would facili- 
tate the importation of North 
American merchandise with rea- 
sonable credits to Paraguayan 
firms, but could also engage itself 
in discounting payments of clients 
in this country for the buying of 
articles on terms. The existing 
European banks in Paraguay are 


Roumania 


Sed 


a4 


not interested in such transac- 
tions. 

You may rest assured that com- 
merce with Paraguay is one of the 
safest and most advisable fields to 
be found in South America. Not 
even during the Chaco war did 
there result here any failures of 
importance. Neither are there, on 
the part of the state, any restric- 
tions upon the execution of drafts 
from abroad. A North American 
bank would have an excellent field 
of operations in Paraguay and 
would be very well received here. 


Government Now Encouraging More Foreign Trade 


ls 1933 this country introduced 
restrictions on foreign exchanges 
and imports. During the years 
since then, these restrictions were 
greatly increased, particularly on 
imports from the United States of 
America, with whom we did not 
have a trade balance. Our exports 
to America were small, and the 
Roumanian Government canceled 
further import licenses on the 
compensation basis. 

This year, however, the gover- 
nor of the Roumanian National 
Bank, having been appointed Min- 
istry for Industry and Commerce, 
has taken steps to improve our 
foreign trade. The good crops this 
year are a favorable factor in 
helping to make it possible. He 
has, therefore, restored the prac- 
tice of imports on a compensation 
basis, and has added some articles 
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which formerly were not included 
under this arrangement. 

The dollar on the compensation 
basis costs us about Lei 30. (ap- 
proximately 22% cents) more 
than the dollar obtained from the 
Roumanian National Bank. But 
this increased dollar cost is found 
to be a convenience in buying 
goods from America. 

Should the Ministry of Industry 
and Commerce maintain this 
compensation arrangement, we 
feel confident that there will be 
an increase in our trade with 
America for the remainder of this 
year, and through the year 1939. 

Despite the difficulties in im- 
porting goods from America, men- 
tioned above, we have imported a 
great many stock machines with 
which we have maintained a 
strong position in this market. 
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(Continued from page 19) 

Treasury reports indicate the 
current importance of the U. S. 
Government to the office equip- 
ment industry. In 1930 and 1931, 
Federal purchases of typewriters, 
calculating and other office ma- 
chinery averaged more than 
$2,000,000 a year and comprised 
the largest single category of 
equipment or supplies purchased, 
approximating 15.6% of the total. 

Since 1931, the Government pur- 
chases of supplies and equipment 
have more than tripled, and pur- 
chases of office equipment likewise 
have expanded substantially. In 
1937, the Government bought 
$1,300,000 worth of calculating 


machines, $1,890,000 worth of type- 
writers, and spent $1,460,000 for 
all other types of figuring ma- 
chines. With legislative trends 
pointing toward extensive indirect 
and complicated taxation, it is 
probable that Government needs 
for office equipment will remain 
ic. ee 
Summary 


As a general rule, the sales of 
office equipment follow closely the 
course of business. In fact, they 
are regarded as a valuable busi- 
ness indicator. 

Replacement sales of certain 
lines, as cash registers and type- 
writers, have become more and 
more prominent in the domestic 
market. Moreover, technological 


improvements and product refine- 
ments are constantly being made 
to fill new needs or perform old 
tasks less expensively, thus con- 
tinually opening additional ave- 
nues for sales. The foreign mar- 
ket is likewise important, since 
normally it accounts for about 
30% of the total sales. 


Patents have always been im- 
portant in the industry, but the 
more aggressive units may be re- 
lied upon to protect their positions 
in this regard through improve- 
ment and diversification of their 
products. Capital structure is con- 
servative and financial condition 
satisfactory. Current business im- 
provement suggests a satisfactory 
near-term earnings outlook. 


Here Endeth the 1939 ‘Round the World Forecast Section 





Study of Store Traffic a Key 
To Increased Sales 


To Transact 80 Per Cent of Store Business in the Front By E. J. CLARY 

20 Per Cent Footage Is Bad Merchandising. This Ils Over- Merchandising Consultant 
come by Methods of Guiding Customers Farther Into the 
Store, Increasing Exposures to Wider Range of Goods 


Srupms of store traffic by the 
large department stores have de- 
veloped some principles and ideas 
which should be of value to every 
retail stationer and office equip- 
ment dealer operating a store. 

Only in recent years has the re- 
lationship of traffic flow through 
a retail store been appreciated as 
a major factor in merchandising. 
The question of traffic flow, even 
in the small store, embraces many 
and numerous points other than 
mere arrangement. These faccors 
have been broken down in one in- 
stance as follows: 

(a) Location relationship of de- 
WALL SHELVING mand items to slow moving 

items 

(b) Class or type of trade pre- 
r ye 4 : dominating in the individ- 


ba A , 
~“<ae = ES ; : ual stationery store 

! (c) Method of window display 
Rae) 4 as (1) mass or (2) mixed 
“a we ea ‘ , (d) Shape of the store unit 
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SS ‘ae To undertake any worth-while 
study of his store traffic with the 
WALL SHELVING idea in mind of turning it to ad- 
vantage in making more sales, the 
PICTURE AND SKETCH OF STORE LAYOUT THAT INVITES TRAFFIC—Latsch office supply dealer will bear in 
Brothers store in Lincoln, Nebr., suggests an arrangement of open display wall mind the facts that. first. traffic 
shelving and center floor cases that invite customers throughout the store. ‘ : 

can to a degree be controlled once 
basic facts are established, and, 
second, that such control defi- 
nitely creates a greater percentage 
of customer “exposures” to a 
greater variety of merchandise. 

This is the premise of large de- 
partment store traffic studies, 
though the problem here embraces 
a far greater range of control, in- 
volving floors and whole depart- 
ments. 

After all, in the retail stationery 
business, the objective should be 
to so arrange stocks and handle 
customers that the maximum 
number of the latter see a max- 
imum number of items on sale. 























Stationery Traffic Study 


+ es seh Greatly simplified, the stationer 
OUTSTANDING FOR TRAFFIC FLOW—The nearly square shape o! this store wit will find a simple study of his 


its wide aisles and octagonal island counters, cause a high percentage of cus- 
tomers to circulate through Store No. 11 of Horder’s, Inc., Chicago. store traffic from day to day of 
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great value. For instance, it is 
easily possible by observation to 
determine among those entering 
the store the number who eventu- 
ally penetrate to the rear of the 
store and those who penetrate 
one-third or half way. 

In a store where demand mer- 
chandise is concentrated up front, 
the percentage of customers who 
proceed beyond that point is com- 
paratively small. In a stationery 
store where sufficient attraction 
is provided rearward to entice 
more customers rearward, the 
number increases to a surprising 
extent. 

Some dealers utilize displays 
rearward to attract customers, 
others get the same result by 
placing parcelling facilities in 
mid-store or toward the rear. It 
must be remembered that the 
period between purchase and par- 
celling nearly always provides a 
period, brief though it may be, 
when the customer has little to 
do but look about. In this period 
many an extra sale is made 
through proper “exposure” of 
merchandise either on shelving or 
in display. 

Once the stationer has deter- 
mined to what extent his traffic 
flows through the store, he may 
set about to make any operating 
corrections which may serve to 
increase that flow. 

Consider that approximately 77 
per cent of our stationery stores 
are deeper than they are wide, 
and that the deeper the store the 
greater the problem of influencing 
traffiC rearwards. One method 
that has been successful in guid- 
ing the store traffic flow past a 
wider range of goods is the place- 
ment of cashiers center. 


Demand Items Also Help 


On the other hand, stationers 
have succeeded in getting traffic 
more deeply into general stocks 
by special displays of demand 
items farther to the rear or by 
setting up aisle displays rearward 
of special bargains and adver- 
tised offerings. 

For a stationer—or any other 
retail merchant —to transact 80 
per cent of all his business in the 
front 20 per cent of his store 
footage obviously is bad mer- 
chandising. Of course, he cannot 
prevent taking 75 per cent of his 
profit from 20 per cent of his 
items, but he can, in a measure, 
get more people into the other 
80 per cent of the store space. 

Another method of getting more 








TWO METHODS OF DRAWING TRADE REARWARD—Placement of cash register in 
store center at Hiller Office Supply Company, Indianapolis, helps expose more 
goods to customers. The “Office Machines” sign in rear also attracts. 
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MANY ATTRACTIVE FEATURES—The New H. S. Crocker Company store in San 


Francisco employs low open displays, wide aisles and cross-aisles and a clear 
view to attract customers to the various sections of this establishment. 
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SPECIAL DISPLAYS UNDER THE BALCONY—Another view of the H. S. Crocker 
store, showing one of the special displays and departments at the rear. 
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stationery customers “exposed” to 
a greater percentage of rearward 
stocks has been tried with some 
success. In this case the dealer 
devises some special exhibit of 
interest in the rear, possibly 
something with a novelty appeal, 
depending upon a large sign or 
the efforts of the clerks to do the 
rest. Some _ stationers. display 
model offices, pictures and other 
exhibits at the rear, but in a posi- 
tion so they will be visible down 
the center aisle from the front of 
the store. Such departments as 
the printing and engraving and 
artists’ materials may also be lo- 
cated there. In one case it was 
an exhibit, privately owned, of 
autographs comprising those of 
movie stars, authors and other 
celebrities. One big Eastern store 
tried out 16MM movies in the 
rear of the store to lure customers 
there, using a continuous pro- 
jector and travel pictures. 

Of course, mere “exposures” of 
merchandise on display is not the 
whole answer. Unless clerks are 


wide awake to the opportunities 
that such “exposures” provide its 
achievements in extra sales made 
is likely to be small. 


Up Front Business 


I think most stationers will 
agree to this: that far too much 
of their business is transacted in 
the immediate vicinity of the 
front entrance. If an entire re- 
tail stationery stock could be con- 
centrated within that front area 
all would be well. But it can’t be. 

Then, too, the natural tendency 
in the trade is to establish de- 
mand merchandise up front, the 
slower moving stuff being rele- 
gated to the rear and often— 
oblivion. There is no good reason 
in modern merchandising why 
merchandise that is in steady de- 
mand should get the limelight. 
If it really be demand goods it 
will sell on demand and might 
as well give way to the slower 
moving stocks on front tables, 
counters and in front cases. 

One stationer made this remark 





OFFICE APPLIANCES 


apropos of routing store traffic: 

“A competent stationery sales- 
man or woman can do much to get 
customers farther into the store 
even when filling orders for de- 
mand items. The tendency of the 
customer is to follow a clerk when 
he or she must move rearward 
after an item asked for. Location 
of the parcelling setup mid-way 
or rearward works no great in- 
convenience on the customer since 
the latter need not necessarily 
move back to that place for goods 
delivery. But most of them do, 
within our experience.” 

It also is true that during peak 
hours a wider distribution of store 
traffic and store activity reduces 
the chance of congestion and con- 
fusion in service. 

Any advantages from a skillful 
arrangement that will get more 
business done rearward will be de- 
rived only when the stationery 
sets out deliberately to achieve 
this result. And these advantages 
are the result of an individual 
study of the store situation itself. 


N.S.A. Convention Goes to Boston 
34th Conclave and Fourth Annual Exposition, September |8 to 21 


For the first time in twelve years—since 1927—Boston in particular and New 
England in general will be host to the National Stationers Association when that 
body holds its thirty-fourth annual convention and fourth Five Centuries of 
Progress. The headquarters will be the Statler hotel, and the date is September 


18, 19, 20 and 21, 1939. 


News of the selection of the Massachusetts historical city as the locale of the 
next conclave was sent out late last month by General Manager Charles P. Garvin 
and revealed that Boston has been chosen, after a careful canvass of the associa- 
tion’s membership, over two other cities which entered bids, Chicago and Cincin- 
nati. Both cities presented impressive plans for the stationers if their bids were 
accepted, but Boston was chosen when the New England stationers, through a 
special committee, presented 200 registrations for the convention from Boston 
and vicinity. This figure, added to potential dealer attendance from the balance 
of the country, will, it is believed, assure the 1939 convention the largest dealer 
attendance in the history of the National Stationers Association. 


Another factor which seems to make the Atlantic Seaboard a “natural” loca- 
tion for the convention next year is the fact that the New York World’s Fair will 
be in full swing as September dawns, affording delegates and their ladies a capital 
opportunity to be in attendance at the convention and visit the great exposition 
for which New York is even now concluding plans preparatory to the grand 


opening. 


Boston’s attractions are legion and worthy of a serious study for a day or two 
either before or after the convention. Those visiting the city will find ideal accom- 
modations at the Statler—-with its 1300 sleeping rooms and accommodations for 
100 exhibits in the Five Centuries of Progress. A number of other first-class 


hotels are available in Boston. 


With the approach of the New Year stationery circles of New England will be 
agog with activity as various traveler and dealer organizations, headed by the 
New England Travelers Club and the Boston Stationers, unite under one general 
banner to arrange a Massachusetts welcome to the delegates of the National 
Stationers Association that will earn an honored niche in the annals of N. S. A. 


history. 
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You Can't Handle Salesmen with 


Slide Rules, But— 


, is human rela- 
tions. And if human relations were 
an exact science, sales manage- 
ment would be the easiest job in 
the world. 

But since human relations is the 
one field in which science has 
made the least progress, the sales- 
manager cannot proceed, as an 
engineer might, to apply formulae 
and work by slide rule. Rather, 
he must shift his tactics with the 
needs of the men he manages. 

But being a nimble-footed op- 
portunist is by no means the 
salesmanager’s job. Success in 
sales management depends upon 
planning and controlling every- 
thing clear up to the point where 
the human element enters, and 
beyond that. 

Here, for example, are methods 
of planning and control, even of 
the human element, which nar- 
row down the need for quick- 
shifting tactics. 

Analyze the exact job each 
salesman must do. Then set up 
an agenda for selecting and train- 
ing salesmen through which the 
right men will be encouraged and 
the wrong ones isolated with least 
loss to customers, company and 
the men themselves. There is no 
positive way of knowing in ad- 
vance that any new salesman will 
succeed. 


Wanted: Opportunity, Not Refuge 


Prefer salesmen with imagina- 
tion, analytical ability and willing- 
ness to develop thorough know- 
edge of the product. 

Salesmen in all divisions of our 
business, for example, must be 
specialists in their lines to pro- 
duce satisfactory sales volumes. 

Seek salesmen who are looking 
for an opportunity, not a refuge. 
Such men are willing to put forth 
real effort to develop a territory 
to a point of high production, 
thereby making it profitable to 
them and the company. 

Create solid set-ups between 
salesman and employer. The an- 
alytical salesman pays a lot of 
attention to his set-up with his 
employer. We believe, as a case in 
point, in positive agreements, pro- 
tected territories, real franchises, 
and quotas which are formulated 


By L.C. STOWELL 


Executive Vice-President, Under- 
wood Elliott Fisher Company 


As told to Daniel Minturn 


(Reprinted from ‘‘Forbes’’ Magazine) 
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by analyzing every applicable fac- 
tor. 

Lead your salesmen. The im- 
aginative man must be led; he 
won’t stand for driving. We lead 
him by watching all new product- 
application possibilities, and by 
giving him the necessary informa- 
tion a little before he actually 
needs it. Constant streams of new 
information, methods and exam- 
ples go to our men. 

Vary the stimulation given the 
men. Stimulation is part of lead- 
ership. A new kind of contest will 
enthuse an imaginative man. And 
an old contest, if it is based on 
some such idea as his personal 
relationship with the president of 
the company, will give him the 
sense of stability which he likes. 
But he must never be permitted 
to feel that any contest is “just 
the same old stuff.” 

Give authority to local leader- 
ship. The contacts of an imagina- 
tive man with his direct super- 
visors are important to his results. 

Make ability to manage the sole 
consideration for promotion to 
leadership. Lines of promotion 
must be open to imaginative men. 

Judge the worth of local lead- 
ership by its ability to help 
men to plan the management of 
themselves. The essentials of self 
management are analyzing and 


re-analyzing individual customers 
so that no sales calls are wasted, 
vet no sales are missed; changing 
the distribution of sales calls with 
changing business conditions; and 
pre-planning each week and day. 
On these factors local leaders 
must be expert. 

Adapt local territorial set-ups to 
local conditions. The salesman is 
intimately concerned with his lo- 
cal set-up, however proud of his 
company’s national set-up he may 
be. If what the company actually 
does is not geared to what it 
should do in his own bailiwick, the 
analytical salesman is ill at ease. 

At the same time, keep local 
and national set-ups _ integral. 
They cannot be two. distinct 
things in the salesman’s mind. 

Cash in on the_ salesman’s 
knowledge that exclusive fran- 
chises are investments which the 
company has made in him. If he 
does not handle them well, the 
investments have been unwise. He 
knows that work done by local 
managers to supervise him is sim- 
ply protection of investment. If 
we did not protect our invest- 
ments, the analytical salesman 
would have little respect for us. 


But He’s Still a Problem 


Give the salesman special edu- 
cation as another wise company 
investment in him. To be a wise 
investment, the education must be 
orderly, practical and measurable. 

Let the salesman see that con- 
tinual investments are being made 
in his fellows and his supervisors. 
In our company, for example, we 
take groups of men to our school 
for special courses. 

Even with such measures as 
these, the salesman still remains 
a personal handler of human rela- 
tions—and something of a prob- 
lem in human relations. 

Nevertheless, positive steps have 
been taken to narrow the needs 
for the shifting of tactics in ac- 
cordance with the personal, hu- 
man needs of individual salesmen. 
These positive steps are solid 
foundations which have been laid 
for every phase of human rela- 
tions as it applies to salesmanship. 
And that foundation building is 
sales management. 














Sell the “Finished” Office Job 


— furnishings go over 
best when the office supplies dealer, 
in the very beginning, attempts 
to sell the installation as it will 
look when done—rather than so 
many desks, chairs, filing cases, 
etc. 

Recognition of the importance 
of this criterion in selling office 
furniture has helped to make this 
department one of its most impor- 
tant for Cast Office Supplies, Inc., 
Wichita, Kan., which has com- 
pleted a number of important 
overall jobs in its section recently 
—less than a year after the store 
was opened by H. H. Cast, in the 
office supplies business in Wichita 
for many years. 


Color and Decoration Stressed 


“We are particularly interested 
in color and decoration in the of- 
fice, as well as what chairs, desks 
and other furnishings to put in,” 
Ralph V. Bauman, vice-president 
of Cast organization, reported. 
“We try to get a picture and pass 
it on to the customer so that he 
may get an idea of what the office 
will look like when it is finished. 
This is a much more thorough- 
going procedure than selling fur- 
niture by the piece.” 

It is not a difficult “trick” to 
turn with the customer. The most 
comprehensive sales sometimes 


have the most simple beginnings. 
“The customer coming to us to 
say that he would like to have an 
cffice refurnished will be asked, 
‘what is it you want?’ He usually 
replies, ‘I don’t know. What do 
you think I ought to have?’ This 
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gives us a chance to see his office; 
we can study it, work up the pro- 
posal for it, make alternate sug- 
gestions and so proceed with a 
more comprehensive sale than 
might have been intended, at 
first.” 

Another very good beginning in 
the sale of over-all office furnish- 
ings, Mr. Bauman has found, is 
the photograph album he carries. 
It is filled with pictures of instal- 
lations already made; it is laid 
down before the prospect, the pic- 
tures in the book are discussed 
first, and from there the discus- 
sion is shifted to his own office 
needs. 

“The customer may say nothing 
further about buying at the mo- 
ment; or tell us he isn’t interested 
at the time. But quite often we’ve 
given him the germ of an idea, 
which he will keep in the back of 
his mind and, in the course of 
time, call us back.” 


Salesman Knows Furniture 
The one thing the Cast sales- 
man tries to make the customer 
feel, while he talks furniture and 
this particular sale to him, is that 
he knows exactly what he is do- 

ing; he knows office furniture. 
The psychology of small models 
on the office layout plans, placed 
as the selling firm thought they 
should be placed, or “guessed” as 


the proper placing for them, has 
been used with considerable suc- 
cess to rouse customer interest in 
the problem of his own office ar- 
rangement. Such a customer will 
often “take over,” tear off the 
models (stuck to the paper in such 
a way that they can be quickly 
detached), and work out the ar- 
rangement to suit himself. All this 
is good sales psychology, Mr. Bau- 
man finds. 

Much the same sales method 
lies behind the use of company 
blotters, printed for its own use 
by the Cast firm. These are al- 
ways handed to the customer by 
the salesman, in or out of the 
store; other blotters from manu- 
facturers, may be sent through 
the mail. 

By giving the customer some- 
thing to hold in his hand while 
the salesman talks, Mr. Bauman 
explained, he very often gets more 
attention from the customer, who 
will at ieast hear parts of his sales 
speech, than if he tries to talk 
while the customer is standing, 
staring vacantly, before him. 


Cast blotters, reissued from time 
to time, make use of a small 
“Helpful Hints” memorandum, in 
the upper right corner, changed 
with each reissue. This usually 
contains some “tip” for stenogra- 
phers, such as turning up the cor- 
ner of the notebook page as it is 
written on, so that the page can 
be turned over quickly when it is 
filled. Or it may have a small 
paragraph of advertising. 

Direct mail, used advantage- 
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ously to introduce the new store 
to a wide range of customers, told 
the customer so addressed that 
“Mr. Blank,” salesman to whom 
this account is assigned, will call 
upon him. The introductory letter 
has been followed by other letters, 
from time to time, to specify firms 
promoting specific merchandise, 
according to the known needs of 


Miniature 


A CAREFULLY arranged dis- 
play of office furniture, each arti- 
cle in the right place as it would 
be used in a model office, says 
C. A. Netzhammer of the North- 
western Furniture Company, Mil- 
waukee, usually attracts more 
than ordinary attention, but it 
takes a display of an up-to-date 
office interior in miniature to in- 
duce passers-by to turn back to 
have a second look at such a win- 
dow. 

At this company’s store on one 
of Milwaukee’s principal business 
streets, one window, a small one, 
is given over to a completely fur- 
nished office in miniature, the 
entire space not taking up more 
than four foot square. Although 
the office furniture might be taken 
as a toy set, all the equipment 
is built to scale, being reproduc- 
tions of life-size furniture to be 
found in the store stock. One arti- 
cle, the swivel chair, instead of 
being a makeshift reproduction. 
really works on a Swivel, and this 
as well as the other equipment 
could be used for actual work if 
the worker were small enourh to 
occupy the office. 

To indicate the great care taken 
in reproducing a modern office on 
a very small scale, Mr. Netzham- 
mer says that the wall paneling 
alone took an expert cabinet 
maker two weeks to complete. 
Examination showed that the 
paneling as well as the furniture 
is aS well built as the equipment 
and furnishings in the store of 
this company. 

A small card in one corner of the 
window reads: “The Template 
Plan above was made by the plan- 
ning department of the North- 


AN OFFICE IN MINIATURE.—This mod- 

el office was a much-discussed display 

in a window of the Northwestern Furni- 

ture Company, Milwaukee, Wis. How 

it was built to scale and with every 

detail complete is told in the accom- 
panying article. 


the firm that is being approached 

A practice used by the Cast or- 
ganization, which has also con- 
tributed to improved salesman- 
Ship, has been the meeting with 
manufacturer’s representatives 
whenever they are in the city. 
The representative makes a cus- 
tomer sales talk to the Cast sales- 
men, going over all the sales 


western Furniture Company for a 
prospect. It illustrates our plan- 
ning service rendered free of 
charge.” The prospective custo- 
mer can see at a glance how cer- 
tain office furniture and equip- 
ment will appear in an office, all 
equipment being drawn in _ to 
scale. This method, Mr. Netz- 
hammer says, avoids a good deal 
of taking back of furniture that 
the customer thought would look 
well and fit into the office space 
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points of the merchandise his firm 
markets. 

Often a single item of merchan- 
dise, already well known to the 
salesman, is selected, talked about, 
and then asked about by the sales- 
man. Thus, the firm is constantly 
going back over old ground to 
keep merchandise fresh in the 
minds of its outside men. 


Furniture Attracts Crowd 


available, but is later found to be 
ill fitted due to restrictions of 
space. Entire floors, he says, are 
laid out by Northwestern Furni- 
ture Company’s planners, just as 
an architect would lay out the in- 
terior of a building, and of hun- 
dreds of articles furnished for re- 
modeled or new offices by this 
company, only a very small frac- 
tion must be rearranged or taken 
back and replaced by other equip- 
ment.—JEH 








NORTHWESTERN'S PLANNING SERVICE 


ME WAL PLAN IN DE TAN 
< HOW 70 MA 
AND LWABLE THys FREE Sem NE YOUR OFFICES ATT, RACTWE EFFIC. /ENT 


ASITIS 70 THE LARGE TON, 


CE /S JUST AS 
YNOR CHANGES AS 


Nocthwestern Tur 


“PORTANT 70 THE SMALL SUITE 
70 FUTURE EXPANSIONS. - 


Nikuse Cy, 








44 


Furniture Installed and On Display 























PART OF A GENERAL FIREPROOFING INSTALLATION.— _§ tract sales division, went to Chattanooga where he conferred 
New furniture and equipment of the General Fireproofing with Gaines P. Campbell, president, Commercial Stationery & 
Company, Youngstown, Ohio, was recently installed in the Supply Company, the firm making the installation. Together 
large offices of the City Water Company, Chattanooga, Tenn., the two men made sketches of the required layout of the lobby, 
after the offices underwent a complete remodeling. Before the cashiers cages, etc. Left, is the assistant manager's office and, 
refurnishing job was undertaken J. A. Malloy, of the GF con- right, the accompanying department. 


f oe YAWMAN AND ERBE-DESIGNED EFFI- 
CIENCY.—Shown here is a part of a 
large installation made by the Yawman 
and Erbe Manufacturing Company in 
the offices of the Fidelity Investment 
Association at Wheeling, W. Va. The 
picture depicts the main working room, 
two stories high and containing 5796 
square feet. Seventy-five employes op- 
erate the files to which they make con- 
stant reference. The equipment in- 
stalled by Y and E included eight rows 
of the No. 7900 line of Steel Suspension 
desks and two batteries of “YandE” 
counter-height files which extend the 
full length of the room. All equipment 
is finished in the “YandE” No. 640 gray 
finish which absorbs a minimum of 
light. The installation was made after 
a detailed survey was made by Mrs. 
Kempston, head of the Yawman and 
Erbe System Service Department, who 
also worked out the direct vision filing 
system to suit special requirements. 





GLOBE-WERNICKE ON THE BOARD- 
WALK.—This attractive showing of prod- 
ucts of The Globe-Wernicke Co., Cincin- 
nati, was recently featured in the win- 
dows of the DuPont display on the Board- 
walk of Atlantic City during October and 
November where it attracted much favor- 
able comment and attention. 
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Recent Installations in Wood and Steel 















A “BRIGADE” OF MURPHY CHAIRS.—This large instal- 
lation of chairs of the Murphy Chair Company, lined 
up like soldiers on parade, was made by the Gregory, 
Mayer & Thom Company, Lansing, Mich., in the audi- 
torium of the Oldsmobile Engineers’ building in Lan- 
sing. The chairs were closely grouped for the picture 
but when properly spaced entirely fill the large hall. 
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CALIFORNIA CITY'S GOVERNMENT GOES SHAW-WALKER! 
—The Municipal government at San Bernardino, California, 
recently went modern when it installed a carload of Shaw- 
Walker's Triple-Duty files for use in all departments of its 
new city hall. (top) The police department is divided into 
reception and work space by the Triple-Duty counter and 
(lower) cash, records and supplies have their appointed 
places in the Shaw-Walker counter in the water department. 
Doors of all cupboards disappear when opened. 





te 
uw 


THREE NOTEWORTHY INSTALLATIONS OF LEOPOLD PROD- 
UCTS.—(Top) Genuine walnut library tables installed in the 
College of Mines and Metallurgy at El Paso, Texas. (center) 
Beautiful walnut streamlined desk installed by Carl Doerner, 
St. Cloud, Minn., in the offices of the St. Cloud Board of 
Education. (lower) Specially-designed streamlined tables 
installed in the University of Illinois library by W. B. Read 
Company, Bloomington, Ill. These tables are of oak and 
measure 144 by 56 inches. 








EDITORIAL 


The Anglo-American Trade Pacts 


© THE recently signed reciprocal trade agree- 
ments between the United States, Great Britain 
and Canada are regarded as the most significant 
in the American government’s long campaign 
to scale down the world’s trade barriers. 

Although the new treaties have drawn criti- 
cism from some in various industries, on the 
grounds that certain domestic products will be 
subjected to increased foreign competition, the 
proponents declare that the gains “promise sub- 
stantially to outweigh such consideration.” The 
general reaction is one of approval. 

Certain lines of office machines and equipment 
manufactured in the United States will be 
among those benefiting from the concessions 
made on imports into the United Kingdom, 
Canada, Newfoundland, and the non-self-govern- 
ing British colonies. On the other hand, there 
are but few products handled by this industry 
among those on which concessions were granted 
on imports into the United States. For the most 
part, the duty reductions on British and Cana- 
dian goods cover products in other lines. 

Under the unilateral provisions of the agree- 
ments, according most-favored-nation treatment 
with respect to customs duties and related mat- 
ters, the benefits are automatically applicable to 
all other countries with which the United States 
has similar trade compacts. 

In commenting upon the terms of the agree- 
ments, Thomas J. Watson, president of the In- 
ternational Chamber of Commerce and the 
International Business Machines Corporation, 
said, “Secretary Hull, in codperation with Brit- 
ish statesmen, has given timely aid to interna- 
tional trade. The agreement gives further proof 
the most-favored-nation principle is gaining 
wide acceptance.” 

When the tariff changes become effective, in 
general on January 1, 1939, according to the 
treaty with Great Britain there will be substan- 
tial reductions on a considerable number of 
American-made office appliances imported to 
different parts of the empire. These will include 
typewriters, accounting, adding, calculating ma- 
chines; cash registers and coin sorting machines; 
addressing, check-writing and other office ma- 
chines, as well as metal office furniture and a 
number of stationery supplies. 

The duty of about $22.50 now imposed on new 
standard typewriters will be reduced to approxi- 
mately $17.50 on each machine. The tariff on 
other office machinery, appliances, and equip- 
ment covered is to be lowered from 20 to 15 per 
cent. While the reductions on the stationery 


lines are smaller, some remaining at 20 per cent. 

In the agreement with our northern neighbor, 
concessions made to the United States on its 
exports to Canada include duty reductions of 
from 25 to 20 per cent on typewriters and parts, 
and from 20 to 12% per cent on office machines. 

More than one-third of the world’s total inter- 
national trade is involved in the areas covered 
by the agreements. These combined with all the 
areas represented in the twenty reciprocal trade 
treaties consummated by the United States and 
other nations to date, aggregate approximately 
three-fifths of the world’s commerce. The par- 
ticipation of all these nations in a wider ex- 
change of commodities will not only improve 
international trade, but should be reflected in 
better domestic business conditions within these 
countries. 

The concessions covering office machines and 
equipment, which should tend toward stabili- 
zation of the markets in many lands, augur well 
for the production and export divisions of Ameri- 
can manufacturers and also for numerous im- 
porters and distributors abroad. 


Fable of the Wild Asses 


(From Business Digest, October, 1938 and 
Autobody & Reconditioned Car, September) 


@¢ “ONCE upon a time, at the beginning of 
things, a good and worthy Sheik, named Ali, 
owned a herd of donkeys .. . then esteemed as 
the wisest of animals. 

“Other Sheiks, now and then, would come to 
listen and marvel at the sagacity of this herd. 
Yea, even the Prophet himself one day appeared, 
saying, ‘What’s this bunk about that gang of 
donkeys you got?’ 

“Whereupon Ali stuck out his chest and 
pointed to the herd. ‘Behold, O Proph,’ he said, 
‘there they are over back of the silo. Converse 
with them and see if they are not verily wiser 
than your best wife when you try to slip over a 
fast one.’ 

“Then the Prophet addressed the Asses. 
‘Lemme test your wisdom,’ said he. ‘Answer me 
this question: What food should an Ass require 
for a three-day journey?’ 

“And they made reply: ‘For a three-day jour- 
ney. O Prophet, any Ass should require at least 
six bundles of grade A-1 hay.’ Whereupon Ali 
chortled right merrily and said, ‘Did I not tell 
you they were passing wise?’ 

‘“ ‘Applesauce,’ snorted the Prophet. ‘Now lis- 
ten, you Asses, let him who will go for less, stand 
forth.’ And behold, they all stood forth and be- 
gan to talk at once. One would go for five, an- 
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other for three, and finally one especially long- 
eared Ass agreed to go for one bundle of hay, 


grade not mentioned. 
“Then spoke the Prophet: 


KIMBALL CELEBRATES 59TH 
WEDDING ANNIVERSARY 

J. N. Kimball, remembered by 

thousands as the successful manager 

of the earlier typewriting speed con- 

tests, last month celebrated his fifty- 





J. N. KIMBALL 


ninth wedding anniversary and was 
the recipient of hundreds of mes- 
sages of congratulations. 

The celebration was held in New 
York, the city in which Mr. Kimball 
recalls saw a vast throng in Madison 
Square Gardens thirty-one years 
ago to witness the_ international 
typewriter championship contest 
staged under the auspices of Or- 
FICE APPLIANCES and the personal 
management of George H. Patter- 
son, founder of this journal. 

When Mr. Patterson died in 
March, 1908, much of the detail of 
the typewriter contests fell to Mr. 
Kimball, long an enthusiast for 
speedy and accurate typing. When 
OFFICE APPLIANCES withdrew from 
management of the contests and its 
trophy was placed in the perman 
ent custody of the Underwood 
Typewriter in 1925, Mr. Kimball 
donated a new world's champion 
ship trophy, a beautiful bronze tab 
let appropriately decorated and 
inscribed. 

From 1925 to 1930 Mr. Kimball 
was in complete charge of the con- 
tests. At the time of his retirement 
it was said of him that he had 
devoted more time to the develop- 
ment of speed with accuracy in typ- 
ing than any other man in the 
world, ° 


‘Fool,’ quoth he, 
‘you cannot live for three days on one bundle of 
hay, much less profit from the journey.’ 


HERE AND THERE 
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“*True,’ replied the long-eared one, ‘but I 
wanted the order.’ 


“And from that far-off day to this, Asses have 


To the well wishes of his many old 
friends in the industry OrFIcE Ap- 
PLIANCES adds the hope that Mr. 
Kimball may enjoy many more wed- 
ding anniversaries in years to come. 





GENTLEMEN, COLONEL 
MITCHELL! 

Again our old friend, Charles L. 
Mitchell, is called upon to don the 
uniform of colonel. This time on the 
staff of Governor Huxman of Kan- 
sas. An appointment highly compli- 
mentary to a citizen of the opposite 
political party. ‘'In appreciation,” 
as Governor Huxman is quoted in 
the Topeka Daily State Journal, ‘of 
the kindness Colonel Mitchell has 
shown me as a two-year Topekan, 
of his willingness at all times to be 
of service to the office in connection 
with affairs in Topeka, and in tribute 
to this capital city Republican who 





UP WHERE THE COLD BEGINS!— 
Perched atop the Whiteface Mountain 
in the Adirondacks and about 4900 
feet straight up is this weather bu- 
reau station where delicate instru- 
ments are maintained securely upon 
Shaw-Walker tables and the weather 
men (see gents huddled in blankets) 
maintain themselves in Shaw-Walker 
chairs. The station is a weather bureau 
research laboratory, established jointly 
by Rensselaer Polytechnic Institute and 
New York University. The operators 
are literally sealed in during winter 
months, with snow and ice blocking all 
trails. Tables are Skyscrapers, sold by 
Paul D. Owen, Troy, N. Y., exclusive 
Shaw-Walker dealer. 


been known as fools and price cutters have been 
known as asses. 
“(Apologies to Aesop or somebody)” 


has expressed the hospitable spirit 
of the state's home town.’ 

Charles L. Mitchell is an experi- 
enced ''colonel."’ His first appoint- 
ment was to Governor Capper's 
staff, who, by the way, appointed a 
Democrat as one of his aides, as an 
expression of the Kansas spirit for 
cooperation to promote the good of 
the state. In turn, Governors Allen, 
Paulen and Landon appointed Col- 
onel Mitchell chief of staff. It is said 
around the State House that every 
governor who appointed Colonel 
Mitchell as his aide was given a sec- 
ond term by a big majority of the 
state's voters. Because of which it 
might be said Colonel Mitchell is one 
of Destiny's assistants in ''shaping 
ends.’ Anyways, Kansas has no 
more ardent advocate than Colonel 
Mitchell who in speaking of his state 
presents facts and figures. 

We congratulate our old friend 
upon his appointment, which com- 
mends Governor Huxman to our 
esteem. 





AUTO COURT DOESN'T ALWAYS 
MEAN "GOOD MORNING, 
JUDGE" 


When Roy Underwood of the 
American Writing Machine Com- 
pany, recently checked over the 
expense account of Los Angeles 
Branch Manager "'Rusty’’ Reynolds 
and found thereon an item which 
read ‘Auto court, $2.50,"" he was 
perturbed no end. 

If the boys MUST speed, he rea- 
soned, they should at least pay their 
own fines, not embroider them onto 
the swindle sheet. And what brazen- 
ness—right out in black and white— 
two-fifty for auto court. Well, well, 
well! 

But all is calm and peaceful again, 
although Mr. Underwood has had to 
take a lot of plain and fancy rib- 
bing. For a later memo from Rusty 
explained that an auto court (out on 
the Pacific Slope) is merely an over- 
night place to stay for those who 
don't care about hotels. And be- 
sides, Rusty never speeds—he says 
so! 








ENEW MACHIN 
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YAWMAN AND ERBE PRODUCES TWO NEW 
SORTERS 

The Yawman and Erbe Manufacturing Company, 
Rochester, New York, has just announced the addition 
of two new models to the “YandE” line of sorters. 
One, a Slip Size sorter with guides which are 3” wide 
by 334” high was designed for the sorting of sales 
Slips, toll tickets, stubs, coupons, and 5” by 3” cards. 
The other model has guides measuring 3” by 6” and 
will handle all material which is under 6” in one 
dimension. Both these sorters may be equipped with 
alphabetic, numeric, geographic or subject indexes, 
or combinations of these. 

Expansion of the dividers in these small sorters is 
automatic as they have all of the construction fea- 
tures of the larger models. Because of their size, 





THE “Y” and E” SORTER 


these two new sorters do not require bases, but may 
be used on a table, desk or counter top. 

The announcement of the Slip Size sorter will be 
welcomed especially by the large petroleum companies 
for sorting the charge slips sent in daily by their retail 
gasoline stations; the department stores where sorting 
large numbers of sales slips has been a major problem; 
the public utilities for sorting receipts; the libraries for 
sorting “out” slips as books are taken from the library. 

However, these sorters are not limited to the above 
uses, but are equally as serviceable in banks, insur- 
ance companies and other large offices where there is 
an accumulation of standard or off size cards and 
forms which must be sorted preparatory to filing. 
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FARIES “GUARDSMAN” DESK LAMPS 


The Faries Manufacturing Company, Decatur, IIl., 
has recently announced a new addition to its line 
of Guardsman desk lamps which has been listed as 
the No. 2213. There are now seven lamps in this 
series, each specially manufactured for a definite 
lighting purpose and with an individual finish, height 
and diameter of shade. 

The No. 2213 is equipped at the base with a beau- 
tiful ornament which adds to its attractiveness as an 
office desk lamp of unusual pattern. Its overall height 


NES AND DEVICES 





is 17% inches with a distance of 13 inches from the 
bottom of shade to the desk top. The diameter of 
the shade in 13 inches and the base 6 inches. The 
finish of the inside of shade is baked enamel and 
that of the lamp proper is Normandie bronze and 





GUARDSMAN NO. 2213 DESK LAMP 


gold. Finishes available on other lamps of the series 
include polished chrome with satin copper shade and 
base, polished chrome with cloister bronze shade and 
base, statuary bronze and chrome, and all statuary 
bronze. 

Like the other numbers in the Guardsman line the 
new lamp is scientifically made to give the correct 
amount of light arranged by use of a specially designed 
reflector and a luminaire with an enamelled reflecting 
surface. Thus the lamps guard against glare and 
direct light, eye-strain and fatigue. 

Literature describing and illustrating the entire line 
is available on request. 


—> 2 


THE F. & M. “BRIGADIER” CALENDAR 


Finch & McCullouch, manufacturers of the Memory 
Masterpiece line of perpetual calendars, of Aurora, IIl., 
has announced a new addition to the line named the 
No. 501 “Brigadier.” This model is a five-year monthly 
calendar with a memo pad in which monthly calen- 





F. & M. BRIGADIER CALENDAR 


dars from January, 1938, to December, 1942, revolve 
on cylinders operative either backward or forward for 
reference to past or future dates. 

The Brigadier is a streamlined model of gleaming 
bakelite and is available in two striking colors, black 
or walnut to match any type of executive desk, tele- 
phone stand or library table. Removable, felt-pro- 
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tected base prevents slipping when the memo pad 
is written upon. The pad, also removable, has 100 
sheets of high-grade bond stock measuring three by 
five inches held in place by a patented chromium 
spring clamp. The calendar stands 81% by 334 inches 
with the calendar head 114 inches off the desk surface. 


It weighs 8 ounces. 
——— 2 


COMPTODESK FOR BURROUGHS MACHINES 
Comptodesk, 1514 Tribune Tower, Chicago, IIl., re- 
cently announced the addition to their line of a new 
steel desk built to accommodate the Burroughs calcu- 
lating machine. 


Constructed of strong steel throughout, the new 





COMPTODESK FOR BURROUGHS MACHINES 


desk was especially designed for the various types and 
sizes of Burroughs electrically and manually operated 
machines and is equipped with a convenient electrical 
attachment in container thereby eliminating loose 
and unsightly wires or wiring. 

A patented device locks the calculating or other ma- 
chine in container scientifically located at the correct 
height and angle to assure the greatest operating effi- 
ciency. The device also protects the machine from 
accidents. 

The container in which the machine rests revolves 
in an operative or inoperative position giving a full 
and smooth working top when the desk is closed. 


ee 


THE JUNIOR DOPP-KIT 
The latest addition to the Charles Doppelt & Com- 
pany’s line of Dopp-Kit travel-utility bags is the 
Junior Dopp-Kit recently introduced to the market by 
the Chicago firm. 
Like the original Dopp-Kit and the Miss Dopp-Kit, 





JUNIOR DOPP-KITT 


the new member of the family is constructed of fine 
leathers ranging from Shark topgrain cowhide to 
genuine russet pigskin, and in price from $2.50 to 
$5.50. There are eight types and all are lined with 
best quality washable oiled silk. The Junior Dopp-Kit 
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is 74% inches long, 44% wide and 2 inches high when 
closed. It is slightly smaller than the Master model 
and is intended for those desiring a high-grade kit 
which may be dropped into a pocket conveniently. 

The Master and the Miss Dopp-Kit measure re- 
spectively, 13'42x4l2x4 inches, and 1012x614x10'%4x614x 
414 inches. 
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NEW TYPEWRITER TABLE OFFERED BY 
SHIPMAN-WARD 

An all wood typewriter table that can be assembled 
or knocked down in fifteen seconds has been placed 
on the market by the Shipman-Ward Manufacturing 
Company, 325 North Wells street, Chicago, Ill. Listed 
to retail at $6.50, the table has a particular appeal 
because its strength and rigidity make it useful for 
many other purposes in addition to supporting a type- 
writer in correct typing position. 

When knocked down and packed for storage or car- 
rying, the table takes up a space of only 2x30x16 
inches. Self packing is a special feature. It will be 
observed in the accompanying illustration that the 
stretcher between the end standards is designed with 
slits cut in toward the center at the upper left and 
right corners. This not only permits the natural 
spring of the wood to hold the table rigidly when 
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NEW SHIPMAN-WARD TYPEWRITER TABLE.—Top: Table as- 

sembled, ready for use. Bottom, left: Four parts separated to 

show how pieces lock together. Bottom, right: End standards 
and stretcher packed in table top. 


assembled, but also makes it possible to pack the ends 
and the stretcher in the top without the use of tools. 
The protuberances above the lateral slits and the bot- 
toms at the lower left and right corners are shaped 
to fit into a groove in the inside of the table top 
flanges. Thus the stretcher acts as a locking member, 
holding the end standards in a packed position. 

The manufacturer points out that the small amount 
of space needed for storage and the general utility of 
the table make it a good item to sell to renters of 
typewriters. 

Individually packed in cartons, the table is available 
in light oak and mahogany finishes, or unpainted if 
desired. When assembled, it measures twenty-six 
inches high, thirty and five eighth inches long and six- 
teen and one-quarter inches wide. The weight is only 
thirteen and three-quarter pounds. 
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NEW TRANSPARENT ENVELOPE BY B. & P. 
Constructed along lines which positively guarantee 
against cracking, splitting or opening along the edge, 
a new transparent envelope has recently been intro- 
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duced to the trade by the Boorum & Pease Company, 
84 Hudson avenue, Brooklyn, N. Y. 

Listed as the Standard B & P Transparent envelope, 
the new number is the result of months of test and 
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B. & P. TRANSPARENT ENVELOPE 


trial. It is made of non-inflammable celluloid em- 
bodying sturdiness with an attractive appearance. It 
is punched to fit all sizes of standard loose-leaf price 
and memo books. Skillfully stitched transparent edges 
makes the envelope adaptable for other uses, even 
in odd sizes and types. 

All stock sizes are immediately available and the 
company is prepared to furnish prompt estimates and 
samples if such action will aid the dealer secure an 
order for a type of envelope not of standard size. 
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MEMO BOOK ADDED BY EXLINE 
William Exline, Inc., 112 Hamilton avenue, Cleveland, 
Ohio, have added a pocket size memoranda book to 
their line of imitation leather specialties. The covers, 
made up in a wide variety of grains and colors, have 
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EXLINE MEMO BOOK 


an embossed design and are gold-stamped. The booxs, 
to retail at ten cents, contain forty-eight pen-ruled 
pages and a two-year calendar. They are also being 
used as sales promotion material by the addition of 
firm names or products to the covers. Samples may be 
had from the manufacturers. 
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STEEL PORTABLE CHECKROOM RACK 

The Vogel-Peterson Company, Inc., 1801 Wolcott 
avenue, Chicago, has recently developed and placed on 
the market a new steel portable checkroom rack that 
accommodates hats and coats of fifty people. 

Mounted on three-inch rubber-tired casters, the 
rack is listed as the 5-50” checkroom unit. It is equip- 
ped with fifty full form wooden coat hangers and 
number checks, twenty-five on each side. It is of rigid 








OFFICE APPLIANCES 


steel construction and is available in standard black 
and sixteen special colors all finished in crystalline 
satin wrinkle enamel, baked on. 

The rack is easily assembled in a few minutes and 
as easily dis-assembled for storing. Set up it occupies 
only ten square feet of space. Long life is assured 
by modern full panel ends and shelves of heavy gauge 
furniture steel, scientifically reinforced and braced. It 





VOGEL-PETERSON PORTABLE RACK 


can be set up and used wherever a temporary or per- 
manent checkroom is desired. The price, delivered, is 
$37.50. 
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LEOPOLD ADDS NEW DESKS TO JUNIOR 
GEORGIAN LINE 

The Leopold Company, Burlington, Ia., has recently 
added to its Junior Georgian line two new and hand- 
some desks. The line also includes two tables and a 
telephone cabinet. 

The pedestal typewriter desk (shown here) has three 
new features created by Leopold engineers after con- 





THE JUNIOR GEORGIAN DESK 


siderable research and experimentation. They are an 
improved operating mechanism which minimizes plat- 
form vibration; a protection side-swinging door and 
an additional drawer below the typewriter housing. 
The other new desk is not equipped with typewriter 








DECEMBER, 1938 


pedestal, and is a four-drawer flat top type, measuring 
66 by 6 inches. 

Further details of the entire line will be furnished 
dealers on request to the Leopold Company’s home 


offices. 
=< @ 


WAGEMAKER ADDS TWO MODELS TO SECRA-TYPE 
DESK LINE 

The Wagemaker Company, Grand Rapids, Mich., last 

month announced the addition of two new models to 

its line of Secra-Type typewriter desks. They are the 
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NEW WAGEMAKER Co. “SECRA-TYPE” DESK 


model Nos. 1736T and 1750T, measuring respectively 
36 by 26 inches and 50 by 26 inches. 

The new numbers have all the features of the com- 
pany’s other models, including the strong, vibration- 
less support for the typewriter and a ten-inch deep 
center drawer which makes a commodious storage 
bin and vertical file compartment. The strength of 
the desk is provided by the Wagemaker exclusive type 
of direct-to-floor support, while the neat enclosed 
appearance adds greatly to the general appearance 
of the whole. 

Operation of the desk is simple and may be accom- 
plished while the operator is seated. The typewriter 
shelf lets down in front and rolls into pedestal on ball- 
bearing rollers. The hinged legs, which are made in 
all commercial and turned styles, enter the pedestal 
horizontally when front panel is closed. 
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HIGGINS PHOTO SKETCH OUTFIT 
A new type Photo Sketch Outfit, which permits any- 
one to make pen and ink drawings from photographs, 


HIGGINS 
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THE HIGGINS PHOTO SKETCH KIT 


is the latest offering of Charles M. Higgins & Com- 
pany, 271 Ninth street, Brooklyn, N. Y. 

Based on the well-known processes of silver printing 
the new system is simple. The user merely goes over 
the outline of the drawing with a pen and Higgins’ 
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waterproof ink, fills in the shadows of the photograph 
and then bleaches out the photograph with a solution 
of chemicals supplied in the outfit. The pen and ink 
drawing is then left intact. 

The outfit is packed in a handsome box and in- 
cludes two bottles of Higgins’ waterproof drawing ink, 
two simple chemicals, two mixing jars, pen and brush 
together with easy-to-understand instructions which 
anyone can master in a short time. The price is $1.50. 


+~<—- 


SONOTONE ANNOUNCES NEW SYSTEM UNITS 

The communication division of the Sonotone Cor- 
poration, Elmsford, N. Y., has recently announced 
three new units of its intercommunicating systems for 
offices and business houses. They are the Model Nos. 
CD-412, CD-312 and CD-156. 

The CD-412 is an executive station intended for 
use where, in addition to twelve key stations, contact 
is desired with other stations. These connections are 
obtained through use of a manual dial. A handset 
telephone replaced the watchcase receiver. 

The CD-312 is also an executive station which ac- 








THREE MODELS OF THE SONO- 
TONE INTERCOMMUNICATING SYS- 
TEM.—Top, sub station with hand-set 
and automatic dial; center, executive 
station with watchcase_ receiver; 
lower, executive station with hand- 
set and manual dial. They are re- 
spectively Model Nos. CD-412, CD- 
312, and CD-156. 


commodates twenty-four completely intercommunicat- 
ing stations—or larger installations may be made to 
provide selective intercommunication for any desired 
number of stations. Complete intercommunication 
permits all stations to talk with one another while 
selective communication provides contact between se- 
lected stations in groups of stations on the basis of 
office requirements. Intercommunication up to 200 or 
more stations may be obtained by addition of an 
automatic switchboard or dial if desired. 


{ New Machines and Devices Section ] 
Continued on Page 99 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY 


ACTIVI- 





TIES FOR THE MONTH 


IN EVERY DIVISION OF THE INDUSTRY 








MISCELLANY 
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RAND STRIKERS LOSE ON APPEAL 


Strikers of Remington Rand, Inc., Buffalo, N. Y., 
received a severe setback last month when the New 
York Court of Appeals gave a decision upholding a 
lower court’s ruling prohibiting picketing of homes of 
individual workers in labor disputes. 

In submitting its brief before the state’s highest 
court the machinist’s union declared that although 
the strike is now settled, the court’s ruling was now 
sought to settle the question for both capital and labor. 
The union’s appeal was based on the original injunc- 
tion which banned striking workmen from the use of 
violence, visiting homes of employes in an unlawful 
manner, interfering with ingress and egress from the 
plant and congregating in crowds on the plant 
premises. 

Attorneys for Remington Rand, in their answering 
brief, insisted that the company has used every means 
at its command to settle the dispute before resorting 
to an injunction to halt picketing of employes homes. 


—————-—=>——__ 
PAGE SAILS FOR EUROPE 


Ken Page, vice-president of the Addressograph-Mul- 
tigraph Corporation, and president of the Office 
Equipment Manufacturers Institute, sailed for Europe 
last month. Mr. Page left New York aboard the Ile de 
France on November 19 announcing that the date of 
his return to America will be disclosed later. 


SIEKERT & BAUM CALL ATTENTION 
fO NATIONAL LINE OF RECORD KEEP- 
ING EQUIPMENT.—This arresting dis- 
play was conceived and set up by Ed- 
ward H. Mundt, member of the staff of 
Siekert & Baum Stationery Company, 
Milwaukee, Wisc. Mr. Mundt has re- 
ceived a number of awards for his skill 
at window dressing. A feature that 
made the display possess a special at- 
tention getting value was flasher signs 
in connection with the steel hinge dis- 
play in the lower left hand corner and 
the Bi-Lock post binder in the center. 


AUTODEX DISTRIBUTION LIMITED 


In accordance with an agreement reached between 
the Bates Manufacturing Company and the Autopoint 
Company, the latter will discontinue distribution of 
Zephyr Autodex telephone indexes when a limited 
number required to fill commitments made prior to 
October 1, 1938, is exhausted. The agreement includes 
resale by distribution of Autodexes which have been 
sold by the Autopoint Company. 


The Zephyr Autodex, manufactured by the Zephyr 
American Corporation, New York, N. Y., is the subject 
of a patent infringement notice served on the manu- 
facturer by the Bates Manufacturing Company. Until 
the recent agreement, the Autopoint Company was 
functioning as national distributors of Autodexes. 
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SHEPPARD TAKES OVER COSTOGRAPH CORP. 


As this issue goes to press word is received of the 
purchase by the C. E. Sheppard Company, Long Island 
City, N. Y., of the Costograph Corporation, New York 
City, manufacturers of charts for payroll calculation. 
At the same time A. A. Goldstein, vice-president of the 
Sheppard organization, announced that C. E. Shields, 
in charge of sales for Costograph, has joined Sheppard 
and will be in charge of the Costograph division of 
that company. Further announcements will be made 
next month. 
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Are You Selling Customers 


the Ease of Using the Mimeograph 
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An Idea is Born in one man’s mind. Something 
to make sales, or cut costs or smooth out a busi- 
ness bump. Man dictates idea, or scribbles it 
down. Dozens or thousands must have a copy 
of that ideamfast and economically. 
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Idea Multiplies—Operator “‘buttons”’ stencil sheet on Mimeo- 
graph Machine. He “‘inks up’? without touching the ink. 
(Some models are self-inking.) You'll admire the smooth-as- 
silk consistency and the ever-true, ever-black of Mimeograph 
Inks. Then he spins, or lets electricity spin for him, the 
machine. And out sail papers vitalized by One Man’s Idea at 
the rate of 60 to 150 per minute! 


Birth of the “Master”—Girl prepares MimeographStencil Sheet. 
Puts it in typewriter just as ordinary piece of paper. Types 
it just as a letter is typed except ribbon is lowered. Takes 
it out and the Master Copy of one man’s idea is ready. The 
Mimeograph Stencil Sheet can also be written on by hand— 
and drawn on, too. It is graduated with neat silver lines 
so you can place your message exactly where you wish. 











Idea Goes to Town—The last of four simple steps: 
getting One Man’s Idea out to Many Men’s 
minds. Via Mimeograph and the U. S. Mail or 
whatever manner of distribution is used. If you are 
not telling your business and school prospects about 
the simplicity of using this Mimeograph family of 
products you’re bound to be missing actual sales. 


MIMEOGRAPH is the Trade Mark of A. B. Dick Company, 
Chicago. Registered in the United States Patent Office. 
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Representatives of office equipment concerns abroad, 7 
of this journal their headquarters. The staff at the 
the branch in charge of C. 


Vork, will be happy to be of any possible service. 
there will be 


IN 


OIPER LANDS 


main office, 20 


H. Everiy at 418 Pershing Square Bidg., 
While the facilities at New York are not so many as at Chicago, 


found the 











visiting the United States, are cordially invited to make the offices 


Chicago and the staff at 
and Park Ave., New 


Drive, 
42nd St. 


North Wacker 
Pershing Square, 


same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are 
Andrews street, 
contacts with the trade and its organizations afford him information 

those desiring to cultivate the 


upon Vincent Jackson at 22 St. 


November 8th, 1938. 


“Business as usual’ is an old (and probably very 
English) slogan we are wont to bill up when premises 
are under repair. It certainly symbolizes the general 
attitude in these post-crisis months. Maybe business 
is not entirely “as usual’”—yet. But certainly we have 
got back to our jobs and doing our best to carry on 
as usual. 


* * * 


I made several visits to the recent Motor Show—one 
of the biggest annual trade exhibitions held in Eng- 
land. The press came out with extravagant headlines 
of record sales. It may have been mostly “hot air” 
(which is English for “hooey”!) but the fact remains 
that the immediate results, espe- 
cially in the higher-priced cars 
(strangely enough) were far more 
satisfactory than was anticipated. 
Especially so when one considers 
that the Show was held in the 
week almost immediately follow- 
ing the good news of “No war’— 
yet, at any rate. 

* ak * 

Following along the same deter- 
mination to “carry on”, the Office 
Appliance Trades Association open 
their Twenty-Ninth Business 


ROYALTY TRIES THE KOSMOGRAPH. 
—At the recent Efficiency Exhibition 
at Amsterdam a distinguished visitor 
was H. R. H. Prince Bernhard of the 
Netherlands. Prince Bernhard is shown 
in the accompanying picture talking 
into a Kosmograph dictating machine 
while A. Q. De Flines, director of Blik- 
man & Sartorius, (at right) Amsterdam, 
looks on. 





cordially invited to call 
London EC4. Mr. Jackson’s 
valuable to 


British market. 


Efficiency Exhibition tomorrow—this time at Man- 
chester. Exhibition Director A. C. McLellen has 
organized a big Show backed up splendidly by the 
members. Your publishing date will not permit of a 
report this month but I am visiting the Show in a 
few days time, and will have more to say of it next 


month. 


Mr. and Mrs. Joseph Halsby left England on the 21st 
of last month by S S Manhattan. Their departure 
was quiet—by request. Except for one or two personal 
friends, those at the station to bid them “bon voyage’”’ 
consisted of the executives of Mr. Halsby’s three com- 


{ Other Lands Section | 
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Continued on Page 128 
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“Looks to me like Corona’s 
goin’ to town this Christmas!” 


That’s what the trade is saying—and why not? The new Corona 
Zephyr’s a smash hit everywhere of course. But haven’t you 
noticed the Speedline Coronas stealing the spotlight too? 

Get in on this landslide . . . push the whole Corona line this 
Christmas. 


—and if we can help you do it... drop us a line. 


L C SMITH & CORONA TYPEWRITERS INC Desk 12, 191 Almond Street, Syracuse, New York 
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MEETINGS—CONVENTIONS—DINNERS 


CLEVELAND TYPEWRITER DEALERS ORGANIZE 


Cleveland typewriter and office machine dealers met 
October 19 at the Hotel Cleveland to form the Cleve- 
land Dealers Association and elect the following 
officers: 

Fred Snyder, president; Leo Adler, vice-president; 
Harry Katz, treasurer; A. W. Schlecht, secretary. T. 
Conn, Ed Pfahl and C. Bollinger were appointed direc- 
tors while Mr. Adler was named general chairman of 
convention plans and activities. 

The guest of honor was Mrs. Jessie I. Taylor, treas- 
urer of the National Typewriter & Office Machine 
Dealers Association, who congratulated the officers and 
charter members of the new organization and wished 
them the best of success in their new undertaking. 


The following dealers were present: T. Conn, Hanna 
Typewriter Company; F. Snyder, Best Typewriter Com- 
pany; George Sherlock, East Side Typewriter Ex- 
change; Harry Katz, Cleveland Typewriter Company; 
Irvin Dawson, Dawson Company; Walter Hansen, Han- 
sen Business Machines Company; Charles Bollinger, 
Arcade Typewriter Company; Sid Gluek, Wirtshafters; 
Paul Spiess, Consolidated Office Equipment Company; 
Ralph Ertzberger, Adding & Calculating Machine Com- 
pany; Ed Prahl, Adding Machine Sales & Service 
Company; Leo Adler, Adding Machine Exchange; 
Chester Solheimer, Excel Typewriter Service; A. W. 
Schlecht, Typewriter & Supply Company; E. Levins, 
Typewriter & Supply Company, and E. J. Knecht, Peter 
Paul Mechanical Service. 

Before the meeting drew to a close it was unani- 
mously agreed that the first consideration would be 
the discussion of plans for the 1939 national conven- 
tion which is scheduled to be held in Cleveland on 
July 24, 25 and 26. 


—+—< > —_— 


HONORS TINLEY ON 35TH YEAR 
WITH FIRM 


Lucas Brothers, well-known Baltimore stationery 
and office supply firm, last month paid a tribute to 
Frederick B. C. Tinley on his thirty-five years of 
service to the company, when it gave a testimonial 
dinner in his honor at the Emerson hotel. 

The party was held on the evening of November 1 
and thirty sat down to the dinner with Mr. Tinley 
occupying the honor seat at the head of the table. 
Of the thirty, twenty-two were present whose length 
of service with Lucas Bros., totaled 465 years, an 
average of sixteen years for each man. 

The dinner was featured by the briefest of speeches 
referring only to Mr. Tinley’s fine record as a sales- 
man. The affair came to an end with the unanimous 
wish that the guest of honor occupy the same place, 
under the same circumstances, thirty-five years from 
now. 


LUCAS BROS. 





STATIONERS & PUBLISHERS BOARD OPENS NEW 
MEETING SERIES 


With a splendid attendance and the appearance of 
a prominent speaker as the features of the day, the 
first of a series of monthly meetings, recently inaugu- 
rated, was held November 15 at the Aldine Club, New 
York City, by the Stationers & Publishers Board of 
Trade, Inc. Louis Tavernier, Fulton Specialty Com- 
pany, was chairman of the meeting. 


After luncheon, Mr. Tavernier, Fulton Specialty Com- 
pany, presented Henry Armstrong, president of the 
Stationers’ & Publishers’ Board of Trade, in connection 
with the announcement that the Board was sponsoring 
the inauguration of these monthly meetings of sales 























L. H. TAVERNIER 


H. S. SANDERS 


representatives and credit managers. He announced 
that the purpose of the gathering was to be educa- 
tional in scope and with the purpose of having a better 
common understanding of common problems. He 
stated that, frequently, troubles due to credit problems 
were because of a lack of foresight on the part of the 
seller rather than on the part of the buyer. He rec- 
ommended that sales departments give proper heed to 
credit departments suggestions and suggested that the 
credit department make a definite effort to see the 
picture from the outside salesman’s viewpoint as well. 


Mr. Tavernier then announced that it was the plan 
to conduct these luncheons along the lines of Rotary. 
He requested that those who attended be prompt so 
that it might be possible to carry out the purpose of 
the meeting on time. He also said that there was in- 
cluded in the plan the attendance of an interesting 
speaker at each luncheon, and that it was the purpose 
to have these luncheons monthly and to cover both 
matters of sales and credit problems. The speaker 
closed by thanking those present for the splendid rep- 
resentation at the first meeting. He then called on 


AT THE LUCAS BROS. BANQUET HONORING 
F. B. C. TINLEY.— (Seated, left to right) Messrs. 
Ostrander, Yenni, Sollers, Whittington, Carey. 
Coppersmith, Healey, Tinley, Kirby, Hammond, 
Faber, Laught, Frank, Wright (of the Globe- 
Wernicke Co.), and Cutair. Standing: Messrs. 
Behm, Theiss, Baum, Kemp, Roberts, of Globe- 
Wernicke; Shearer, President J. Kaufman, Vice- 
president, J. M. Gardiner, Secretary J. Wagner, 
Sales Manager R. Thomas, and ljams, Link, 
Lentz and Westerkam. 
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Howard S. Sanders, executive secretary of the Sta- 
tioners’ & Publishers’ Board of Trade. 

Mr. Sanders emphasized the need for better coopera- 
tion between sales and credit departments because 
general conditions were none too good and could only 
be remedied by better codperation between these two 
departments. He emphasized the plan to make these 
luncheons a regular event and then introduced R. A. 
Jonas, Jr., sales manager of the Oxford Filing Supply 
Company, Brooklyn, as the speaker for the day. 

Mr. Jonas, in his remarks, emphasized definitely the 
need for cooperation between sales and credit depart- 
ments. He stated that he had operated on both sides 
and knew both viewpoints because he had been sales- 
man as well as credit man. He then gave a brief re- 
view of some of the trials of salesmen as well as credit 
men. He pointed out the problems presented from the 
angle of new customers as well as old customers when 
orders were placed and the effect on the morale of 
both sales and credit men when it is necessary to act 
adversely. He referred to some of the many griefs of 
salesmen, due to strict credit policies. He also pointed 
out that the credit man has his grief as well, and that 
it was no pleasure to the credit man to feel it neces- 
sary to cut off accounts. He pointed out some of the 
circumstances which often made it necessary to “hang 
on.” He dwelled on the difficulty frequently to get 
financial statements. He expressed the belief from the 
credit man’s standpoint that ninety-nine per cent of 
slow-paying accounts are honest, but he referred to 
honesty as being only one of three C’s: Character, 
Capacity and Capital. He stated that business needed 
all three of these characteristics. He also emphasized 
the need of a credit man to be careful before he turned 
down an account. The credit man, being in daily con- 
tact with the course of the account, should not be too 
cautious. 

Mr. Jonas then pointed out the difficulties in open- 
ing new accounts and the extent of the problems to 
the credit manager because, if trouble came about, the 
credit man is to blame. He also stressed the need for 
care in handling accounts due to compromise settle- 
ments often being brought about by those who work 
against the best interests of the field as a whole. 

He explained the value of the interchange reports 
of the Board of Trade in showing how the buyer is 
operating elsewhere as well as with the concern in 
question. 

Mr. Jonas also called attention to the fact that today 
we have a new Style of creditors’ meetings. Now, when 
such a meeting is necessary, there is an effort made 
to continue the business and not break it up and take 
what each creditor can get, as was the case in the 
past. Today, we analyze and see what can be deter- 
mined and whether operating sanely and intelligently 
will not bring about saving much of what might other- 
wise be lost. 

Summing up for the credit end of affairs, Mr. Jonas 
stated that it all adds up to need for more cooperation 
between sales and credit departments. 

He pointed out that a proper knowledge of what is 
going on permits the saving of what, in the past, was 
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largely lost. He also pointed out that the slow-pay 
dealer was too often secretive. He fails to realize that 
the credit man desires to save the account, not to de- 
stroy it. He also emphasized that if the spirit of coop- 
eration between sales and credit departments was 
fostered, you would find the credit man defending the 
salesman to the customer, and the salesman defending 
the credit man to the customer. 

Mr. Sanders then opened the meeting for a general 
discussion and invited all present to ask such questions 
as they desired. The forum brought a general partici- 
pation among those present in which it appeared to be 
the opinion of many that the holding down of bad 
debt losses too strictly often operated against the com- 
pany instead of favorably toward it. It was empha- 
sized that it was the duty of the credit department to 
handle questionable accounts in a profitable way. 
That the credit department should find out why slow- 
pay accounts were slow-pay, and in that way learn 
how far to go with the risk. It was also urged that 
the credit department worked to gain the confidence 
of the salesmen so that they might have a better pic- 
ture of what was actually the case. 

Mr. Sanders presented a review of some of the cases 
which had:been presented to the Board of Trade as an 
illustration of what might be accomplished where 
there was proper cooperation. 

ee 


ROCHESTER CO. HOLDS FALL SALES MEETING 


The annual fall sales meeting of the Rochester Sta- 
tionery Company, Inc., Rochester, N. Y., was held 
recently at the Hotel Rochester and was presided over 
by A. A. Plosscowe, sales manager of the furniture 
division. In keeping with the custom of the company 
it was a dinner meeting at which the principal speaker 
and guest of honor was R. A. Maish, director of the 
Dennison Manufacturing Company. The latter com- 
pany was also represented in the persons of E. A. 
Ingalls and A. J. Beyma of the Rochester office and 
R. B. Hulett of the Buffalo office. 

Mr. Maish, in a very interesting manner, portrayed 
the opportunities that are open to salesmen in the 
stationery industry and how these opportunities are 
to be met if salesmen are to be successful. Industry 
products were then discussed in an open forum in 
which the entire sales organization participated. 

This was another in the series of sales meetings 
which have become quite popular with the Rochester 
Stationery Company, Inc. While the character of the 
meetings is educational, they are usually made inter- 
esting and entertaining as well. It is this fact that 
has helped weld the sales organization of this com- 
pany into one of the most aggressive sales forces of the 
stationery industry. 

Those who attended the fall meeting were Mr. Maish, 
E. A. Ingalls, A. J. Beyma, R. B. Hulett, H. Goldstein, 
A. A. Plosscowe, E. A. Williams, M. A. Goldstein, S. 
Whiting, W. H. Becker, J. Goldstein, J. S. Schmidt, P. 
Warren, F. H. Morris, S. Locks, M. Ladwig, A. Gold- 
stein, R. Fraser, G. E. Pinkerton, S. Behelfer, W. 
Adams, R. Duemmel, and F. Baker. 


(Meetings and Dinners Section 
Continued on Page 61) 


STAFF OF THE ROCHESTER STATION- 
ERY COMPANY, INC., AT BANQUET 
WHICH WAS A FEATURE OF THE 
COMPANY'S ANNUAL FALL SALES 
MEETING.—Seated at the head of the 
table as guest of honor is R. A. (Andy) 
Maish, Dennison Manufacturing Co. 
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Ask the Shaw-Walker Dealer 
His Source, of 
éxtta Profits. 


ASK any Shaw-Walker dealer how many extra dollars 
dropped into his pockets last year through the 


A VC Yo Ul sales of products available only from him as the Skyscraper 
dealer in his city. 


Prepared ASK. any Shaw-Walker dealer about the number of 


profitable sales he made because so many Shaw- 
Walker products are of exclusive design and have superior 


for 19 4 9 operating features, both of which are quickly recognized 


by Mr. Consumer. 


* 


9 ASK any Shaw-Walker dealer to tell you how much 


* more productive is his selling time because he 
now has the Shaw- Walker BUYERS’ GUIDE which brings 
together in one place all sales facts, illustrations and prices 
pertaining to our 8,000 items for the office. The BUYERS’ 
GUIDE saves time for both consumer and dealer—and it 


gets plus business. 
crease your net profits in 1939 if you fail 


Profit Mabers 
ij to ask about the Shaw-Walker franchise for 


Available Only In The your city. 


Shaw-Walker Line All correspondence relative to the 
Shaw-Walker franchise is confidential. 


ASK ABOUT 1939 


You're overlooking an opportunity to in- 
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season! Everyone knows them—everyone likes them— 
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CHICAGO TYPEWRITER MEN START NEW YEAR 
With an attendance of nearly thirty, the first meet- 
ing of the year under the new executive staff of the 


Meetings and Dinners Section 
Continued from Page 58 


Chicago Typewriter Dealers Association was held Tues- | 


day evening, November 8. 


Immediately after dinner, when those present were | 
still thinking in terms of food, three turkeys provided | 
by the Ames Supply Company were awarded to the | 
following lucky gentlemen: Sam Fogel, Mid-City Type- | 
Thompson, Earl Thompson | 


writer Exchange; Earl 
Typewriter Service and Frank Kline, Typewriter Sales 
and Service. 

While the spirit of prize awarding was in the air, 
Larry McDonough of the Royal Typewriter Company 
offered some tickets to the six day bicycle races which 
were in process at the time the meeting was held. 
Several were beneficiaries of his largess. 

Following a rising vote of appreciation to Al Hug 


for his fine service as president of the association for | 
two years, Treasurer Robert Novak presented a report | 


indicating that $181.81 was in the treasury. President 


Jessogne introduced the new officers, directors and | 


committee members. He called upon C. A. Thompson 


of the Shipman-Ward Mfg. Company, who responded | 
| sees their backs, but that's enough to a trained eye. He 
| knows each "husky'’—what he can do—and how to get 
| the most out of him. 


briefly as a new member of the association. 

Just before adjournment, it was announced that the 
December meeting would be “Past Officers Night.” 

sneaker catalase  S - 
CHICAGO OFFICE APPLIANCE MANAGERS 
DISCUSS BUSINESS SHOWS 

The business shows scheduled to be held in Chicago 
during the early part of 1939 were the subject of dis- 
cussion at the November meeting of the Chicago Office 
Appliance Managers Association held at the Medinah 
Athletic Club. A. H. Foxcroft of L. C. Smith & Corona 
Typewriters Inc.; Bass Ward of Addressograph-Multi- 
graph Corporation and E. H. Corey of International 
Business Machines Corporation were selected as a 
committee to assist in working out certain show 
problems. 

A Packard electric razor which was displayed was 


donated by Frank Lehman of Dictograph Corporation | 
as a prize to the manager whose office made the larg- | 


est percentage of quota during the last three months 
of the year. Mr. Lehman presented the razor as a 
token of good will when he was transferred from Chi- 
cago to eastern territory. 

J. E. Chestnut, recently appointed Chicago manager 
for Ditto, Inc., made his first appearance as a member. 
ec 
SQUARE CLUB TOLD OF FIRE PREVENTION 

Officers and members of the Stationers Square Club 
of Greater New York, No. 576, held an interesting 
meeting November 17 at the Governor Clinton hotel 
at which they were initiated into the fire prevention 
work being done by the New York fire department. 

Through a representative, Fire Chief and Commis- 
sioner John J. McElligott sent a message to the assem- 
bled club members which was heard as soon as the 
dinner was concluded. In addition to touching upon 
the activities and accomplishments of the fire depart- 


ment in the all-important fire prevention work, the | 


address also told in an interesting manner details of 
the fire department’s never-ceasing task of saving 
lives and property while fighting fires each year. 
2 
I. B. S. A. MEETS AT PEORIA 

With thirty dealers present, a meeting of the Illi- 
nois Booksellers and Stationers Association was held 
at Peoria, Ill, on November 13, under President 
Markelz. 

Following a noon luncheon at the Pere Marquette 
hotel the meeting got under way with a lengthy dis- 
cussion of the Fair Trade Act and its benefits in 
which many of those present participated. 
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Train YOUR eye on "The Line That Can't Be Matched”. 
Each back is easily IDENTIFIED—no substitution or mis- 
take is possible. 

Each has its place in your office set-up and each has 
FADELESS STRENGTH. Just “ask your Panama or 
BEAVER man”. 


IT PULLS 





IT’S WEIGHT 


PANIRA 


Carbon Paper 
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MANIFOLD SUPPLIES COMPANY 


Manufacturers of 
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Here is Imperial’s practical 


way of saying **Merry Xmas” — 





No. 4065 Flat Top Desk— 
60" x 36" x 30” high 


THIS SENSATIONAL NEW STYLE LEADER 





WILL BRING YOU A GREATER MEASURE 

OF PROSPERITY DURING THE NEW YEAR 
Actions speak louder than words! 
So—instead of simply saying 
“Merry Christmas and Happy 
New Year,” Imperial is proud to 
present sensational new  sales- 
builders that will increase your 
office furniture profits during the 
new year. 

Rear View No. 4065 Desk For instance—the ISLAND- 
AIRE Group! Rounded corners, 

wide chromium drawer pulls and mop-proof “island” bases give 

these streamlined desks an extra eye-appeal that will make sales 

history in 1939. 

The Imperial Line includes many other value-ful numbers that 

will help to give you a happy new year—and a prosperous one. 


Get ready for 1939. Write today for complete 
details of the attractive Imperial franchise. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
814 Highland avenue, Manhattan Beach 


HE recent elections, which indicate a growing senti- 

ment of opposition toward certain policies of the 
administration, have apparently come to the rescue 
of business, and farmers and orchardists are feeling 
better despite the recent severe losses by frost. There 
is a bumper crop of oranges and other fruits and 
vegetables—enough, they say, to feed the nation for 
quite some time. It is not always easy to get labor. 
Many men on relief prefer the certainty of govern- 
ment checks, though small, to the higher but seasonal 
larger checks. 

In the office equipment field business is apparently 
gaining in volume. There is quite a lot of new build- 
ing going on in the Los Angeles area, including the 
suburbs, and the activity includes San Diego and other 


towns. 

Ribbon and Carbon Activities—The Ribbon and 
Carbon Association of Southern California met last 
month and partook of a luncheon at the Clark hotel, 
W. E. Sibertson, president, presiding. 

During the luncheon Arthur G. Wilson passed 
around literature he had prepared on the selling 
points of ribbons and carbons; the inexpensiveness ot 
quality, concluded with the query: How do you buy 
your ribbons and carbons? The above topics were 
quite thoroughly discussed. 

Present at the meeting were Nelson G. Ross, Rem- 
ington Rand, Inc.; Charles W. Shallcross, the Shall- 
cross Company; E. W. Billings, Jr., Winn-Billings 
Company; C. K. Bland, Western Carbon Paper Manu- 
facturing Company; Arthur G. Wilson, Wilson’s Car- 
bon Company, Ltd.; Conrad Waltner, Grimes-Stass- 
forth Stationery Company; Robert P. Picou, California 
Carbon Paper Company; C. Y. Milward; Miss M. L. 
Pressey, Bushnell Ribbon Manufacturing Company; 
W. E. Sibertson, American Ribbon and Carbon Com- 
pany, and H. W. Martin, OFFICE APPLIANCES. 

The luncheon took place on the first Thursday of 
the month. 

ok eo * 

Remington Rand Throws Party at Los Angeles.—On 
November 16 the Southern California Division of Rem- 
ington Rand, Inc., gave a luncheon at the Biltmore to 
about sixty dealers and executives of the company. 
The meeting was social, business being taboo. Tw® 
managers from the Buffalo, N. Y., division presided— 
F. M. Echoff of the Buffalo sales division, and W. O 
Cratty of the portable division. Mr. Cratty formerly 
lived in Los Angeles, where he was prominently asse- 
ciated with the Remington outfit. The luncheon gave 
him a chance to renew old associations. During the 
luncheon ten Remington electric razors were given 


away. 
* * * 

Ecclestone in Bay City.—H. O. Ecclestone, manager 
of the southern California division of the Remington 
Rand, Inc., spent a few days in San Francisco and 
intervening points last month. 


a 


Barry Visits L. A.—Charles R. Barry of San Fran- 
cisco paid a visit to Los Angeles last month. He repre- 
sents the Victor Safe & Equipment Company, the Oak- 
ville lines and several other concerns, covering the 
territory from Denver and El Paso west. 

Miscellaneous Items.—On October 29 the Beecher 
& Schacht Company opened a new store at 251 Ameri- 
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RC ALLEN offers such a complete 
line equipped with VISIBLE DIALS, 
VISIBLE PRINTING and AUTO- 
MATIC CLEAR SIGNALS. 


Also Portable Adding Machines six 
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registers in all capacities... and RC 


ALLEN 10 Key Calculators. 


Write for Catalog No. 20 describing the com- 
plete line of R C ALLEN Figuring Machines. 


ALLEN CALCULATORS, INC. 
292 East 40th Street, N.Y. 
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MR. DEALER: 


Here's one you won't run 
into very often 


A MERRY XMAS FOR 1939. 


Of course we wish you a 
Merry Xmas for 1938-——but at 
this late date, there isn't 
much we can do about it to 
actually make it merry. 


BUT 


1939 is something else 
again. We can do something 
about that. That is, if 
$450.00 extra profit a year 
hence would give you any 
cause for making merry. 
that $450.00 and more is 
yours if you can sell at 
least two typewriters per 
month! And it would be 
pretty hard not to do that 
even if you put a smallpox 
Sign on the front door. 


And 


So just use this coupon and 
get it in the mail pronto. 
By return mail you'll get 
the "secret" of the $450.00 
extra profit. 

Everybody will wish you a 
Merry Xmas for '38. We wish 
you that also, but we'd like 
to help make that wish be-—- 
come a fact in 1939. We'll 
be seeing your coupon. 
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American Writing Machine Co. 


AMERICAN WRITING MACHINE CO., 
115-117 Worth St., New York, N. Y. 


Thanks for the Merry Xmas. I'd like to know about that $450 extra 
profit for 1939. Send details. 


NAME 
ADDRESS 
CITY STATE 
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can avenue, Long Beach. Invitations were extended to 
the trade and other friends to attend the opening. 
There was a very satisfactory attendance. 

* * * 

Elmer Stacy, sales manager of the Spencerian Pen 
Company, has made arrangements to put in a com- 
plete stock of pens in Los Angeles. C. J. Shubert, Jr., 
will attend to details. 

* ca * 

R. Lyle Simpson, for several years assistant sales 
manager of the printing paper department of Blake, 
Moffitt & Towne, has been appointed sales manager. 
Don E. Edmond is assistant. 

x x * 

Richard A. Jonas, of the Oxford Filing Supply Com- 
pany, recently paid a visit to the Pacific Coast, as did 
A. A. Belford, vice-president of the Rand McNally 
Company. 

* co * 

Business Stationers, Inc., has changed its name to 
Stephens & Chandler Company. The firm is still lo- 
cated at 237 East Fourth street and the personnel re- 
mains unchanged. 

cd * ok 

The Park Office Equipment Company is a recently- 
formed organization which has opened a new store at 
2615 East Gage street, Huntington Park. 

ae er 42 


| A BAKER GOES MODERN.—The Aurey Baking Company, De- 
| troit, Mich., recently purchased a complete installation of Sikes 


modern furniture for its executive offices. A notable feature 
was the company’s selection of executive posture chairs with 
the new porous Latex back and seat units and the requirement 
that all chairs have the Sikes “Five Point Protection” to guard 
chair and desk against damage. Credit for arrangement of the 
installation goes to Arthur Martratt of the J. L. Hudson Com- 
pany, who sold it. 
oo 
HERLITZ IS U. S. VISITOR 

Hans Herlitz, general manager of Aktiebolaget 
Odhner, Goteburg, Sweden, was a visitor in the United 
States last month and spent considerable time in New 
York City and vicinity. 

During his stay Mr. Herlitz paid visits to several 
important centers in an effort to arrange for the sale 
and distribution in this country of the Odhner calcu- 


lating machine, before returning to Sweden. 
See one 


HALL-MARTIN IN NEW HOME 
The Hall-Martin Company, well-known office sta- 
tionery and supply firm of Portland, Me., has recently 
completed renovation of its new quarters in the Hall- 
Martin building, 56 Exchange street. The job was com- 


| pleted early last month and was followed immediately 


| by the issuance of a cordial invitation from Harry E. 


Martin, president and treasurer, to the company’s 
friends to drop in and inspect the display and stock 
rooms of the new home. 
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Add to vour Sales...make extra profits 
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Quality Products. Every original Speed-O-Print offers to stationery and office supply dealers 


sale leads to continuous and profitable repeat in every town and city. Write today for illus- 
business on Speed-O-Print Supplies. trated catalogue and full details. 


SPEED-0-PRINT CORPORATION...153 N. MICHIGAN AVENUE, CHICAGO 
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You Can Increase 


Your Sales NOW 


For the January Transfer Season 


Show Quality-Bilt 
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Made in letter and legal sizes. 
With 1”, 114” and 2” expanding gussets. 


The logical filing container for grouped 
letters, orders, contracts, etc.. Rein- 
forced tabs insure greater wear. 


QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
CHICAGO 


Factory at St. Paul 
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G. E. PARMENTER 

George E. Parmenter, president of the American 
Crayon Company, who was often affectionately re- 
ferred to as “the grand old man” of the crayon indus- 
try, died November 10 at his home in Branford, Conn., 
in his seventy-eighth year. 

Mr. Parmenter had been in ill health for a consider- 
able time but continued going to his office in New 
York up to a month ago. He was born in Saxonville, 
Mass., the son of Zenas Parmenter who, in 1835, in- 
vented the blackboard crayon for school use. A mill 
was constructed at Waltham, Mass., where Mr. George 
Parmenter lived for many years, leaving for Boston 
some time later to receive his education which in- 
cluded graduation from the Bryant and Stratton busi- 
ness school. 

When the American Crayon Company moved its 
headquarters to New York Mr. Parmenter made his 
home at Indian Neck in Branford but spent his winters 
at the Hotel Astor. It was only within recent years 
that he decided to live at Branford the year around. 

Mr. Parmenter is survived by his widow, Mrs. Luella 
G. Parmenter, and three children, Mrs. Dorothea 
Kramer of Waltham, Guy Parmenter of Georgia and 
Sherman Parmenter of New York. 





+ + 
Cc. A. TANNER 

Charles A. Tanner, president of the C. A. Tanner 
Company, Wichita, Kansas, died last month in the 
St. Francis hospital of that city following an illness 
of more than a year’s duration. 

Mr. Tanner was a charter member of the Kansas 
Book Dealers Association and was prominent in civic 
affairs. He was a member of the Wichita Country Club 
and a golfer of note, having won many silver cups and 
other prizes before being stricken with ill health a 
year ago. 

A native of Nevada, Iowa, Mr. Tanner went to Kan- 
sas when a boy and, forty years ago, settled in Wichita 
where he built up the business bearing his name. 
The company operates a retail store at 122 North 
Main street and a wholesale establishment at 130 
North St. Francis street. 

Mr. Tanner is survived by a widow, Mrs. Maybelle 
Tanner; a sister, Mrs. Mamie Stoddard, Towanda; a 
brother, John M. Tanner, Omaha, Neb., and a stepson, 
W. A. Pickarts, who is connected with the retail store. 

+ - -& 
H. S. MANSUR 

Henry S. Mansur, for many years associated with 
the T. H. Payne Company, Chattanooga, Tenn., until 
he retired four years ago, died November 11 at his 
Chattanooga home, 224 North Crest road. He was 
fifty-three years of age. 

A native of Roxbury, Mass., Mr. Mansur was educated 
at Concord, N. H., and then moved to Haverhill, Mass. 
In 1924 he married Miss Ruth Payne, daughter of the 
late T. H. Payne of the firm mentioned above, and 
took up residence in Chattanooga. 

Mr. Mansur, who is survived by his widow and a 
daughter, was a lifelong member of the Episcopal 
church and was held in high esteem by a large circle 
of friends and acquaintances throughout the South. 


—CG 
+ - & 
J. F. HANSEN 

Stricken with a heart attack on Friday, November 4, 
Jules F. Hansen, superintendent of the fountain pen 
and mechanical pencil department of the Esterbrook 
Steel Pen Manufacturing Company, died the following 
day in the Cooper hospital at Camden, N. J. 

Mr. Hansen, who was sixty-two years of age, had 
been in Camden only a year, going there from Chicago 
where he had been employed as works manager of the 
Wahl Company. He was a native of Denmark and 























If you are not buying our DG 


Grade Index Cards, you owe it 


to yourself to listen to our in- 
teresting proposition. Others 


have and are now glad they did. 
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If your salesmen would carry 
one of our CELL-U-SEAL 
sample sets and show your cus- 
tomers the advantages of CELL- 
U-SEALING, you will sell fewer 


plain guides but more that are 
CELL-U-SEALED and make 


more money per individual sale. 





























If you will demonstrate to your 
customers the advantages of our 
Duo-Topped Filing Folders, you 
will find them easy to sell; your 


customers will like them better 


than single top folders and you 


will make more money per thou- 
sand. Get our salesmen’s sample 


sets for demonstrating purposes. 





One of the prideful items in our line 
is desk letter trays. Made of wood 
that is thoroughly seasoned; corners 
that are locked and glued to with- 
stand long usage; three-ply veneered 
bottoms that are grooved into the 
sides—they won’t warp or split. Your 
customers will select Weis letter trays 


when compared with others . . 
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came to America when a boy, passing the greater part 
of his life in Chicago. During the world war he was 
factory manager of the Curtis airplane factory at 
Buffalo, N. Y., where he won esteem for his exceptional 
skill and ability. 

Mr. Hansen is survived by his widow, a son and a 
daughter, of Chicago; a mother and sister living in 
Los Angeles, and three brothers, two residing in Chi- 
cago, and the third in Michigan. 

+ - - 
OSCAR L. MERTZ 

Oscar L. Mertz, for several years sales manager of 
Proveedor de Oficinas, S. A., Mexico City, Mexico, but 
for the last two years at the head of his own business 
representing U. S. Manufacturers in other fields, died 
suddenly on November 12. Interment was at San 
Benito, Tex. He is survived by his widow and eleven 
year old son. 

Mr. Mertz went to Mexico in 1923 as representative 
of the Johns-Manville Company, which he served for 
seven years before joining Proveedor de Oficinas, S. A. 
as sales manager. His genuine interest in Mexico, his 
sound business practice and his ingratiating personal- 
ity won for him the high esteem of the Mexicans with 
whom he came in contact and the members of the 
American colony. His passing will be regretted by a 
host of friends. 

Because of the long and intimate relation between 
Mr. Mertz and Mr. Ransom, proprietor of Proveedor de 
Oficinas, Mrs. Mertz requested the latter to take over 
the management of the estate. 

On a lengthy tour with Mrs. Mertz and their son 
in 1935, Mr. Mertz gave us the pleasure of a call in 
November. Commenting upon the big way in which 
things are done in the United States, Mr. Mertz re- 
minded that all is relative and that “Mexico also does 
things in a big way”. The remark was indicative of his 
attitude toward the people of the land in which he 


lived. 
+ -- - 


MAURICE SHANEDLING 

Maurice Shanedling, for many years Los Angeles 
representative of the Pacific Stationer & Office Out- 
fitter, passed away last month. He was a man of fine 
character, universally esteemed. His daughter, Miss 
Arline Shanedling, who will perform his duties until 
a permanent successor is appointed, was her father’s 
secretary and office manager for some time. 


- f 
GEORGE WILSON 

George Wilson, for many years vice-president of the 
Clark Bros. Company, Winnipeg, Man., died recently at 
his home, 100 Harvard avenue, that city. He was in 
his seventy-fifth year and had been ill for several 
months. Mr. Wilson, a native of Edinburgh, Scotland, 
went to Canada when a lad of seventeen and had been 
with the Clark company since 1894.—SJL 


jf fb 
T. A. WELDON 
Thomas Andrew Weldon, for many years vice-presi- 
dent of the Provincial Paper Company, Toronto, died 
at his home in Thorold recently at the age of eighty- 
four years. Mr. Weldon was also a director of the 
Interlake Tissue Mills at Thorold. He is survived by 
a daughter, a brother and three sisters —SJL 
+ 
B. C. DENNIS 
Basil C. Dennis, formerly manager of the Richard- 
son Loose Leaf Company, Winnipeg, Man., died recent- 
ly in a Toronto hospital from injuries suffered when 
struck by a falling radiator of the ceiling type. Sur- 
viving are his mother and a nephew, both of whom 
live in Winnipeg.—SJL 
+ 
A. T. ENLOW 
Allen T. Enlow, one of the directors of the Consoli- 
dated Sales Book & Wax Paper Company, Ltd., and the 
Dominion Sales Book Corporation, Ltd., both of To- 
ronto, Ont., died last month at the Toronto General 








As friend 
to friend 


we extend our 
best wishes to 


you for a very 


ferry Christmas 
and a 


Happy New Year 


WE cordially 
thank you for your 
patronage and re- 


peat that we are 


ALWAYS YOUR FRIEND--- 
NEVER YOUR COMPETITOR 


AMES SUPPLY COMPANY 


Manufacturers and distributors of typewriter and adding machine 
platens—parts—tools—ribbons—carbons and supplies 


564 West Randolph Street CHICAGO, ILLINOIS 


37 Murray Street 583 Market Street 


NEW YORK SAN FRANCISCO 
11 Pryor St., S.W., 206 Lane Street 
ATLANTA DALLAS 

617 Commercial Place 


NEW ORLEANS 


BOSTON—CINCINNATI—CLEVELAND—DENVER—LOS ANGELES— 
PHILADELPHIA — PITTSBURGH — SEATTLE — WASHINGTON, D. C. 
LONDON, ENG. 
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My Ribbon and 
Carbon Sales Are 
Definitely UP 


—You ask the reason why? It comes in 
three short but important words: 


BUCKEYE 
TECHNICAL 
TRAINING 


Buckeye Technical Training applied to type- 
writer ribbons and carbon paper is sure to send 
the sales curve up. I[t is served in a style which 
is easy to take, quick to grasp. It provides a 
thorough knowledge of application. 

Through fifty years of practical experience we 
have developed comprehensive information on 
all phases of the business. Each subject is 
covered in a separate treatise. Answers to 
practically all problems the salesman will en- 
counter are supplied. 

Copies of each treatise in sufficient number for 
your sales staff are mailed weekly. In this 
manner all possibility of confusion is elimi- 
nated. You get one subject at a time. The 
series complete constitutes a valuable manual 
with a wide range of up-to-date sales producing 
information. 


No Obligation 


Involved 


Take advantage of this unusual offer. It 
makes no difference what line of ribbons 
and carbons you sell. Your sales will be 
up, too, after taking Buckeye training. 
Write for details. 


THE BUCKEYE RIBBON 
& CARBON CO. 


Manufacturers 


1458-68 East 55th Street 
CLEVELAND, O. 
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Hospital at the age of sixty-four years. Born in Wheel- 
ing, W. Va., the son of John and Susannah Enlow, he 
received a high school education and entered the steel 
industry at an early age. He was interested in educa- 
tional work and was well-known in the community in 
which he lived —SJL 
———————-- —__ 
ROYAL’S PROMOTION MATERIAL READY 
FOR XMAS DEALERS 

Supplementing the biggest Christmas advertising 
campaign in portable history, the Royal Typewriter 
Company, Inc., in line with its traditional policy of 
“dealer first,” has prepared a complete assortment of 
Christmas promotional material for its dealers’ use. 


ROYAL 





ROYAL'S “SNOWSTORM” DISPLAY 


An attractive and colorful folder stresses the Royal 
portable as the ideal gift for every member of the 
family. Featured are Royal’s four famous portable 
typewriters, the DeLuxe, the Speed King, the Standard 
and the Varsity. The double mailing card for dealers 
to use in canvassing prospects is an excellent medium 
for local use. 

Latest and the most unique in the series of displays 
is the new Christmas “Snow Storm” display. Litho- 
graphed in full color, the outstanding feature is the 
illusion of a winter snow storm as seen through a 
window. The tiny white flakes fall and whirl naturally, 
and the well executed painting in the background 
heightens the illusion. 

The snow is kept in continual motion by a novel 
fan arrangement. As shown in the picture, the word 
“Royal” at the top of the display is lighted and stands 
out brilliantly, calls attention to the girl typing in the 
foreground. The use of this display by the dealer is 
not limited to the Christmas season, for the holly 
wreath shown in the window, may be removed after 
December 25, and it is then just as effective as a winter 


season display. 
(jie 


LIND LEASES NEW N. Y. PREMISES 
The Lind Office Machines Corporation has recently 
leased the premises at 1003 Sixth avenue, New York 
City, and will carry a complete stock of adding, book- 
keeping, billing and calculating machines as well as 
typewriters. The company will also conduct a service 
department. 
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STORAGE 
DOUBLE DOOR surface. All bolts, nuts, and hardware are 
ee eS ee thoroughly rust-proofed. 
2004 36”x18"x78 A 
ace pote 5 Seg Commercial Line Cabinets are _ shipped 
«Ve ob X16 XDD i 7. 
SINGLE DOOR either Set-up or knocked-dow n. Write for 
2224 19”x18"x66” price list and dealers’ discounts. 
1. More storage space inside than other 7. Shelves have tubular reinforcement front and 
cabinets of same size. back. 
. Beautiful baked-on satin texture finish. 8. Shelves adjustable up and down on one inch 
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DURABIL 





. Modernistic chrome plated handles. 
- Grooved keyed lock with 2 keys. 
- Positive 3-point locking device locks door 


at top, bottom and center. 


. Heavy gauge steel! doors, pan reinforced 
full length. 





@ This Commercial Line of Durabilt 
Steel Cabinets has been brought out to fill 
an increasing demand for quality equipment 
at low cost. Each one of these cabinets has 
embodied all the latest and best design fea- 
Heavy gauge steel is used throughout. 
Finest grades of enamel are applied to every 


new 


tures. 


centers without use of tools. 
9. Doors swing smoothly on heavy gauge full 
looped, five knuckle strap hinges. 


10. Large steel gliders on four corners of bottom 
make it easy to move cabinet and prevent 
damage to floor. 


ll. Sliding Shelf—Durabilt’s own development—can be attached to any 


Durabilt cabinet (36 inches x 18 inches deep). 


right for details.) 


(See illustration at 


DURABILT STEEL LOCKER CO. 


459 Arnold Ave. 
SALES OFFICES IN ALL PRINCIPAL CITIES 


Aurora, IIl. 








WARDROBE 


DOUBLE DOOR 
Stock No. W. D. H 
2304 36x 18"x78” 
2306 36”x24”x78” 
36”x18"x66” 


2324 
SINGLE DOOR 
2524 19”x18"x66” 


Sliding Shelf 


A Durabilt storage cabinet 
equipped with a sliding shelf 
(note illustration) is a most 
useful item in any office, fac- 
tory or store. Checking is 
done on the shelf—no need 
to carry heavy books or files 
to a desk or table. When Slid- 
ing shelf is not in use—just 
slide it back out of way. Slid- 
ing shelves fit 36 inch wide 
cabinets 18 inches deep. 





Dealers Wanted 


We would like to contact aggressive 
dealers in every locality who can sell 
cabinets. Durabilt features help reduce 
price resistance and will aid your sales. 
Write or wire for complete information 
on our sales plan, 
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hen you see a whole 

window devoted to 
one line, you can bet your bottom dollar that 
that line is tmportant—and profitable to the 
dealer! 
@ This is exactly what the Pembroke Com- 
pany, top flight stationers of Salt Lake City, 
Utah, proved to themselves with Columbia 
merchandise and Columbia’s unique selling 
plan. 
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@ And this is exactly why you have seen so 
many other dealers’ windows also in recent 
Columbia advertisements proving that 
progressive dealers, regardless of location, 
feature Columbia Ribbons and Carbons be- 
cause they are definite business builders. 
@ Columbia quality, Columbia cooperation, 
Columbia service can make Columbia prod- 
ucts equally profitable to you. If you want 
to know how it is done, write us. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., Ine. 
Main Office and Factory: Glen Cove, L. I., N. Y. 


New York: 305-313 East 45th St. 
LONDON, ENGLAND; SYDNEY, AUSTRALIA 


FACTORIES: MILAN, ITALY; 


Kansas City, Mo.: Dwight Bldg. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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ANGLO-AMERICAN TRADE PACT WILL BOOST U. S. 
STATIONERY EXPORTS 

The recently-concluded reciprocal trade agreement 
between the United States and Great Britain, which 
links two countries with forty per cent of the world’s 
trade. is expected to substantially increase American 
exports in the stationery, office machines and equip- 
ment industry. 

Government officials have estimated that between 
$1,500,000,000 and $2,000,000,000 in trade will be directly 
or indirectly affected, a generous portion being that of 
the office equipment industry as a whole. The impres- 
sive scope of world trade may be determined from the 
government estimate when it is realized that the trade 
agreement with Great Britain and a large part of her 
colonial empire does not include Australia, New Zea- 
land, the Union of South Africa, Ireland, India, Burma 
and Southern Rhodesia. 

Office Machines 

Reductions averaging about one-fourth have been 
obtained in the rates of duty on standard typewriters, 
calculators, accounting machines, cash registers, dic- 
tating machines and certain other office appliances. 
The actual figures and definitions of the machines, 
supplies, etc., are as follows: 

Furniture made wholly or mainly of metal (includ- 
ing aseptic hospital furniture), the following: tables, 
stands, desks and counters; chairs (other than pedes- 
tal chairs with reclining movement), stools and seats; 
bookcases and bookshelves; cash and deed boxes; 
drawers and cupboards; shelves; storage bins and 
storage racks; office letter racks and letter trays; lock- 
ers; safes and cabinets, including filing cabinets made 
wholly or mainly of metal, duty reduction from twenty 
to fifteen per cent. 

Machinery and Apparatus 

Sound amplification apparatus (other than hearing 
aid appliances designed for use of the deaf), the fol- 
lowing: Amplifiers, loud speakers, reduced from 
thirty-three and one-half to twenty-five per cent 
reduction. 

Office machinery of the following kinds, other than 
machines operated in conjunction with punched cards: 
Accounting machines, calculating machines, adding 
machines, listing machines, bookkeeping machines, 
billing machines, posting machines and any combina- 
tion thereof, including typewriters incorporated in 
these machines, reduced from twenty to fifteen per 
cent reduction. 

Typewriters, with or without cases (not including 
electric typewriters, accounting, adding, listing, book- 
keeping or billing machines or typewriters incorpo- 
rated therein), of a weight exceeding 22 pounds and 
of a value exceeding £6 (approximately $28.20). Other 
office machinery of the following kinds: Addressing 
machines, letter opening machines, letter sealing ma- 
chines. Machines, other than typewriters, of a type 
specially adapted for the mechanical writing of checks, 
stamp affixing machines, machines of the types used 
for the automatic production of typewritten corre- 
spondence, with or without motors, but not including 
typewriters used in connection therewith. Coin sort- 
ing, counting and wrapping machines. Perforating 
machines, postage franking machines, reduced from 
20 to 15 per cent. 

Stationery 

Stationery, the following: Drawing 
from 20 to 171% per cent. 

Paste and mucilage, prepared, in small containers, 
reduced from 20 to 15 per cent. 

Rubber bands, reduced from 20 to 15 per cent. 

Rubber erasers, of a value exceeding one shilling, 
eight pence per pound, reduced from 20 to 15 per cent. 

Parts for files, list binders, indexes and pen nibs, 
no reduction from 20 per cent. 

Paper clips wholly of wire, of a value exceeding 412d. 
per pound, 14d. per pound or 20 per cent, whichever 
is the greatest, reduced from 33 1/3 per cent. 

Reductions reached in the United States-Canada 
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NON-SKID EASEL 


NOTEBOOKS 


STAND ALONE 





ATTRACTIVE—in design 
PRACTICAL— in use 







Eye-tint (green) 
or regular white paper— 
in the three standard rulings— 
size 6x9/80 leaf. 





Also available in size 434x9/80 leaf— 
standard wide ruling only. 





Samples and further information will be 
forwarded promptly, to all interested dealers. 


ROCKWELL-BARNES 
COMPANY 


1515 WEST 38th ST., CHICAGO 
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Nearly a score of years ago 


UHL STEEL 


Posture Chairs 








were put on the market and won the orig- 
inal approval of the American Posture 
League, Inc., New York City, a group of 
scientists, physicians, surgeons, physical 
culture experts, welfare workers, etc. 


. . Their object was to further the health 
and efficiency of seated workers of all 
kinds by finding the basic principles of 
Correct Posture Seating. . . 


Industry soon realized that conserving 
health and strength of office and factory 
workers, by providing them with proper 
seating, was a very profitable investment. 


. . Increased production and satisfactory 
service followed all installations. The 
idea gained tremendous impetus and to- 
day there are hundreds of thousands of 
workers comfortably seated on UHL 
Steel Posture Chairs. Many of these 
chairs, in use from ten to 18 years, are 
still giving good service. . . 







UHL Steel Posture Chairs are 
made from high quality mate- 
rial by skilled workmen. Dur- 
able Finish. 


MANY 
STYLES 


MODEST 
PRICES 


Ask 


Cata- 


log 





No. 9606 


The Toledo Metal Furniture Co. 
1660 Hastings St. Toledo, Ohio 


Manufacturers of 
Typewriter Stands, High Desk Stools, Vault Trucks, 
Filing Stools and Tables. 


Also Factory and School Furniture. 
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trade agreement on office machines are as follows: 

Typewriters and parts, from 25 to 20 per cent; Dic- 
tating machines, etc., and parts, from 20 to 12% per 
cent; Bookkeeping, calculating, invoicing machines 
and parts, n.e.s., from 20 to 12% per cent; Adding 
machines and parts, from 20 to 12% per cent. The new 
rates are effective January 1, 1939. 

Imports Into U. S. 

Concessions on imports into the United States af- 
fecting the office equipment industry are as follows: 

Graphite or plumbago: Crystalline—lump and chip, 
reduced from 30 to 15 per cent. Amorphous, from 10 
to 5 per cent. Dust, from 30 to 15 per cent. 

Chrome metal or chromium metal remains at 25 per 
cent. 

Pens, of plain or carbon steel, from 15 to 12 cents 
per gross. Wholly or in part of other metals (except 
gold) from 18 to 14 cents per gross. 

Luggage hardware including locks, from 45 to 30 
per cent. 

Typewriter spools, from 45 to 25 per cent. 

Styluses, from 45 to 22% per cent. 

Furniture (other than chairs) wholly or partly fin- 
ished, wholly or in chief value of wood, from 40 to 25 
per cent. 

Carbon paper, coated or uncoated, valued over 15 
cents per pound: Weighing not over 6 pounds per 
ream, reduced from 6 cents per pound plus 20 per cent 
to 4 cents per pound plus 15 per cent. Weighing over 
6 pounds and less than 10 pounds per ream, reduced 
from 5 cents per pound plus 15 per cent to 4 cents per 
pound plus 10 per cent. 

Handmade paper, and paper commonly or commer- 
cially known as handmade or machine-handmade pa- 
per, weighing 8 pounds or over per ream, valued at 50 
cents or more per pound, from 3 cents per pound plus 
15 per cent to 2 cents per pound plus 10 per cent. The 
same rate applies to drawing paper, whether made by 
jand or machine. 

Plain cut envelopes, filled or unfilled, made of vari- 
ous kinds of paper, reduced from rate on paper plus 
5 per cent to rate on paper plus 2% per cent. En- 
velopes, filled or unfilled, tinted, bordered, embossed, 
printed, lined, or decorated in the manufacture of 
(except lithographic), made of various kinds of paper, 
reduced from rate on paper plus 10 per cent to rate on 
paper plus 5 per cent. Envelopes, filled or unfilled, 
lithographed in the manufacture, made of various 
kinds of paper, reduced from rate on paper plus 30 per 
cent to rate on paper plus 15 per cent. 

Blotting paper, reduced from 30 per cent to 15 per 
cent. 

Books, unbound, sheets, or printed pages of books 
bound in leather; other bound books, except those 
bound wholly or in part of leather; pamphlets; music 
in books or sheets; and printed matter, except prayer 
books, tourist literature, and diaries, of bona fide for- 
eign authorship, reduced from 15 per cent to 7! per 
cent. Other than of bona fide foreign authorship, 
reduced from 25 to 20 per cent. 

Maps, charts, blank and slate books, engravings, 
etchings (except diaries, notebooks and address books) 
reduced from 25 to 20 per cent. 

Leather 

Rough-tanned walrus leather, reduced from 25 to 15 
per cent. Leather bags and other luggage, not fitted; 
leather cases, rolls, boxes, handbags, reduced from 35 
to 25 per cent. Leather luggage and other articles, 


fitted, reduced from 50 to 35 per cent. 


JONES AND DEAR OPEN NEW BUSINESS 

S. T. Jones and Howard Dear, both well-known in the 
stationery and office supply field throughout the South, 
last month opened a business at Jackson, Miss., under 
the name of the Standard Stationers, 207 South State 
street. Both Mr. Jones and Mr. Dear have been lo- 
cated in the same vicinity for a number of years and 
have been connected with the stationery industry in 
various capacities. 
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THE HOTCHKISS SALES COMPANY 


NORWALK, CONN. 








December, 1938. 





Dear Mr. Dealer: 


One of the greatest pleasures 
of the Christmas season lies in acknowl- 
edging friendships, and it is with this 
thought in mind that we send you our 
Sincere greetings. 









The business you have entrusted 
to us is indeed appreciated, and we hope 
that with the turn of each year, the 
pleasant relationship existing between 
us will be increased and strengthened. 








Wishing you a Merry Christmas and 
a Happy New Year, we are 






Cordially yours, 







THE HOTCHKISS SALES COMPANY 


Norwalk, Conn. 
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ame 400 Line --- 
Seow ‘Transfer Cases 











3 GRADES.-.-- 


ECONOMY GRADE—Without rollers 


STANDARD GRADE—Two roller construction 
HEAVY DUTY GRADE—Four roller construction at small price differ- 
entials 





10 FEATURES -.-- 


1. Heavy gauge steel case work, completely enclosing the drawer. 

Band iron frame at front and rear inside of case work, making it 

impossible for cases to sag when loaded to capacity. 

Angle reinforcements at four corners extending length of case. 

Drawer body with rolled edges to reinforce drawer sides. 

Clip for intermembering cases vertically. 

Center of front frame drilled for bolting, thus insuring rigidity at all 

times. 

7. Roller bearings optional. Cases may be had with two or four rollers 
at slight additional cost. 

8. All of the 400 series drilled for rollers, 
which may be installed in the field in a 
few minutes’ time. 

9. Maximum storage space 2634” of inside 
drawer depth. 

10. Optional channel bases for front and rear 

SHCURITY transfer of cases. 


cases, each drawer with 
a minimum load of 50 
Ibs. of filing material. 
The band iron frame 
construction prevents 
drawers from _ binding 
when stacked to this 
height. 
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The transfer season is here! A tremendous volume of 
records will be transferred within the next two months. 
AND, we feel safe in predicting that the majority of con- 
sumers will demand an all-metal file. 

Order a sample stack now and instruct your salesmen to 
put a little extra pressure behind SECURITY transfer cases. 
They'll get real results. 


SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL NEW JERSEY 


A stack of four 
transfer cases 
with channel 
bases. 
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CLARKE & COURTS BUYS KIRKHAM, INC. 


The J. E. Kirkham, Inc., Houston, Tex., last month 
was acquired through purchase by Clarke & Courts, 
Inc., of the same city. Announcement of the merger 
was made by Sealy Hutchins, Jr., president of the 
purchasing company. 

At the same time it was announced that J. E. Kirk- 
ham, owner of the firm bearing his name, and an 
expert on office equipment and filing systems, will 
become a member of the Clarke & Courts service 
personnel, and will continue using his talents on 
behalf of the businessman of the Southwest. In speak- 
ing of the appointment Mr. Hutchins said: 


“We are very much gratified to be able to welcome 
Mr. Kirkham into our organization. His wide knowl- 
edge of office equipment and intimate familiarity 
with the problems of efficient office operation will 
be of the greatest value to our clientele, as it has 
been to his. For more than ten years Mr. Kirkham has 
served Houston business as exclusive local distributor 
of several leading lines of wood and metal office 
furniture. These lines will be added to our existing 
exclusive distributorship. Mr. Kirkham as a member 
of our service personnel will bring an experience that 
we believe will be unique in this section.” 

: eciatine 
RETIREMENT OF FRED L. McNALLY ANNOUNCED 


Fred L. McNally, for many years executive vice- 
president and sales and advertising manager of Rand 
McNally & Company, 536 South Clark street, Chicago, 
retired November 1 from active management for rea- 
sons of health, according to an announcement made 
last month by Andrew McNally, president of the 
company. 

The election of A. A. Belford as general manager 
was announced at the same time. Mr. Belford has been 


a vice-president of Rand McNally & Company, in | 


charge of the firm’s San Francisco office, for nineteen 
years. He takes to his new position a wealth of ability 


and business ingenuity and a deep understanding of | 
dealer’s problems gained during his service extending | 


over the past two decades. 
‘atiinasiiiiglitai 


CHICAGO O. M. A. TO MEET IN FEBRUARY 


The fourth annual office equipment display of the | 
Office Management Association of Chicago will be held | 


at the Palmer House, Chicago, on February 14, 15, 16 
and 17, according to a statement last month of J. C. 
Staehle, publicity chairman of the association. 


A feature of the exhibition will be the setting | 
aside of February 14 as “Executives’ Day” for which | 


special tickets will be printed and mailed to business 
leaders in the Chicago area. The display will be 
opened at noon each day. 








i _ * > tO 8&8 


MASTER CONLON ARRIVES 


Ed. Conlon, well-known representative of the Rock- 
well-Barnes Company, Chicago, is still receiving con- 





gratulations on the birth of a son on November 6 at | 


the Immanuel hospital, Omaha, Neb. The young man, 
who has been named Frank Fowler Conlon, and his 
mother are both doing nicely, according to latest re- 
ports from the proud father. 


_—_— Oo 


WELCOME TO MISS DIEHL 


Everyone connected with the Diehl Office Equipment | 


Company, Columbus, Ohio, is showering William R. 
Diehl, Jr., with congratulations on the birth to Mrs. 
Diehl on November 9 of a baby girl. In a letter an- 
nouncing the event, W. R. Diehl, Sr., reports “all 
doing fine including Grandpap Diehl.” 
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“TDEAL® 


FOR DUPLICATORS 
AND BUSINESS MACHINES 


Here’s the stand made to order for light duplicators. It fills 
a real need. It’s a quick moving, profitable item for dealers 
everywhere. Available in both heavy and light duty types. 
Note how the dimensions of this stand make it ideal for 
duplicators. Top is 24 in. wide x 17% in. deep. Height 30 in. 
Large wooden drawer, 191 x 13 x 5% in., for storing ink, 
paper, and other supplies. Adjustable shelf optional. 

















Model No. 63 heavy duty stand illustrated, with foot locking 

device. Also with caster or ball feet, and hinged shelves. Also 

light duty stands of same dimensions, with casters or ball feet. 

Write for catalog showing “‘a type and size for every need.” 
We sell through dealers only 


SHERMAN-MANSON MFG. COMPANY 
625 South Kolmar Avenue, Chicago 


| 
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BUSINESS MACHINE STANDS 








30 








N O \\ when business with renewed con- 


fidence looks ahead to greater activity and better 
conditions in the new year, recommendations for 
office re-furnishing will be received with favor 


. . Recommend 


Pity R 





OFFICE DESKS 


Impressive in exterior appearance, harmonious 
design, best quality finish and improvements in 
personal convenience, storage, security and acces- 
sibility mark this new desk. Its solid, substantial 
base and levelling device assure a perfect working 
surface. More knee and foot space, all corners 
rounded, floer easily cleaned—drawers operate 
quietly and are fitted with improved locking de- 
vice. Double drawer located at top of left pedestal 


provides a most convenient vertical letter file. 


Order your ZEPHYR now for display and demon- 
stration. And get our catalog showing ten modern 


styles of Jackson Office Desks. 


Jasper Office Furniture Co. 





INDIANA 








OFFICE APPLIANCES 


BUSINESS EQUIPMENT CO. IN NEW S. F. HOME 


The task of moving one of the largest and best- 
equipped office machine and supply houses on the 
Pacific Coast was completed recently when M. L. Shenk 
established the Business Equipment Company in new 
quarters at 517 Market street, San Francisco. The 
former location was 230 California street. 

Established only seven years ago by Mr. Shenk, who 
yas formerly with the Elliott Fisher Company and the 
Burroughs Adding Machine Company, the organization 
maintains one of the largest stocks of adding, book- 
keeping and calculating machines in the West, with 
practically every known make to choose from. Row 
upon row, the machines stand ready for inspection, 


views of the new home of the Business Equipment Company 

at 517 Market street, San Francisco. The company, which is 

headed by M. L. Shenk, was formerly located at 230 California 
street, and was established on January 5, 1931. 


arranged in such a manner that ample space is pro- 
vided for prospective customers to thoroughly inspect 
each one from every angle. 

“Space and lots of it is the factor we strive for 
in demonstrating and selling office machines,” Mr. 
Shenk explained in describing the layout of the new 
store. “Buyers of such merchandise are not to be hur- 
ried, and desire ample time to inspect and study a 
machine at their leisure. The salesman, too, needs 
plenty of space for his demonstration. For this reason 
we have arranged the additional space given us at 
our new location in such a way that each machine can 
be taken from the ranks and given an isolated spot 
for as long as the customer or salesman desires.” 

Mr. Shenk started his career with Elliott Fisher 
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GET READY FOR THE (PEAK) 
MONTH ON FILING SUPPLIES! 

















In January you will sell FE os==== 
more folders, guides, index jw ray 
cards and other filing sup- 
plies than in any other 
month of the year. Are 
you ready for this peak 
demand? Can you supply | 
your customers from stock, S | 
meet the competition of 21 } iJ) 
direct sellers, fill the un- 
usual request with speedy 
delivery? The answers are 
all “‘yes,”’ if you are a 
dealer! 





“You can’t sell what you 
haven't got’’.—Check your 
stock today! 


well-stocked Oxford 


WHY OXFORD IS YOUR BEST 
SOURCE FOR FILING SUPPLIES: 


1. Sales only through dealers. 


Consumers cannot buy Oxford filing supplies 


direct. You can bid on the big orders in your 
territory, and know that Oxford is not going in 


the side door. We repeat: Oxford does not 


sell direct. 


Yet Oxford merchandise ts strictly competitive. 


2. Filing supply specialists. 

The energies of the Oxford organization are 
devoted entirely to the manufacture of better 
filing supplies. These supplies are not incidental 
to a line of furniture or other office equipment. 
They are as good as only specialization can 
make them. 


3. A complete line. 


A glance through the Oxford Handbook will 
convince as to the completeness of the Oxford 
line. Send for a copy today! In addition, 
Oxford corrugated board files, so widely used 
and preferred, give the Oxford dealer a big 
advantage in this important market. 


4. Advertising and sales helps. 


Window displays, circulars, display stands, 
demonstrator equipment, sample sets, electros, 
and advertising layouts are at the disposal of 
the Oxford dealer to help him put across his 
sales story. The Oxford illustrated Handbook, 
with products pictured in full color, is extremely 
helpful in showing customers the outstanding 
quality features of Oxford products. 


Let us prove it during January 


and watch your sales during this peak month touch a new high, because your 


filing supplies are 


“the product of specialists.” 


OXFORD FILING SUPPLY COMPANY 


340 MORGAN AVE., BROOKLYN, N. ¥.—125 SO. 8TH STREET, ST. LOUIS, MO. 
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LAW LIBRARY, FIELD BUILDING, CHICAGO, ILLINOIS 


It is not by accident that the Steelcase Line enjoys such an outstanding 
measure of year-in and year-out success. More buyers specify Steelcase 
Equipment because they readily appreciate the many exclusive features 
of construction, performance and design. Steelcase is a consistent 
profit builder for any ambitious dealer. Let us tell you why. A line 


from you brings the facts. 
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Buyers METAL OFFICE FURNITURE CO. Tie To! 
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in 1906 at Harrisburg. When he resigned in 1928 to | 


go to Burroughs he was head of the Elliott Fisher 
Detroit agency. 
9 
GOVERNMENT GIVES PENCIL FIRMS EXTRA TIME 
TO ANSWER PRICE-FIXING CHARGES 

Thirteen pencil manufacturing companies which last 
month were charged with fixing and maintaining uni- 
form prices have been granted thirty days additional 


time in which to file an answer to the allegations by 


the Federal Trade Commission. 


The companies named in the complaint, are mem- 
bers of the Lead Pencil Association, Inc., the president | 


of which, William A. McDermid, has also been named 


a respondent. In its complaint the Federal Trade Com- | 


mission charges that 
respondents place within them the power to control 
and enhance prices, and constitute unfair methods of 
competition fh violation of the Federal Trade Com- 
mission Act. 

The thirty days grace was added to the original 


“the acts and practices of the | 


twenty days permitted by law in which to file an | 


answer. 
The respondent companies are: Joseph Dixon Cru- 


cible Company, Jersey City, N. J.; The Eberhard Faber | 
Pencil Company, Brooklyn; The American Lead Pencil 


Company, Hoboken, N. J.; Eagle Pencil Company, Inc., 
New York, and its subsidiary, Blaisdell Pencil Com- 
pany, Philadelphia; 
New York; General Pencil Company, Jersey City, N. J.; 
Hassenfeld Brothers, Inc., Providence, R. L; 
Pencil Company, Shelbyville, Tenn.; Reliance Pencil 


National | 


Richard Best Pencil Company, | 


| 


Company, Mt. Vernon, N. Y.; Universal Pencil Com- | 


pany, San Leandro, Calif.; Red Cedar Pencil Company, 
Lewisburg, Tenn.; and Wallace Pencil Company, St. 
Louis, Mo. 








STRIKING AND HANDSOME EXHIBIT OF THE FRIDEN CAL- 
CULATING MACHINE COMPANY.—This fine display booth, 
under the management of H. E. Williamson, manager of the 
Los Angeles office, was maintained by Friden at the Pacific 
Coast Regienal Controllers’ Congress recently. A number 
of office machine manufacturers displayed their products at 
the Congress where the Friden exhibit was greatly admired 
for its artistry as well as its practical features. 


te 
ROYAL CONDUCTING STRONG YULE CAMPAIGN 








Utilizing an intensive advertising campaign on port- 


able typewriters, the Royal Typewriter Company, New 
York, is this year appealing more strongly than ever to 
the Christmas market. 

Through the use of magazines, radio and newspapers 
it is estimated that more than 166 million persons 
will see, read and hear Royal ads, all of which stress 
the Royal portable as a Christmas gift for every 
member of the family. 

The newspaper schedule includes four color, back 
cover ad in several nationally-known periodicals while 
the advertisements will appear in more than a dozen 
publications. 
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INCORPORATED 


SALES AGENCIES IN LEADING CITIES THE WORLD OVER 
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Your Customers 











BUSINESS 
Complete pRecorp 
PROTECT 





ACCO 


in all 


punchings. 


ACCO 
PUNCHES 


are unsurpassed in 
quality and workman- 
ship. Designed for 
use with Acco Fast- 
eners. 














wi ae ACCO 
Phi COVERS 
Wie VAY 
YS re of genuine pressboard | 
Y are the most practical 
and economical bind- 
“=; ers on the market. 
=a = Made forall sheet sizes. 
of genuine pressboard are rn 
the last word in fine pro- sane 
tection. 
; 
Write for Catalog. Your 
Jobber Stocks Acco. 








ACCO PRODUCTS, Inc. 


39th Ave. & 24th St. Long Island City, N. Y. 


ACCO PRODUCTS 
At Filing Supply Time! 


Push 


Need 


ACCO’S 


ION 


FASTENERS 
capac- 
ities are avail- 
able for all 
commercial 
and school 
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WOODBRIDGE RETURNS TO INDUSTRY AS 
DIRECTOR OF DICTAPHONE CORP. 
Returning to the office machine industry after an 
absence occasioned by his entry into another field 
some time ago, C. King Woodbridge, former president 
of the Dictaphone Corporation, last month was elected 
a director of that company at a meeting held in 

New York. 

In taking up his new duties on the Dictaphone board 
of directors Mr. Woodbridge is returning to a business 
he knows and loves, and one to which he has given 
a great deal of time and effort in the past. And his 
record in the business world is one of which he is 
justly proud. 

Mr. Woodbridge had acquired considerable knowl- 
edge of and experience in the selling field as a sales- 


| man for the Keith Shoe Company, and the Loose-Wiles 


Biscuit Company when he joined the Dictaphone Divi- 
sion of the Columbia Graphophone Company. His ca- 
reer aS an executive of note began when the last- 





C. K. WOODBRIDGE 


mentioned company sold its dictating machine to new 
interests and Mr. Woodbridge inaugurated the sale 
and was chosen president and director of the newly- 
formed Dictaphone Corporation. During that period 
he served as secretary and president of the National 
Association of Office Appliance Manufacturers and is 
today an honorary member of that organization’s 
successor, the Business Equipment Institute. 

Five years later Mr. Woodbridge became vice-presi- 


| and later president, of the Kelvinator Corporation 


with which he served until March 1, 1929. Then, 
for two years he served on the directorates of several 
companies before forming and operating American 
Machine & Metals, Inc., a holding company owing a 
diversified group of enterprises. 

But the office equipment field was his strongest 
appeal and in 1931 he was elected vice-president in 
charge of sales of the Remington Rand Business Serv- 
ice, a position which brought under his control the 
supervision of all divisions of the Remington Rand 
domestic organization. During this time he had, in 
spite of his heavy duties, found time to become notable 
in the field of advertising and was elected president 
of the New York Advertising Club. 

During the past few years Mr. Woodbridge has been 
associated with the Arbuckle Bros. Company, a sugar 
refining organization and will remain in that capacity. 

sicnsihlbclliaitiicenicactonani 
HE SENDS MERCHANDISE WITH HIS ADVERTISING 
LETTER 


One of the most effective ways of making direct mail 
promotional letters effective, is to send the customer 
the merchandise being discussed in the letter. 

This is the “trick” used by A. W. Hermann, presi- 
dent of the Office Equipment Bureau, Inc., of New 
Orleans, La., with considerable success over the past 
several years, he reports. 

It is done by enclosing a file card, say, with his 
letter discussing file systems, or the file card enclosed. 
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—You’ll Find Them BOTH in the 





eA FAIR trade policy from the manufacturer represents 


He must have it to live. 
the better 


profits that come from faster selling items with quick turnover. 


bread and butter to the dealer. 


But he also has a right to “ice cream and cake” 


You'll get both “bread and butter” and “ice cream and cake’”’ 
with the Peerless Tuchtype Keyboard. It is not only a fair 


trade item— it is also a better business item—proved by dealer 


after dealer as one of the leading profit makers in his store. 


The Peerless Tuchtype Keyboard is the first practical aid to 
touch typing. It is selling faster than any set of rubber keys 
ever made by Peerless. Three Chicago stationers report sales 
respectively of 80 in four days, 300 since June, 500 to date. 
A Connecticut dealer who never sold keys in quantity just 
\ shoe 


manufacturer took 14 keyboards on sight and will! order more. 


sent in his fourth repeat order for 25 Keyboards. 


A steel company, using key stroke counters to record typing 
production found that Tuchtype speeded production over 5%, 
bought 50 Keyboards and recommended them to all their 


branch offices. 


Peerless Tuchtype is a success! If you haven’t put it to work 


for yourself do that now. Write for particulars at once. 


+ + + + + + + + FH HF HF + HF HF HF OH H H H 


(Peerless 





IT’S Swing -Time 
IN THE CARBON LINE! 


Swing to Imperial for More Business! 


TIXHE days of slow time business for ribbon and 

carbon paper departments are passing. More and 
more dealers are stepping out and stepping up their 
sales with the line—and the plan—they’ve-: proved 


will get the business. They’re swinging to Imperial! 


Only last month an important mid-west stationer, 
friendly to another line picked Imperial for his new 
carbon department—because thorough investiga- 
tion and tests proved conclusively that when it 


came right down to merit Imperial had the goods. 


Another dealer who knows carbon paper and makes 
a specialty of this department, has tested Imperial 
against all the leaders and is enthused to the point 
where he wouldn’t consider any other line because 


Imperial is helping do such a magnificent selling job. 


These and many more dealers are doing a whale of 
a job with Imperial—getting the business that used 
making more sales through- 


Write now for full 


to go to direct sellers 
out their stores. You can, too! 


details about the Imperial plan and the Imperial line. 


PEERLESS KEY-IMPERIAL Mfg. Co., Ime., General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . 


, New York City, 321 Broadway 
BRANCHES: 


Detroit, 1000 American Radiator Building 


Manufacturers with the dealers’ viewpoint 


Chicago, 19 South Wells Street 
Los Angeles, 1127 Wall Street 
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Thus, letters addressed to insurance company’s may 
carry an “expiration” card form with them. 

Another stunt which has worked well is that of fold- 
ing the filing folder featured by the Office Equipment 
Bureau in half, writing the name of the prospect and 
his address on the face of the folded folder, which is 
held together by a fastener, and using this as the mail 


piece.—BART 
—— — 


ROYAL PROMOTES BRAINERD AND KLEIN 


The Royal Typewriter Company last month an- 
nounced the promotion to higher positions of H. F. 
Brainerd, formerly Hartford branch manager, and 
William Klein, former field manager of New York. 
The two men become respectively director of branches 
in the Hartford district and manager of the Hartford 
branch, the latter carrying with it the title of New 
England district manager. 

Spending the greater part of his business career 
in Hartford, Mr. Brainerd is well known to the Royal 
organization. He joined the Company in 1914 in a sales 
capacity at Hartford and was promoted to the man- 





WILLIAM KLEIN 


H. F. BRAINERD 


agership of the Waterbury, Conn., office the same year. 
In 1916 he was named manager of the Hartford 
branch, and has continued in this post since that date. 
Several years ago he was named district manager for 
the Hartford district, and in this post supervised 
Royal’s sales activities in all of Connecticut and East- 
ern Massachusetts. His newest promotion testifies to 
the excellent work he has done for Royal and the high 
esteem in which he is held. 

Mr. Klein, who will take charge of Royal Sales repre- 
sentatives in Hartford as manager of that branch and 
supervisor of the Hartford district, has made an ex- 
cellent record for himself in New York where his 
experience and knowledge of the typewriter business 
made him one of the outstanding typewriter men. 


—— = - —_____— 


ALEXANDER BROS. BUY HONOLULU BUILDING 


Alexander Brothers, Ltd., Underwood typewriter 
agency and distributor for the Hawaiian Islands, has 
recently purchased the property and building in which 
it has maintained a store for the past twelve years. 
The store has been headquarters for the firm’s stores 
on outlying islands of the Hawaiian group. 

The building, located at Merchant and Alaska streets, 
was purchased for a consideration of $30,000 and 
immediate plans for a complete remodeling were 
announced by Fred P. Alexander, president of the 
company. 

Mr. Alexander went to Honolulu in 1924 to become 
associated with the Waterhouse Company, dealers in 
typewriters, general office equipment and furniture. 
On November 10, 1932, the firm of Alexander Bros. 
was formed and took over the agency and assets of the 
typewriter division of the Waterhouse organization, 
which included the Underwood Typewriter Agency. At 
the time of incorporation there were seventy-five 
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The new 3 on 1 


TOT DISPLAY 


A Rer-jemming Stapler 
13 wome, SCHOOL Ano OFFICE B 


Esk 
FORT 


““Santy” Claus, that lovable old once-a-year transi- 
ent, is a temporary part of the TOT Speed Fastener 
display. He and a special Christmas-wrapped TOT 
box have been going out daily for the past month 
and a half—giving an additional boost to dealers’ 
Christmas profits. After December 25th “Santy” 
may be taken from the display and wraps removed 
from remaining TOTS (if any). 


The display itself forms a swell window or counter 
setting for TOT in its walnut, jade and ebony colors 
—shows the wide open non-jamming staple chan- 
nel and tacking feature—catches the attention of 
those with a yen for uses, a love for looks, a mind 
And 


for mechanism and a penchant for price. 


that’s just about everybody. 


Get going with TOT today! 


PARROT SPEED FASTENER CORP. 


Long Island City, N. Y. 


37-18 Northern Blvd. 
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V} stockholders. Since that time Mr. Alexander has ac- 
7] quired their interests and is today sole owner of the 
business. 

The firm operates branches in the islands of Hawaii, 

j. [J Kauai and Maui. In addition to the Underwood line 

JF Mf) of typewriters, it handles Friden calculators, Dicta- 

Jj phones, Underwood Sundstrand adding and calculating 
machines, office accessories and supplies. 

a Stillen . 
ZUCK WINS RITE-RITE PENCIL AWARD 


At the recent conclusion of a campaign launched 
the first part of this year to promote their No. 595 
deal for retailers, the Rite-Rite Manufacturing Com- 
pany announced that the award for the greatest sales 
during the promotion was won by R. Zuck, who covers 
Illinois and the southeastern states. The winner’s 
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@ True Figure Dials for All 3 Factors: 


Provides a Quick Glance Proof of every 
Factor set by Operator. 


4 
*% 


* 


N°: N 
ie trophy, a handsome gold loving cup, was offered by 
= R. A. Sorenson of the Stack-Goble Advertising Agency, 
S 8 T Chicago. Mr. Sorenson handles the Rite-Rite adver- 
( j tising, was one of the originators of the merchandis- 
. | a ing plans behind their sales drive, and sponsored the 
l : - >, =i | contest. 
Be - oo es Ley EF | The campaign was eminently successful in introduc- 
8 a Vb mot 4 =< S | ing new Rite-Rite products to retailers and was built 
C | 


@ Electric Clearance in Any Carriage Position: 
Stop and Clear anywhere... Saves Time! 


@ Multiplies during Entry of 2nd Factor: 
No delay waiting for machine to multiply 
after factors are set up! 


@ Any Multiplication may be Added to 
or Subtracted from Previous Total: 


Calculates and Deducts tare, discounts, etc. 
... all in one operation. 





THE WINNER AND THE RITE-RITE GOLD 
CUP.—On the left is R. Zuck being presented 

















The TREND 4 Zo MARCHANT with the gold trophy of the Rite-Rite Manu- 
ae er ee facturing Company's sales promotion contest. 
Continuously The presentation was made by R. A. Sorensen 
Worthwhile ee of the Stack-Goble Advertising Agency, who 
Rasiives ny sponsored the contest and offered the trophy 
Satistactorily to the winning salesman. 
Exclusive Serviced 
with and around the idea of giving them a complete assortment 
. of low priced mechanical pencils and refill leads in a 
panama oniiedily | compact unit that would show an extra margin of 
Produce Preferred profit. The unit, called the No. 595 Deal, was designed 
Unsurpassed aor for to obtain maximum sales efficiency through a forceful 
as 100%1932 1933 1934 1935 1936 1937 28 years display of products. 
Acpaptence Mr. Zuck is well known to wholesalers in all lines 


MARCHANT SALES GROWTH 
GREATLY EXCEEDS THAT OF of trade handling stationery items and to many re- 


inkats> eabwanidenataeradl tailers throughout his territory as a result of his 
missionary work with Rite-Rite. He has been asso- 


MARCHANT CALCULATING MACHINE COMPANY ciated with stationery sales for many years having 
HOME OFFICE: OAKLAND, CALIFORNIA, U. S. A. had experience with another pencil manufacturer pre- 
vious to joining the Rite-Rite organization in 1935. 


Sales Agencies and Manufacturer’s Service Stations : : 
ise all Principal Cities gg been a winner of several sales promotion con- 
ests. 


TEAR OFF TRIAL COUPON ee 
a ele sapagia paca mma PITTARD TAKES ROYAL’S BIRMINGHAM BRANCH 








§ Gentlemen: ‘ 
a ee ee T. W. Pittard, a member of the Royal Typewriter 
: oe OA-12-398 § Company’s sales staff since 1919, last month was 
g Name : named manager of the company’s Birmingham, Ala., 
9 Address ‘ branch. Mr. Pittard entered the company’s service on 
a : April 7, 1919, was made a foreman on August 20, 1923, 
ca pe Y and appointed an outside salesman in October, 1936. 
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VISIBLE RECORDS 
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FILING LARGE SHEETS 
“Hang them up” in 
OFS 0 Koms O10 oME-34-1-) Met Vosbal-a-e 
This ideal method of 
filing blue prints, maps 
and other large sheets 
oh oa -ba-Baat- bah me) oh olosaabbabhal-\-) 
for sales. 
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Service 


Steel and Wood Office Furniture, 








STEEL DESKS 
Globe-Wernicke steel desks combine 
quality, economy and fine appearance 
. . . made in various styles and grades 
for every office need 


STEEL HORIZONTAL 
SECTIONS 





FILING CABINETS 


There is a Globe-Wernicke steel 
file for every business need and 
price range...better grades have 
exclusive Tri-Guard feature. 


INCREASE YOUR BUSINESS BY SELLING 
DEPENDABLE G/W STEEL EQUIPMENT 


A wide variety of standard and special steel office equipment 
is available to meet the many requirements of modern business 

. keep routine operating smoothly, increase efficiency, save 
time and money. Your customers will like the many splendid 
features that offer extra value to users. 


Horizontal sections are widely 
used for filing records ...also 
by engineers and architects. 
Stock units permit many use- 
ful combinations. 





Globe-Wernicke products are sold only by dealers and we co- 
operate with them. Write for our new catalog, prices, dis- 
counts and information about our valuable, exclusive franchise 
which offers a road to business success free from unsound 
practices and unfair competition. 


STEEL SHELVING STEEL BOOKCASES 


There are many applications for These splendid steel sectional 
Globe-Wernicke steel shelving . . bookcases protect books from 
easy to install . . . can be adapted to dust and damage and more sec- 
individual needs. tions are easily added when 

needed. 


Globe-Wern icke 


Cincinnati, Ohio 
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STORAGE CABINETS 


These well-made storage or 
wardrobe cabinets solve many 
storage problems and are avail- 
able in several styles and sizes. 








Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood Equipment for Libraries, Schools and Public Buildings —Filing Supplies 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving 
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A NEW LINE OF 
STEEL POSTURE CHAIRS BY 


ARTER 


WITH 
VENTILATOR SEATS 












HESE new posture chairs—with ventilator seats—are 
exceptionally easy to sit in. We believe they offer the 
highest degree of comfort in the history of posture 
seating. Indeed the specially designed grill or rest, plus 
the foam rubber cushion, form a great combination—found 
exclusively on these new Harter Posture Chairs. 





Remember, the new Harter seat is the first in which a 
foam rubber cushion is placed on an “open work” grill or 
rest—thus giving the cells in the foam rubber a chance to 
breathe, to do their job without interference. Remember, 
too, that the soft -yielding surface of the seat conforms 
perfectly to every movement of the body. Another thing 
to remember is that this Harter seat is durable—it re- 
tains its resiliency. 

These new Harter Posture Chairs, moreover, are de- 
signed to make correct posture easy and natural. They 
encourage workers to sit erect—in comfort—without no- 
ticeable effort. Correct posture reduces fatigue, makes 
for increased efficiency and permits normal functioning of 








No. 15-D— Self-Adjusting — Posture Chair 
With the new No. 5 seat— 14%" deep x 16" wide 


the vital organs. Correct posture means so much and is x 214" thick. Foam rubber seat cushion 2" thick — 
ee . mounted on steel mesh ventilating seat base—welt- 

so easily attained. ed upholstering. Steel swivel back padded with 
. foam rubber. Base— 14" tubular steel. Seat height 

Harter dealers are enthusiastic about these new Harter adjustable 17“ to 21”. All adjustments self-fitting. 
Posture Chairs because they know that ventilator seats are Important—In order to obtain maximum benefits 
alas ° . . ° the q > 2 " 
comfort-giving, and in line with public demand. Harter wa CC KCC 


dealers know that advanced yet practical features—like the 
ventilator seat—are routine with Harter. 


If you are not a Harter dealer perhaps you would like 
to know more about Harter policies and sales opportu- 
nities. Alert dealers are invited to join our organization. 
Just let us know that you are interested and we will send 
complete details about our dealer plan. 


The HARTER CORPORATION 
Shown above te the pon. There are Puce adjustments 
STURGIS, MICHIGAN nals aauaiietaigeel seek eanghowk ponder 


open steel grill or rest and also, each is made without 
the foam rubber cushion. _ the help of a “service man.” 


MODERNIZE~- HARTERIZE 
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STORE FEATURES SMITH-CORONA IN SEVEN 
WINDOWS 


It is seldom that a store has the facilities to de- 
vote seven large windows to the display of one product, 
but that was the signal honor paid recently to L. C. 
Smith & Corona Typewriters Inc., by the E. W. 
Edwards & Son department store in Syracuse, N. Y. 

The company, one of the largest department stores 
in Syracuse, gave a whole week to the display in the 
seven windows, three of which are reproduced here. 
The windows, singly or as a whole, formed one of the 
finest and most interesting exhibits of typewriters 
of recent times. 

First, there was a historical display which demon- 
strated fifty years of typewriter production. Starting 
with an old Glidden-Sholes model, the exhibition 
included a Smith Premier, a model 1 No. 1 L. C. Smith 
and later models of the same machine. Other ma- 
chines, interesting from a historical point of view, 
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The Boss says that if you order a dozen of 
our new Translucent Bakelite Autopoint 







MUTED pencils, he’ll send me along to display ’em 
for you—and I'll bring 12 free gift boxes 
with me— 

It’s easy to sell these pencils! The colors 
are new and different—Emberglow, Am- 
berclear, Greenclear and Ruby. They’re 
easily a $2.50 value, but the retail list price 
is only $1.00 (or $1.50 with gold-filled 
trim). And you know Autopoint pencils— 


the kind that a4/ways work and have the pat- 





ented “Grip-Tite” tip that holds leads 
firmly down to the last 1/16 inch. 

Take it from me, this new Autopoint is a 
money-maker—and you can always count on 
realizing your fu/l profit on Autopoint prod- 


2 ‘ fu ucts. Send the Boss your order today for 
THREE OF SEVEN WINDOWS DEVOTED BY THE E. W. ED- > 0 Baa. 00 (sil : 
WARDS & SON DEPARTMENT STORE TO PRODUCTS OF sishaniciiis eee sans at\$1.00 (enveuses 
L. C. SMITH & CORONA TYPEWRITERS.—(Top) The historical trim), or 12 No. 50G Autopoints at $1.50 
window, (center) the Syracuse plant window, and (lower) the (gold-filled trim). I'll bring ’em along 


L. C. Smith assembly window. , ' 
promptly—and those 1 2 free gift boxes, too! 





included the Standard folding typewriter used by The- Yours for a prosperous '39—with Autopoint! 

odore Roosevelt on his African hunting expedition in 

1909-10, the Corona 3, used by E. Streeter in writing 4 

his famous world war book “Dere Mabel,” a Corona Coke Autokid 
which went through the Meuse-Argonne offensive with 

its owner, a member of the 77th division. The right- | —qytopoINT COMPANY, Dept. OA-12, 1801 Foster Ave., Chicago, It. 


hand platen of the machine was torn off by shrapnel 
and replaced by a thread spool. The Corona which 
crossed the Atlantic on the first trip of the Graf 
Zeppelin to America, the Corona which won fame at 
the Dempsey-Firpo fight when Dempsey, knocked out 
of the ring by the “Wild Bull of the Pampas,” stepped 
upon the machine in scrambling back into the arena, e 
and the Coronas used by John Edwin Hoag, noted 
author, and Dexter Fellows, press agent of the Barnum 
circus were also exhibited. 

Another window was listed as the Syracuse Plant “The B Better Pencil 
window showing full details of manufacture of the 


Exclusive Distributors to Stationers: 


Mutual Stationery Company, Inc., 368 Broadway, New York City 
Associated Stationers Supply Co., 229 S. Jefferson St., Chicago 
Zellerbach Paper Company, San Francisco, and all branches 
The Brown Bros., Ltd., 100 Simcoe St., Toronto, Canada 
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Patents 
Pending 


PaTEmEe O4MOLR SD 


FihsT 
re ove southe “ETEAR PRINT” 


Stamp Pad with its 
unchallenged Superiority 





NOW 
ve ope roe “ETEAR PRINT” 


SILK TYPEWRITER RIBBONS 


An equally outstanding development 


The result of ink discoveries made in 
perfecting the “Clear Print’ Stamp Pad. 


HERE IS WHY 


“Clear Print’ Ribbons Are Different. 


They write clear and sharp like printing. 

No spread or feathering of the impressions on 
any kind of paper. 

3. Strong, brilliant color, yet easy to erase. 


4. Impressions that are fast to light. 
Non fading regardless of time or exposure. 


5. Ink never dries within the ribbon yet dries 
almost instantly on paper. 

6. Not affected by humidity or climatic conditions. 

Will not corrode, fill or gum the type. 

8. All tests to date show “Clear Print” Ribbons 
give approximately double the wear and service 
of the average cotton ribbon. 


LET US PROVE IT! 


Samples free to responsible dealers. 


PHILLIPS PROCESS CO. Inc. 


194 Mill Street 
Rochester, New York 


Macintosh and Sheridan, 
Washington, D. C. 


i 


~] 
. 


EASTERN DISTRIBUTORS: 
1206 18th Street N. W. 











OFFICE APPLIANCES 


L. C. Smith standard machine, while still another 
showed the Corona portable in various stages of 


assembly. 
a ee 


AUTOPOINT NAMES CAREY NEW YORK DISTRICT 
SALES HEAD 


John C. Carey, of Harrisburg, Pa., who formerly 
operated an office supply and equipment organization 
in the East, last month was appointed district sales 
manager for New York state and Pennsylvania by the 





J. C. CAREY 


Autopoint Company, Chicago. His district will not 
include Metropolitan New York City or Philadelphia. 

Mr. Carey spent the first few days on the job in 
contacting many old friends and acquaintances in the 
eastern territory where, as district manager for Auto- 
point, he has complete jurisdiction of the company’s 


sales. 
cdi a 


KRUMWIEDE TO REPRESENT BORG SCALES 


Through a business deal brought to conclusion last 
month, Elmer Krumwiede, sales manager of the G. J. 
Aigner Company, has taken over the representation of 
the scale division of the George W. Borg Corporation 
of Chicago, selling to the stationery and office equip- 
ment dealers only. The following salesmen will assist 
Mr. Krumwiede in covering the United States, each 
in his respective territory: Robert L. Smith, A. V. 
Gillin, Ted F. Rentz, Phil Mohan, Robert E. Beekman, 








ELMER KRUMWIEDE 


Alwin C. Aigner, Harold O. Atwood and Joe Weiskopf. 

Mr. Krumwiede, who has a wide acquaintance in the 
field and has successfully marketed several lines to 
the trade, announces that the new arrangement does 
not interfere with his present position as sales man- 
ager for the Aigner organization. He also represents 
the Art Steel Company, New York, and the Clarotype 
Company, Inc., New York. 
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Their beauty of finish, 
their excellence of construc- 
tion, the quality of materials 
and the wide 
range of design, 
both standard and 
posture, make 
JASPER CHAIR 
CO. CHAIRS 
leaders in the 


office chair field. 




































Each year 
more people dis- 
cover the comfort 
and satisfaction of 
JASPER CHAIR 
CO. CHAIRS. Each 
year dealers who 

handle them increase 
their sales. 


JASPER CHAIR CO. 


JASPER, INDIANA 


REPRESENTATIVES: 
Geo. A. Litchfield, Sales Mer. 
R. J. Freeman, (Eastern) James S. Fowls, (Southern) 
505 Fifth Ave., New York 3414 Euclid Heights Blvd. 
E. W. Thomas, (Southwest) Cleveland, Ohio 
3004 Mountain Ave. S. H. MacDonald, (West) 
Birmingham, Ala. 521 Lloyd Bldg., Seattle, Wash. 
W. H. Brown, (Chicago-Midwest) 
6708 Glenwood Ave., Chicago 
(Phone ROGers Park 3644) 
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TRANSFER TIME 


means Profit Time 
for dealers who sell 


(TRADEMARK) 


TRANSFILE 


STEEL REINFORCED CORRUGATED FILES 


There will be a big repeat business in 
TRANSFILE Files this season. Users always 
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come back for more. Once you get your 
customers using TRANSFILE Files your job is 
then only a matter of “how many” for they 


get 100°%, satisfaction. 


For economical, safe and accessible filing 
and storing TRANSFILE Files are hard to beat 
—they give a greater measure of service 
every day. The steel reinforcement of all 
edges adds a remarkable rigidity and 
strength to the corrugated board. The file 
drawer with steel roller bearing suspension 
or ball bearing guarantees finger tip acces- 
sibility always. The 2-Way Interlock welds 
units into staunch batteries (see illustrations). 
The Follow Block keeps the contents of the 
drawer in decorous, workable condition. 
The Sanitary Legs keep the units free from 
dirt and dust off the floor. 


If you haven't been selling TRANSFILE Files 


you have been missing some corking good 





business—steady business—and some nice 





Filing Supplies profit, too. Examine a sample and see for 
— the complete 
line, made for the 
dealer — sold 
ly to the deal- 

ar. Pleed ‘com. 4 STYLES — 13 SIZES 
— — — There is a Transfile for 

our stock now! et 

" = , ; every purse and purpose. 


yourself. Write for it today. 


GUIDE SYSTEM & SUPPLY CO., 335 CANAL STREET, NEW YORK, N. Y. 
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FURNITURE MART SCENE OF ANNUAL DISPLAY 


The Chicago Furniture Mart last month was the ob- 
jective of hundreds of buyers who flocked to the 
Windy City to view the annual display of home and 
office furniture and to place a large total of orders 
for the holiday and winter season. 

Among the manufacturers displaying their products 
throughout the big building were several whose offer- 
ings included office and business furniture although 
they did not necessarily make exhibitions of the latter 
lines. These included the following: 


St. John’s Table Company, Cadillac, Mich.—A wide |@m 
variety of tables for the home under the direction of | | 


H. N. Petrie. 

Troy Sunshade Company, Troy, Ohio.—A display of 
office, reception room and lobby furniture including 
desks, posture chairs and chairs, all of which featured 
the company’s well-known chrome-plated finish. Bond 
Houser, Sr., Bond Houser, Jr., and G. F. Fraley in at- 
tendance. 

Murphy Chair Company, Owensboro, Ky.—A fine and 
varied display of chairs of all types including straight- 
back, swivel and posture chairs for the office and 
home. Gleason Murphy in charge. 

Indiana Desk Company, Jasper, Ind.—August Krieg 
was in charge of this exhibit showing a variety of 


home desks, bookcases, chests of drawers, dressers and | 


other items. 


Imperial Desk Company, Evansville, Ind.—Lines of | 


modern desks and bookcases displayed under the di- 
rection of Norman Gerth formed the major part of 
this display. 


Jasper Seating Company, Jasper, Ind.—A complete | 
showing of household furniture with a separate display | 


of office numbers maintained at 529 South Wabash 
avenue. W. J. Gosman in charge. 

Norcor Manufacturing Company, Green Bay, Wis.— 
A display of the company’s line of folding chairs and 
tables with A. F. Krueger in charge. 

Mutschler Bros., Company, Nappanee, Ind.—A large 


and interesting showing of kitchen equipment of the | 
newest labor-saving style, under the direction of R. C. | 


Chapman. 


The Howell Company, St. Charles, Ill.—Chrome-steel | 
office furniture shared honors with other products of | 
this company. William McCredie, secretary and treas- | 


urer, was in charge. 





Ome 


THE STATIONER’S WINDOW MIRRORS 1939 


With a host of new stationery “New Year’s” sug- | 


gestions on display, 1939 comes early to the progres- 


Sive stationer’s window. And it may mirror many | 
sales before the turn of the year, since business must | 


“carry on” as ever with the coming of the new year. 


Such a window that shouts a veritable “Heil” to 1939 | 


is that of Lowman & Hanford on Second avenue, 


Seattle, Wash., filled long before the close of the year | 


with a host of suggestions that are required in doing 
business every day when 1938 gives place to 1939, and 
fresh leaves of the ledger of life and of business are 
turned over for a start so fine in 1939. 

In a measure they are Christmas suggestions as 


well as New Year greetings for the forthcoming year. | 


As an example, Lowman & Hanford is showing in its 
windows a “Time Secretary” with a hole in the center 
of a large annual pad for the insertion of a clock. 


Pages, moreover, are divided like a dial with radiating | 
lines from the clock to give at a glance hours for | 
the next appointment. This suggestion is aimed par- | 


ticularly at doctors, lawyers and others whose day 
may be twelve or twenty-four hours. 

Calendars, transfer cases and files are harbingers 
of the New Year—the close of one calendar year and 
the birth of another. They spell a real “Happy New 
Year” for all in the industry. There is perforce a 
clearing of desks for action with the opening of the 


new year; of transferring papers and records and | 


filing them under the soon-to-be historic “1938” title, 
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You. too, can make 
more money by selling 






—— 


aN SINCE 1858 7 


, GMMR 


/ THE NAME FOR WRITING 


“PROPERLY SELECTED” 
Carbons and Ribbons 


@ Start the new year by getting new business 
in carbons and ribbons. You can do it by selling 
the Spencerian Line with “Proper Selection 
Chart’’—a simple chart that makes it easy for 
your customers to buy the right carbons and 


ribbons for every typing job. 


Because of their high quality—and proper 
Carbons and Ribbons 


last longer, produce better work and build re- 


selection—Spencerian 


peat business. And they protect you from un- 
scrupulous, price-cutting competition because 


they are sold only through recognized dealers. 


Sell the Spencerian Line—and sell your share 
of the big, steady market for carbons and rib- 
bons. Write today for information on our 


complete merchandising plan. 


SPENCERIAN PEN COMPANY 
434 Broadway, Dept. P, New York 














WITH THE TIME-SAVING 


LOX eiStever 


* Costs No More 
* More Convenient 
* Easier to handle 


* Allows closer 
Filing 
* More durable 


* Stronger than tape 





1. Imsert Tab through 2. Then slip through slot 


fastener. to lock. 


A full line of attractive dealer display 
helps and consumer literature . . . Write 
in at once—this item is a real profit maker 


Exclusive with 


National FiberstoK Envelope Company 


429-447 Moyer Street, Philadelphia, Penna. 
Chicago Warehouse, 308 W. Randolph Street 
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as the stationer clears stocks by the process—if he 
ties in advertisingly to these particular office needs. 

Business barometers show a surprising trend in the 
West towards augmented volume, advancing prices 
and larger margins of profit in the months to come. 
So it is hoped by everyone in the Pacific Northwest 
that the twelve good months which lie beneath the 
beautiful picture on the stationer’s Christmas calendar 
will represent the utmost fulfillment of that age-old 
greeting “A Happy New Year.”—CML 


Oo 
GODWIN COMPANY IN NEW HOME 

Marked by the holding of a two-day “open house” 
in an establishment banked high with flowers, the 
Godwin Stationery Company, Birmingham, Ala., last 
month held the official opening of its new home at 
215144 North Twentieth street. 

The store’s staff headed by Mrs. May S. Godwin, 
president of the company, played host to hundreds 
of visitors and for two days conducted them through 
the establishment where they inspected the various 
departments in the two floors. Besides Mrs. Godwin 
the welcoming committee included R. L. McMeans, 


| W. D. Dotherow, Mrs. Eva Abbott, Miss Mary Hudi- 


burg, John Beck and James Laney. 
The company is in its seventh year, having been 





NEW HOME OF THE GODWIN STATIONERY COMPANY AT 

BIRMINGHAM. ALA.—(Top) Part of the main floor containing 

stationery and supplies and (lower) the fine selection of steel 
office furniture for display and demonstration purposes. 


formed by Mrs. Godwin in 1931 in one small office in 
the Empire building. 

Included in its large stock the company carries 
Joseph Dixon Crucible Company pencils, Leopold 
furniture, Imperial furniture, Trussell loose leaf sys- 
tems, Parker fountain pens, Rockwell-Barnes paper, 
Cramer chairs, Commercial furniture, Gunlocke chairs, 
Esterbrook pens, American pencils, Graham paper 
products, Yawman and Erbe filing systems and equip- 
ment, Columbia ribbons and carbons and Boorum & 
Pease blank books and systems. 

isheaagtlyilala aascslinai 


GARBER IN NEW QUARTERS 

On November 15 George I. Garber, one of New 
York’s enterprising furniture dealers, moved into his 
new quarters, a three-story building at 404 Broadway, 
New York City. At a house-warming held on opening 
day many of New York’s furniture clan were on hand 
to wish Mr. Garber the best of luck in his new home. 
The new location is splendid from a retail standpoint 
and Mr. Garber is to be congratulated. 
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HAIRS as modern as the next tick of 
oe clock .. . . with exclusive, 
SALABLE features, including dra- 
matic “5 Point Protection” and the patented 
Sikes “Fixed-Floating Seat.” 
The new Sikes Catalog, No. 20, will be mailed 
about December 15. If you are not a Sikes 
dealer, write now to see if a franchise is avail- 
able in your city. 


The SIKES 


20 CHURCHILL ST. 























~ 
WHAT CHAIRS ! 
THEY HAVE MORE NEW 
SELLING POINTS THAN 
ANY CHAIRS IN THE 


COUNTRY / 
i. ad 






































A Surprise in the New Catalog 
KOOLCUSHION Seating 


One of the SURPRISES to be found in this new “Book of 
Surprises” is KOOLCUSHION seating .... : a forward-looking 
Sikes development with tremendous ee possibilities. _Mod- 
erate in cost, too! 


COMPANY, Inc. 


BUFFALO, N. Y. 
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9t Packs Plenty of Sales Punch— 


This NEW INVINCIBLE 1600 FILE! 


GIVES DEALERS JUST WHAT IS 
NEEDED AT THIS TIME 
— Smart Appearance 
— Improved Construction 
— Remarkable New Suspension 
— All at a Low Price 


QS 














| O wonder this new Invincible 1600 File is making 
L new sales records for dealers everywhere. — Its 
appearance and quality rivals the higher priced lines, and 


its many outstanding features make it the “biggest buy” 


your customers have ever seen. 


The drawers are larger—deeper—with corrugated rib- 
reinforced sides for added strength. Tapered drawer 
heads insure perfect alignment—blistered false front gives 
easy access to up-front papers. Hand grip in rear of 
drawer facilitates easy removal of drawers when necessary. 
Panel type follower, guided on drawer sides, provides 


trouble-free, finger-tip operation—with positive locking. 


The 1600 Invincible Files are extra sturdy — with 


double torque braces on front shelves between drawers 





and front uprights have extra bend to provide greater 


strength and eliminate rough edges. 





The finish is truly rich and beautiful — and improved 
hardware with concealed fastenings adds the final touch 


of smartness to the unit. 





All in all, this new Invincible 1600 File gives you just 








what you need to send your sales and profits up—and 


Up— AND UP! The 1600's IMPROVED SUSPENSION 


Free-floating-roller progressive cradle type. Ten 
rollers in the suspension—eight floating and two 
ball bearing. Live rubber cushioned stops — 





special hardened heavy steel drawer runs 


heavy gauge steel case channels. Suspension 


Write for complete details and prices TODAY! sage Bioeng regions ge rege 


beauty 





FACTORY AND MAIN OFFICE 


INVINCIBLE METAL FURNITURE CO. 2501 thanxtin street 
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NEW MACHINES AND DEVICES SECTION 
Continued from page 51 


The CD-156 is a sub-station which may be used in 
conjunction with any type of Sonotone executive sta- 
tion and includes a manual dial with a capacity of 
eighteen stations. It is a new construction, auto- 
matically returning to normal after conversation is 
completed. 

Ease of operation marks all models of the Sonotone 
system. The user merely presses a key to call or an- 
swer. A calling voice is amplified clearly by a loud- 
speaker but, in case privacy is wanted, lifting the 


receiver brings about the desired effect. 
cacniipialiiiaail ie 





WABASH CABINET COMPANY’S NUBIAN FIBRE LETTER 
GUIDE—This latest addition to the Wabash line was described 
in the October issue at a time when the accompanying illus- 
tration was unavailable. The picture shows the 25-division let- 
ter size which is carried in stock although any special size may 
be obtained to order. The Nubian Fibre guide is also available 
for posting machine letter trays in an assortment of sizes from 
8 x 6 to 12 x 12 inches, and in letter, cap and check sizes. 
Explanatory literature will be sent dealers on application to 
the company’s home offices at Wabash, Ind. 


a Ges 


VISUALITE’S NEW LIGHTING FIXTURE 

A new lighting fixture with a source of light pro- 
vided by fluorescent luminous tubes said to furnish 
from two to five times the usual amount of illu- 
mination has been produced and marketed by the 
Visualite Corporation, Lima, Ohio. 

The lighting fixture shown here, designed for high 
intensity illumination, color matching, inspection work, 








THE VISUALITE LIGHTING FIXTURE 


etc., contains eighty feet of the fluorescent luminous 
tubing. The colors are so arranged and matched to 
approximate a duplicate of pure sunlight. It is made 
in three sizes, 200 watt and 300 watt consumption and 
operates on 100 volt, 60 cycle, single phase AC current. 

The fixture provides light intensity of 100 foot can- 
dles over a relatively large area, and can be suspended 
with rigid or chain chrome hangers. It starts in- 
stantly and is not affected to a material degree by 
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Display these 3 leaders 


they ll 


VICTOR 
MAK-UR-OWN 


TRADE MARK REG. U. S. A. 


INDEX TABS 


for indexing almost every type 





of record, in business, in the 


home—for students, for pro- 
fessional men. Everyone is a 
prospect for these fast-selling 
tabs. Three sizes, seven colors, 
two styles. A stock of Mak-ur- 
own will be one of your most 


profitable investments. 


Gell themselves 





THIS DISPLAY .. . 
in full colors FREE with an 
order for 25 feet of Mak-ur-own 
tabs — will actually SELL Mak 


ur-own for you. 


VICTOR 
TREASURE CHESTS 


CERTIFIED FIRE PROTECTION 





One of the best selling dealer 
items -for the protection of 


papers, heirlooms, manu- 


scripts and similar valu- 
ables for business or the 
home. Bears S. M. N. A. 
one hour label. 5 Models in- 
cludirg new size for legal 
chest 


attractive 


papers. Every 


equipped with 


display card. 


VICTOR 
DUPLICATOR STENCILS 


ame 


omescseae IN 
so Seema “ 






K and SUPPLIES 


including the new 
VISIBLE GUIDE LINE 
STENCILS with the typing 


guides printed on the surface 
in silver ink. Victor Stencils are 
always uniform in quality 

build satisfied customers, en- 
thusiastic salesmen. Sizes for 
all standard makes of duplica- 
New, unique sample 
package offer helps your sales- 


tors. 


men get new users. 


for pull information about these and 
the many other guick-selling, profitable 


Victor items, write to— 


THE 


NORTH TONAWANDA, 


VICTOR SAFE & 


EQUIPMENT CoO., INC. 


N. Y. 
ces tom 








STURDILY CONSTRUCTED 
FOR REPEAT ORDERS... 


CANCO baskets are made of extra-heavy 
metal, stout and strong... and they keep 
their good looks a long, long time. In fact, 
their longer life cuts replacement costs, 
wins customer reorders. They are faster 
selling, enabling you to turn over your 


stock more rapidly. 


CANCO baskets are attractively litho- 
graphed in a variety of colors and hand- 
some wood finishes that blend with any 


furniture. 


Why not learn more about this attractive, 
economical line? Write Canco today for 


prices and information. 


CANCO 
Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK AND HAMILTON ST., TOLEDO, OHIO 
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voltage fluctuations. Replacement tubes are easily in- 
serted. 
Further details and literature on the new line will 


be furnished on request to the Visualite home offices. 
~silgialiaditinasaiaine 





PRONTO’S LATEST FILE OFFERING.—In answer to numerous 

requests of dealers the Pronto File Corporation, 349 Broadway, 

New York City, has designed this 27-drawer all-steel utility 

cabinet. The new number is available in olive-green or 
grained walnut baked enamel finish. 


i 


SALESMAN’S DESK BY ART STEEL 
The Art Steel Company, Inc., 300 East 145th street, 
New York City, has recently called to the attention of 
the trade a new salesman’s desk which has been listed 


as the Asco No. 640. 
The new desk is of heavy gauge furniture steel elec- 





ART STEEL’S SALESMAN’S DESK 


welded with gas welded reinforcements 
throughout. Two spacious drawers are provided, one 
measuring 1914 and the other 834 inches. An eight- 
inch shelf is placed for the holding of briefcases, sam- 
ples, etc., leaving the top entirely free for the sales- 


man’s work. 
The top is of heavy Masonite presswood guaranteed 


trically 
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From dealers in South Bend and Cleveland—from Seattle, Toledo and 
the four corners of the country, have come letters, wires and phone calls 
telling us how much they liked the new Steel Age Desks and companion 
pieces. They praised the attractive, modern styling—the extra convenience 
and efficiency—and the popular price range. 

Naturally, we appreciate these fine things dealers are saying about our 


line. We designed it for you and your customers. We are glad you like it. 


If you have not seen this new addition to the extensive Steel Age line—or 
have not checked the advantages of a Corry-Jamestown dealership recently 


—we suggest that you write for full information. It will not obligate you 





in any way—and may mean the beginning of a more profitable and 


congenial office equipment relationship. 


AND YOU WILL LIKE IT, TOO 


EQUIPMENT ITEMS 





OVER 600 OFFICE f Sfe, 





CORRY-JAMEST OW Nee CORP. 


CORRY. PEN Nae 


Cie VEL AN: D 


EXPORT AODOR ESS: 110s CRESTER AVEN Ud 
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Bassick 


CASTERS AND FLOOR PROTECTION EQUIPMENT 





This practical, attractive 
display block is creating 
business for Bassick dealers. 
Write for Catalog No. 113 
and information about how 
you cansecure this sales help. 





DIAMOND-ARROW BALL-BEARING CASTERS 
“THE ACCEPTED STANDARD OF QUALITY” 





NOMAR 
RUBBER DESK SHOES 











RUBBER 
CUSHION SLIDES 








NOMAR FURNITURE RESTS 











THE BASSICK LINE is the outstand- tunity to office equipment dealers for a 
ing line of office chair casters and floor profitable volume of business. Write 
protection equipment. In quality and in _for catalog No. 113 and ask for com- 
completeness, Bassick offers a real oppor- plete information on Bassick sales helps. 


THE BASSICK COMPANY « BRIDGEPORT, CONNECTICUT 


Canadian Factory : STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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not to crack, chip, warp or peel and it is stain resistant. 


It is priced at $30 in olive green or $35 in grained | 


walnut or mahogany. 
a ee 
DENNISON ANNOUNCES NEW “HANDIBOX” 
SERIES 
The Dennison Manufacturing Company, Framing- 
ham, Mass., has recently announced to the trade in 
time for the holiday season a new series of Handi- 
boxes which are unique in principle and contents. 
There are four Handiboxes to the series, Nos. 18, 
19, 23 and 25. The first is a book style box with bril- 
liant red covers, gray imitation leather binding with 
gold trim. Measuring 914x63gx134, the box contains 
an ample supply of gummed labels, glue, postal labels, 


THE COVER AND INSIDE OF THE DENNISON HANDIBOX 





luggage tags, gummed reinforcements, key tags, trans- | 
parent mending tape, index tabs and art gum eraser. | 


The remaining three boxes, slightly different in size 
and style, also contain the above listed items in addi- 


tion to several more, including air mail, caution and 


parcel labels, ball of twine, photowafers, postal cards. 
The No. 25 is a de luxe wood cabinet available in 
inahogany or walnut finish, with brass-hinged cover 
and two removable trays. 

Any of the Handiboxes make ideal gifts and when 
emptied of their contents can be put to a number of 
uses. They range in price from $1 to $5 each. 


————— 
VEIT ANNOUNCES STRAIGHT-LINE FILING SYSTEM 


The Veit Company, 1947 East Kirby avenue, Detroit, | 
had recently announced to the trade the comple- | 
tion of its new Straight-Line filing system in time | 
for dealers to fall in with a drive for 1939 filing busi- | 


ness. 

The system involves the use of “Viz-Tab” folders 
and “Blackite” guides, two items which were described 
in the October and November issues of Office Appli- 
ances respectively. The Straight-Line system incor- 
porates these numbers in a simple and logical filing 
plan which developed from months of experimentation 
and test in the Veit shops. Utmost simplicity and 
direct action insure the quickest possible reference 


to any wanted paper in the file without de-coding, | 
skip-sighting, searching or roundabout and time wast- | 


ing methods. 


Misfiling is prevented by a positive full vision and | 
| 8 $. MICHIGAN AVE., 


directness, factors which have proved by a stopwatch 
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~, Ww Acme dealers say it is 
> ~ their most profitable line, 
> 1 ze because (among other 
<< Acme Visible Card Record a reasons) no matter how 
a Cabinets we big the order, Acme is 
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a Acme Visible Card Signals a 
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Pd Acme Visible Atlas ~ 
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2 
Insite Visible Card Record 
Cabinets 
3 
Insite Double-Duty Offset 
Equipment 
4 
Acme Visible Card & 
Listing Books 
5 
Insite Visible Card Books 
6 
Acme Transparent Tube 
Equipment 
7 
Acme Flexoline Listing 


always sold at list prices. 


If you are not yet han- 
dling the Acme line, you 
will be pleasantly sur- 
prised at our attractive 
NEW Dealer Plan. At the 
same time, we will send 
you the Acme “Manual 
Visible Methods Equip- 
ment’, a 64-page text- 
book of visible record 
applications. 


Ask us to send you 
both today! 





ACME CARD SYSTEM CO. 





WORLD’S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 





CHICAGO, U. S. A. 
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The Complete Line of Office 
Equipment in Steel 


Dealers thruout the coun- 
try recognize the value of 
promoting the complete 
ASCO line from Cash 
boxes to Cabinets and 
Trays to Typewriter tables. 





Filing Cabinets 





Storage Cabinets 


Three complete lines of filing uprights each a leader 
in its field have made the Asco Dealer the primary 
source of filing equipment in his community. Send 


for our catalog and learn how you can 
success. 


Small Items bring 
large profits when 
they are ASCO 
Cash, Bond, Office 
and security boxes, 
etc. 





Security Boxes 


enjoy this 





Card Cases 


During the past year more office appliance 


dealers enlisted under the ASCO Ban- 


ner than any year before. 


The 


"Line of Quality at Popular 


Price" is boosting Sales 
and Profits for them. 
Why not you? 


Write for Profit with 
the the 
ASCO ASCO 

Catalog Line 





UTILITY AND TYPEWRITER 
TABLES 


Art Stee Go., Inc., New York, N. Y. 


Brown Bros., Toronto, Canadian Wholesalers 
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check up the system to be a filing plan geared to the 
modern tempo of business. 

The system is supplied in letter and cap size in 
subdivisions from A to Z 25 upwards. Unlimited ex- 
pansion without discarding or loss is an important 
feature as is the method of yearly transfer provided. 

eee 
NEW ELECTRO-COPYIST ANNOUNCED 


Four new machines for reproduction of actual-size 
matter by the photo-copying process have been devel- 
oped by Hunter Electro-Copyist, Inc., of Syracuse, New 
York, and are now on the market. Three of the new 
machines are for large commercial users while the 


| fourth, the Unitype, has been especially developed for 


| capacity machines. 


offices where economy of space is a prime necessity. 
Complete, compact and simple to operate, the larger 

sized models were developed for offices needing large 

They will reproduce maps, blue- 


| prints, drawings and as many as nine legal-size pages 
at one time, giving perfect facsimile copies, as error- 


proof, smudge-proof and change-proof as an expensive 
photographic print. 

The capacity of the larger models are Model “A,” 
24” x 30”; Model “B,” 26” x 38”, and Model “C,” 30” 





THE UNITYPE ELECTRO-COPYIST 


x 42”. One of the features of the new models is a 
Vacuum Seal, which holds the material to be copied 
in positive contact with the glass, assuring clarity and 
sharpness of reproduction on sheets of any size. An- 
other feature is the newly developed amber light which 
eliminates filters and filter screens. This method 
reproduces true color gradations in varying tones of 
gray. By a turn of a switch either white or amber 
lights can be used. 

The new Unitype Hunter Electro-Copyist incorpo- 
rates the vacuum process features in an ordinary office 
machine. Its capacity is 14” x 19”. Trays for both de- 
veloper and fixer chemicals with drainage connections 
are built in the cabinet and a hose is furnished for 
connection with the water supply. The cabinet con- 
tains a sliding shelf for the Hunter Electro-Dryer and 
storage spaces for paper and chemicals. 


GUNK TYPEWRITER SOLVENT ANNOUNCED 


The Curran Corporation, 6 Pleasant street, Malden, 
Mass., has recently placed on the market a new type 
of typewriter cleaning solvent marketed under the 
trade-name of Gunk. 

It is claimed for the emulsifying, degreasing solvent 
that a short submersion of a typewriter in it (after 
removal of the platen) will dissolve accumulated 
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TO DOUBLE SALES, PROFITS.... 


SHEAFFER'S 
NEW YEAR-ROUND 
GIFT PROGRAM 


Pens have moved into front rank as appropriate gifts at all gift 
seasons. Today more than 80% of all quality pens are bought as 
gifts. And Sheaffer’s leads in fine pen sales, in value to the cus- 
tomer and in pen profit, because of the higher unit-of-sale made 


possible by the greatest consumer values. 


Dealers featuring Sheaffer’s pen gifts discover new, big YEAR- 
ROUND profits. Pens are advertised more than all other gift items 
combined. Sheaffer’s pen gift advertising DOMINATES, and 1939 
will see a still more powerful Sheaffer bid—a relentless all year- 
round campaign—for still more of the great pen gift market for you! 








There is an advantage to featuring Sheaffer’s rather than other 
pen gifts which are not distributed under the fair-minded dealer 
protective policies which protect Sheaffer dealers against compe- 


tition from undesirable channels of trade. 


Like a flood that cannot be held in check, Sheaffer’s fine pen sales 
have mounted as the Sheaffer’s pen gift idea has taken hold. Your 
entering wedge, your tie into this golden stream, is the Sheaffer’s 
Eye-Level Display. It is not merely a stunning fixture but a 
METHOD FOR MOVING HIGHER-UNIT PEN GIFTS IN VOLUME 
ALL THE YEAR-ROUND! 


Line up with Sheaffer’s for vastly increased profit! Get your Eye- 
Level Display in now as the 1939 Year-Round campaign starting 
January 21st and continuing straight through the year, swings 


into action! 


W. A. SHEAFFER PEN COMPANY, FORT MADISON, IOWA, U. S. A. 
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to Mect Compe tition! 









No. 2712—LETTER SIZE 
Wide Long High 
Cabinet Size 30” 14” 3714” 
Inside Drawer 7” if” se" 
Shipping Weight: 105 Ibs. 


<@reen .... WS 
denen Grained Walnut 23.55 


A new and improved all steel 27 drawer 


Utility Cabinet designed for our dealers to No. 2716—-LEGAL SIZE 
Wide Long High 
meet mail order competition. Cabinet Size 30” 18” 3714” 
Inside Drawer 9” 16” 3%” 


Shipping Weight: 125 Ibs. 


Place Your Order Now! PRICE: Breed Walnut’ 25.95 


PRONTO FILE CORPORATION 


349 Broadway, New York, N. Y. 
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grease, dirt and emulsify them so that they can be 
easily rinsed away with a hose or spray of water. The 
method leaves no trace of film and at the same time 
protects the parts from future rusting. 

Replacing the use of sodium cyanide, the Gunk solu- 
tion does not affect the enamel or properly applied 
decalcomania while the speed with which it works 
assures its time-saving properties to the user. A five- 
gallon pail of the product, diluted with low-cost 
kerosene, makes a full barrel of heavy-duty solvent. 


If typewriters could talk, 
they d say... 


“USE 
€EN-TR=KOTED 
CARBON PAPER 


With the Perfected Cen- Tr - Koted 
Backing Sheet’’ 







eg 


DURABILT OFFERS NEW STEEL CABINETS 


Embracing two new and important special features, 
a new line of steel storage cabinets has recently been 
introduced to the market under the name of the 
Imperial and Commercial lines, by the Durabilt Com- 
pany, Aurora, Ill. 

One of the special features, which is Dulabilt’s own 
development, is a sliding shelf which need only be 
pulled out to form a working table for the cabinet’s 
user and is capable of sustaining a considerable weight. 
















You get finer, cleaner, sharper carbon copies 
with GEN-TR-KOTED! Scientific manu- 
facture assures CIEN-TR-KOTED superi- 
ority. And rigid factory inspection assures 
absolute uniformity! Dependable—long- 
lived—saleable. It makes friends and keeps 
friends for you! 














Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.” It will 
be sent to you free on 





request and will give 
you many informa- 
tive facts on Carbon 
Paper. 


An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 





DURABILT CABINET | is a sure slep loward greater profits. 
The second feature is the increased storage space the | Write for our dealer proposition 
new lines offer. Baked-on finish, chrome-plated han- booklet 


dles, three-point locking device, reinforced heavy | 
gauge steel doors, adjustable shelves and steel gliders 
are standard equipment on both lines. 

Both the Imperial and the Commercial cabinets are | =) 
available in single or double door style and in a wide | 
variety of sizes for practically every use. 








Oe rr 


The Hutchinson Office Supply & Printing Company, 
Hutchinson, Kansas, has recently begun monthly pub- | 
lication of a four-page circular which has been named | CARBONS and RIBBONS 
The Hutchline News and will be mailed to friends and 
customers of the company. 

Although the greater part of the well-illustrated and | PACIFIC CARBON & RIBBON MFG. co. 
attractive circular is devoted to advertising the many | 
lines carried by the Hutchinson organization, it is | 
unique in that space is left for a friendly and inter- Head Office and Factory: 
esting message each month. As an example of this | |,-. cies : San F . 
feature is the November issue which, under a heading | 1451 Harrison St., on: S rasa 
of “180 Years Ago” presents a brief history of Noah 
Webster, producer of America’s first unabridged dic- Los Angeles Denver 
tionary 110 years ago. 


Another pleasing feature of the Hutchline News is | (IIgs 


J. Francis O’Connor, Pres. 
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¥ | the well-balanced layout of the advertising. Illustra- 
tions are large and generously spaced and confined 
almost exclusively to office supplies, furniture and 
| equipment. 

Among the products which are featured in the No- 
vember issue of the circular are General Fireproofing 
Company’s aluminum chairs, Wheary luggage, Boston 
pencil sharpeners, Sanford rubber cement, Carter’s 

| inks, Allen Wales adding machines, Columbia ribbons, 

| Eaton’s Berkshire bond paper, Ever Ready desk calen- 
dars, Friden calculating machines, Ace staplers and 
other items. 





|} SPECIAL PACKAGE FOR A PARROT FASTENER.—This spe- 

| cial Christmas-wrapped box for the new Tot speed fastener, 

| combined with a separate Santa Claus addition to the Tot 

x oe | display, is part of the Christmas merchandising of Tot by the 

AUTOMAT IC $5 50 Parrot Speed Fastener Corporation, Long Island City, N. Y. 

: wee . ‘ | Both will continue to be a regular part of Tot shipments until 
DUPLICATOR oe December 25. 

rice | 






Compare the exclusive features of this re- 
markable duplicator with any other machine 
at anywhere near this price— 


BOULWARE NAMED KIENLY AIDE BY ROYAL 


C. T. Boulware, special representative of the Royal 
Typewriter Company, last month was appointed assist- 





@ Automatic Front Paper Stop | ant eastern sales manager under Eastern Sales Man- 
@ Rubber Roller Releaser | ager A. C. Kienly. 

@ Closed-in, Leak Proof Drum The new advancement of Mr. Boulware marks the 
e Automatic Feed second substantial promotion in recent months. He 
@ Automatic Paper Counter was a salesman working out of the Indianapolis branch 


x = _ . | and had built iabl d as ] 
HAIR-LINE REGISTRATION | and had built up an enviable record as a salesman 
This ALL-IMPORTANT feature—absolutely | 
essential to perfect work, is insured by the 

exclusive Hilco construction— | 
and the automatic front paper 


stop. | 
ALL-METAL & 1 950 | 
CABINET Rete | 





All-metal cabinet, 17 x 30 x 31 inches high 
—especially designed for Hilco. Solidly | 
built, crackle finish throughout . . . Very | 


convenient—Equipped with two sliding 
trays and alle cupboard. ADJUSTABLE 





FEET. A utility and convenience you should T. C. BOULWARE 
not be without. | cai 
Write for Catalog and Prices when, on April 1, he was called to the home office at 


New York and given a position as special representa- 
tive of the Royal organization. He took over this job 


iH L C @) @ @) R p O R AT | ‘@) N and immediately began adding fresh laurels to his 
record which paved the way to his latest promotion. 
1512 MERCHANDISE MART e CHICAGO In his new capacity Mr. Boulware will devote his en- 


tire time to the eastern division of Royal. 
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GIVE YOURSELF A CHRISTMAS PRESENT 
THAT WILL PAY DIVIDENDS ALL YEAR... 


ERE’S a chance to give yourself a real ee ee 
; Christmas present that doesn’t cost you HERE’S A NEW YEAR'S 
RESOLUTION /7 WI/LL 





anything—that actually pays big dividends 

oe i ns PAY YOU TO KEEP 
the year around. Hundreds of A-S-E dealers Sisineliitils ‘Tio: whither then sate ok boaaaaia 
} . 1 oe | 2c _ 1 oe | |} as opportunity during 1939 and to begin by 
lave made new sales records an lave investigating the complete line of A-S-E 


. . products. 
taken advantage of this easier, quicker way 

. There are four full 
lines of A-S-E 
Aurora Files lo meet 
the requirements of 
all your customers. 





to increase their profits. Just mail the cou- 





pon today and let us help you be a Santa 


Claus to yourself. 


Study the features of A-S-E “Balanced : 
Design” files and see why turnover is faster. 
There are 58 buyer-convincing sales points a 
which add up to outstanding values—and Fifty-seven A-S-E Storage 
your customers will quickly recognize them. owbaihates abasic t 








higher quality—lower cost. 


A-S-E Aurora Blue Print Cab- 
inels may be used in 5-drawer 


With A-S-E Aurora Files you can meet 
° ° 4 units or stacked together. 
the size, price and drawer arrangement re- 


A-S-E Aurora tables and 


quirements of every one of your customers. desks are built in all popular 
sizes and salisfy the demand 


Start out making 1939 a profitable year pag tora pess On 


right now. Mail the coupon today, get all GET THIS FREE CATALOG 


i i oe The new A-S-E catalog F-10 illustrates the a 
of the details—there is no obligation. complete line of A-S-E Aurora Files and con- ig 


tains important business-building facts. Send for iz LTT 
your copy now—and start the new year “right.” 


All-Steel-Equip Company, Inc. 
A = = 618 John Street, Aurora, Il. 


Send me, without obligation, the new 72-page Catalog 


C 0 M PA N ¥ I N i of A-S-E Aurora “Balanced Design” Filing equipment. 
, * 














Name... 


618 JOHN STREET athe 
AURORA, ILLINOIS 
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HERE ARE THE 
PROFIT MAKERS 
COMPRISING THE 
COMPLETE LINE 


Study This List—It Means More 


Business—Repeat Business— 


“THE CARBON 
AND THE IDEA 
ARE PERFECT” 


That’s what important 























dealers say about To You 
j L E A aa G R I a | | CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
Cc A 2 B Oo Ky e A c E R Cleangrip Tailor’s Marking Stormtex Silk 
aioe . a Photo Offset 
Its distinctive appearance catches the eye. eee Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESIST- Wicher Machines 
TWH om ~ . . Clean Pull Cameo 
ANCE TO CURL make it the carbon paper pre- Billing Rolls for 
ferred by busy users. Cameo Burroughs Posting American 
Cleangrip combines ail the desirable features of Ps Machines : 
good carbon papers plus the highly important spe- American Register Rolls Reliance 
cial features possessed by no others. ET iia vcard coils ee 
It is profitable to the dealer as it brings new | | , > incites ograph-Multigraph 
business and holds it against competition. | Carbons in all | polis for Elliott- Nias 
| DEALERS: Don’t overlook this business getter. | | weights and Addressing Machines | "P°°*esumat 
| Write for samples and prices. finishes Special Rolls Dupligraph, etc. etc. 

















H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 











EES coun 










MACHINE a0! 














IT 
STAPLES 
PINS 
CREATES 
RECORD-BREAKING 
SALES 











IN THIS VAST 
MARKET 

















The Superior UNDULATED 
SCOUT Staple 

at 35c per box of 1000 gives 

your customers better 

service and assures you of 

a profitable repeat business 


ACE FASTENER CORPORATION 3415 Wo. Ashtand Ave., chicago, illinois 





Makers of the World’s Best Stapling Machines and Precision Staples 
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ROYAL METAL ISSUES NEW CATALOGUE 


One of the most beautiful and distinctive catalogues 
of recent times has been published recently by the 
Royal Metal Manufacturing Company, 1138-40 South 
Michigan avenue, Chicago. 

Modern throughout, and embracing several features 
novel in the makeup of catalogues, the book contains 
seventy-three pages, every one in color, depicting the 


entire line of Royal chrome furniture from whole | 
suites for the home and office to single numbers in | 
costumers and tables. | 


portable bars, desks, stools, 
Individual items are grouped sparsely on each page, 
leaving an abundance of white space between. A 





ROYAL METAL’S NEW CATALOGUE 


minimum of type is used at each number, the bottom 


of the page being allotted to the descriptive matter of | 


every piece shown. 

The cover is modernistic and in three colors, with 
“Royalchrome Distinctive Furniture” the only printed 
matter upon it. A three-inch oval, cut from the lower 
right-hand corner, reveals the Royalchrome seal done 
in silver and black. Beneath, the inside back page is 
devoted to a showing of the company’s Tuf-Tex 
leatherette which is demonstrated by twenty-eight 
pieces of the actual leather pasted to the page. Upon 
the inside cover are photographs of the company’s 


main factory at Michigan City, Ind., and branch fac- | 


tories at Los Angeles, Calif.; New York, N. Y., and 
Toronto, Ont., Can. 

The catalogue measures twelve inches in width by 
nine in height and is printed on the best available 
type of glossy paper. 

————>— 9 
IBM HOLDS SERIES OF EXHIBITS 

On November 14, 15 and 16 the Chicago office of 
International Business Machines Corporation was busy 
demonstrating IBM equipment to hundreds of execu- 


tives in the Chicago area. Equipment shown included | 
the International collator, an automatic filing ma- | 
chine, and the new electric Hektowriter, useful in mak- | 
ing master copies for liquid duplicating machines as | 


well as for regular correspondence. Moving pictures 


portrayed the manufacture of tabulating cards, punch- | 


ing of the cards and the method of machine opera- 
tion. Other equipment included a new attendance 


recorder, time recording devices, bookkeeping ma- 


chines and other computing and recording equipment. 


This exhibit was one of several being routed through- | 
out the country so as to cover IBM branches in all | 


the important cities within two or three weeks. 
DAVID COMPANY SEEKS THREE STOLEN 
MACHINES 
The David Typewriter Company, 1305 J street, Sacra- 
mento, Calif., has asked dealers to be on the lookout 
for the following three office machines stolen from 
the company’s stere recently: 


R. C. Allen calculator No. 66-842050; Remington 


portable typewriter No. 5-V928184, Pica type, without 
and a Corona portable typewriter No. | 


top case, 
3B-107699, Pica type. 
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FARIES 
Letter 


LAMPS 


Faries commercial lamps, 
backed by our national ad- 
vertising to business execu- 
tives, will develop quick 
sales and repeat business 
for you. 



















































Guardsman executive office 
lamps are available in many 
styles and finishes to meet 
any need. Their design as- 
sures proper light distribu- 
tion with freedom from 
glare and annoying sha- 
dows . . . a light with the 
texture of daylight, strong 
yet restful to the eyes. 
Write for details. 


Shown is Model 2242; 
List price $11.00 


Faries Modern line includes 
lamps suitable for any oc- 
casional use, with designs 
to meet special needs. 
These lamps, like all Faries 
products, are made to give 
you a better product at 
standard prices. 


Shown is Model 1564; 
List price $9.00 


Natural-Light lamps fill the 
need for general office sup- 
plementary lighting. These 
sight saving lamps, which 
reduce glare and shadows 
to the minimum, are fur- 
nished in desk portable; 
clamp-on desk; and floor 
portable models. Their 
high efficiency has been 
proven by their ability to 
speed up work. . . reduce 
errors... and relieve eye- 
strain. Write for literature 
and prices. 


Shown is Model 1999; 
List price $11.00 





FARIES MFG. COMPANY 
DECATUR, ILLINOIS 
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NUBIAN 
FIBRE 
BOARD 


NEW 
ATTRACTIVE 
PRACTICAL 


FOR 


MACHINE POSTING 
GUIDES & INDEXES 











25-DIVISION LETTER SIZE 
CARRIED IN STOCK 


STOCK OR SPECIAL 
SIZES TO ORDER 


Ask for detailed information con- 
cerning NUBIAN FIBRE GUIDES 





(Jie Wabash Cabinet Co. 


Wabash~iIndiana. 
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THE GUEST BOOK 


George Litchfield, sales manager for Jasper Chair 
Company, Jasper, Ind., signed his name to the Guest 
Book November 3. He had been in Chicago for several 
days attending the mid-season furniture market. He 
reported excellent results from a trip west from Jasper 
prior to the market week and was gratified at the out- 
look. A Hoosier by adoption, Mr. Litchfield came orig- 
inally from Massachusetts. He is well grounded in the 
historical lore of Cape Cod and other parts of the 
grand Bay State. 


Conrad Netzhammer, sales manager, Northwestern 
Furniture Company, Milwaukee, affixed his name to 
the Guest Book November 6. Conrad comes to Chicago 
frequently on business—he is close enough to com- 
mute. He is full of practical ideas on sales procdure, 
so much so as to make every call at the office of this 
journal profitable to the publisher because of the ideas 
rubbed off in the conversation. 


George Ramsay, Melbourne, Australia, gave us the 
pleasure of a call November 7. With Mrs. Ramsay, tar- 
ried in Chicago a few days on a trip across the conti- 
nent, the first leg of the last lap on a holiday jour- 
ney around the world. The Ramsays set out from 
Australia April 16 for Netherlands East Indies, thence 
Singapore and Colombo, across the Indian ocean to 
the Red Sea and through the Suez canal into the 
Mediterranean, along the coast to the top of Africa, 
past the gate of Gibraltar to the Atlantic and up to 
England. Some interesting stops along the way. Four 
months were spent in England and Scotland, the latter 
being the place of Mr. Ramsay’s ancestral rootage. 
A motor car furnished transportation for trips about 
England and a tour of France, Switzerland, Germany 
and Italy. Upon arrival in the United States, a car was 
purchased for use here and some interesting tours 
taken in the east. Leaving Chicago November 8, the 
Ramsays started for Los Angeles, with intention to 
see Grand Canyon and several other places of special 
attraction en route. A visit of a few weeks in Cali- 
fornia will terminate in San Francisco, whence sail- 
ing will be made with stop-over in Honolulu, and 
arrival at Sydney on the thirtieth of December. Mr. 
Ramsay was the founder of Ramsay & Hall Pty., Ltd., 
paper merchants in Melbourne, more than twenty 
years ago. Although now retired, he is a director of the 
company. Along with his business career, he served in 
public office several years, having been councillor, 
then mayor of the city of Kew. Although having 
given up activities with the printing company, Mr. 
Ramsay has felt an urge to engage part of his time. 
Therefore, in England and over here, he contacted 
some manufacturers of certain raw materials used in 
production in Australia. It is his intention to ware- 
house there some of these materials upon which local 
manufacturers can draw. Mr. Ramsay spoke inter- 
estingly of the grand tour and of Australia. 


Merrill B. Sands, president of the Dictaphone Sales 
Corporation, New York, N. Y., looked in upon us on 
November 8th, and cheered us on our way. Optimistic 
about business prospects for the new year. Inter- 
esting conversation about his and Mrs. Sands’ de- 
lightful experience on the trip abroad in August. 
Fine compliments for officials and staffs of the Dicta- 
phone agencies in ten countries called upon. Pleas- 
ant to learn of the progress of our many old friends 
among them. The Sands were charmed with their 
reception and impressed with what they observed in 
each country visited. Mr. Sands prizes the insignia of 
“Ye Knights of Ye Dictaphone Round Table” of which 
he was made a member at a famous meeting in 
London. 


W. H. Baldwin, Syracuse, N. Y., representative of 
Mittag & Volger, Inc., signed the Guest Book November 
19. He had been through his territory to the east of 
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WOLBER MANUFACTURING CO. 


| Manufacturers of Spirit-type Duplicators and Supplies | 
1201 CORTLAND ST. CHICAGO, ILL. | 
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@ A Traditional Pattern that offers a 


comfortable, quiet and inviting atmosphere. 























SHELBYVILLE DESK CO. 


SHELBYVILLE, IND. [| 
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University of Minnesota © INSTALLATION BY MILLER-DAVIS CO. 


LIBRARIES, UNIVERSITIES, COURT HOUSES EVERYWHERE STANDARDIZING ON 
LEOPOLD VERSATILE WOOD FURNITURE BUILT AT BURLINGTON, IOWA 
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FOCUS Your SALES | 
SPOTLIGHT on this | 

NEVA-CLOG J-30 | 
Stapling Plier 


There are many uses for NEVA- 
CLOG J-30 Stapling Pliers in 
offices, stores, shipping rooms, 
warehouses, manufacturing plants, 
greenhouses, dry cleaning estab- 
lishments, laundries; from fasten- 
ing correspondence to assembly 
} operations in manufacturing. 
| Its advantage is in its GREATER 
/ UTILITY. It is portable and can 
/ be used in any position—verti- 
cally or horizontally. Only one 
hand need be used to operate it. 

MODEL J-30 is light in weight, 
yet rugged. Requires but little 
space and can be put into the 
desk drawer or pocket when not 
in use. Indispensable for vertical 
filing or for attaching material to 
a permanent card. 

This is a “MUST” machine for 
your 1939 Stapling Department. 


NEVA<LOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 
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Chicago and reported that business was excellent, 
the factory working at full tilt. He was full of opti- 
mism for the new year. 

Frank E. Tupper, president of the National Business 
Show Company, New York, called at the office of this 
publication November 22. He was in Chicago on busi- 
ness that he was able to complete by the following 
afternoon and thus return home in time to be with 
his family on Thanksgiving Day. The National Busi- 
ness Show has been in consecutive annual operation 
for thirty-five years, a longer record than any other 


major industry exposition. Mr. Tupper has directed its | 


affairs for two-thirds of that period. As usual, his 
mind was occupied with new ideas for future shows. 
He knows the right time to hold a show and how to 
attract the public’s interest. His last one, reported 
in this journal a month ago, was a tribute to his 
showmanship. 

—_—_———0—- oO 


FOURTH BUSINESS SHOW OF PROGRESS 


Featured by an imposing array of exhibition booths | 
in which many leasing manufacturers of the country | 
displayed their products, the fourth Business Show | 


of Progress was held in the Palace hotel, San Fran- 
cisco, from November 1 to 5. 
The event, which drew a record-breaking crowd of 


visitors and furnished the Bay City with one of its | 
most impressive and instructive displays in years, was | 


staged by the Business Show of Progress Association 
of San Francisco and under the general managership 


of Charles C. Fiske, Northern California manager for | 
the National Postal Meter Company. He is also presi- | 


dent of the association. 


Mr. Fiske was ably assisted by Walter R. Knight, dis- | 
tributor for the DoMore Chair Company, who is vice- | 
president of the association; George Longueville, | 
assistant branch manager, Underwood Elliott Fisher | 


Company, secretary and treasurer of the association; 


A. B. Lanning, sales agent for Ditto, Inc., and Ward | 


2 eR aor" Oe 
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DoMORE CHAIRS ON PARADE.—This pleasing exhibition of 

the DoMore Chair Company, manufacturers of several posture 

chairs, was shown at the recent Fourth Business Show of 
Progress at San Francisco, Calif. 


Harris, northern California manager for Ediphone. 








Mr. Harris was responsible for the handling and al- | 
loting of space to the exhibitors and, through the cap- | 


ital manner in which he handled his job, was unani- 
mously thanked by everyone connected with the 
exhibition. 

Companies which displayed their products were: 

Addressograph Company, A. Carlisle & Company, 
H. S. Crocker Company, Dictaphone Sales Corporation, 
Dictograph Products, Ditto, Inc., DoMore Chair Com- 
pany, Ediphone Company, Elliott Addressing Machine 
Company, Friden Calculating Machine Company, C. W. 
Hunt, Jr., Marchant Calculating Machine Company, 
Monroe Calculating Machine Company, Multigraph 
Sales Agency, National Postal Meter Company, Postage 
Meter Company, Relmer Company, Ltd., Royal Type- 
writer Company, Schwabacher-Frey Company, Strom- 
berg Electric Company, Tempograph Sales Company, 
Underwood Elliott Fisher Company. 


TT 
n- 


NEW VISIBLE CATALOG 


Our new Visible Catalog “G” is just 
off the press. It shows stock forms and 
systems designed for modern business 
needs — Binders with automatic shift 
and non-shift type, as well as other 
housing equipment. No other line of- 
fers such a wide range of up to the 
minute forms. Write today for your 
copy and our dealers proposition. Ex- 
clusive agencies available. 


The C.E. SHEPPARD CO., 


44-Ol 21%! Street,~- LONG ISLAND CITY. N.Y. 


 ———] 
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Transfer Time 
iS 


Safe Buying Time 





Mr. Dealer: 


New Laws! New Records! 


Plus the fact that very few concerns have suffi- 
cient capacity in their present Record Protective 
Equipment to house these Rapidly Increasing 
Records. 


Mean Safe Sales 


Meilink dealers are prepared to supply any de- 


mand because the Meilink line is the largest and 
most complete line of Record Protective Devices 
built. 


If you don’t sell “Meilink” and wish to occupy a 
similar povition in your territory write today for 


catalog and prices. 
Meilink Steel Safe Co. 
TOLEDO, OHIO 
CHICAGO NEW YORK 
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NORTHWEST TRAVELERS NEWS NOTES 





By A. J. Nordstrom, Correspondent 
Larry Goodhand, who has been running Tiny Roos 
a close second for the past ten years, is getting mighty 
proud over the loss of ten pounds of his very ample 
frame. Larry says the next time he reaches the Twin 
Cities he will have shed a total of at least twenty 
pounds, which should bring his weight down to two- 
fifty-five net with his coat off. 
a * x 
Forrest Luff, a bridegroom of recent months, has 
moved into his beautiful new home with his charming 
better half, the former Merle Eilertson of Iron Moun- 
tain, Minnesota. 





* . + 


Herb Morgan returned to Minneapolis the latter part 

of October from an extended Western Trip. Mrs. Mor- 

| gan accompanied Herb, keeping a watchful eye on him, 
| so the report reads. 


* * * 


Harry Short, Bob Valleau and Matt Dillon were seen 
| around and about in Des Moines, Iowa, during Octo- 
| ber month. 


* * * 


Harry Short, Jr., is establishing quite a reputation as 
| a star halfback at Western Military Academy, and 
| enrolls as a freshman at Northwestern University next 
| fall. + * #* 
| That pained expression seen on Claude Fleet’s face 
| these days is due largely to the defeat of the Golden 
| Gophers by the Wildcats of Northwestern. 
| * * * 


The look of joy adorning the handsome countenance 
| of Karl Castle is likewise due to the defeat of the Go- 
| phers, Karl being on the long side. Karl Kiesel is like- 

wise moanin’ low because of the trials and tribulations 
| of his beloved Badgers. 
* * * 
Milt Shuster’s many friends will welcom2 him in his 
new connection with Smead Manufacturing Company. 
| Milt will cover Michigan, Indiana, Ohio and Western 
Pennsylvania for the Smead Company. 
* * . 


Ray Baldwin, formerly with Cranes Office Supply 
Company, has joined the Poucher Printing and Litho- 
| graphing Company sales force and will work in the city 
of Minneapolis. Ray has a host of friends and should 
do a good job of selling for the Poucher Company. 
* * * 

Mrs. Cliff Talty spent several weeks vacationing and 
visiting friends in St. Louis, Mo., and relatives in Bris- 
tol, Tenn. Cliff was chief cook and bottle washer dur- 
ing Mrs. Talty’s absence, and Bob and Russ, stalwart 
sons of the Talty’s, report that they were mighty glad 
when mother returned home. Russ says Dad was a 
dandy egg fryer, but who wants to eat bacon and eggs 
three times a day. 

* * * 

Clint Mann, with the A. B. Dick Company for many 
years in the Minneapolis and Cleveland offices and 
more recently with the Chicago office, was confined 
in the Passavant hospital for some time, but is now 
reported on the road to recovery at his home in 
Evanston, Ill. 


* aa + 


Don Waddell, eight year old son of Arthur Waddell, 
the Poucher Printing and Lithographing Company, 
died on October 3 of a heart ailment. The N. W. Trav- 
elers extend to Mr. and Mrs. Waddell their heartfelt 
sympathy. 


* * * 


Arthur Walker, Tycoon of the Stationery Industry, 
is occupying his new country home, some twelves miles 
from the center of downtown Minneapolis. This beau- 
tiful new home was given considerable newspaper 
space both in the way of a story and photographs of 
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In addition to their well known 


line of OFFICE DESKS and TABLES 


ALMA 


SECTIONAL BOOK CASES 


.. are made in standard sizes in walnut, 
mahogany, and oak finishes—at prices 


that will interest you. 


No. 400 Book Case (as shown) 
No. 300 Book Case (with square leg) 





ALMA DESK CO. 


HIGH POINT, NORTH CAROLINA 











(uaranteed- 


the largest PENCIL PROFITS in the industry! 


Y REASON of Fair Trade contracts signed in 43 of 

the 48 states A. W. Faber “Castell” Pencils guarantee 
Dealers the largest profits in the industry. Pause and ponder- 
we said guarantee! Not just anempty promise. Not an advertising 
claim. Every Dealer in America knows the name and fame of 
“Castell” Pencils, their quality, their established market from 
coast to coast. Now that their famous long range profits are 
protected by Fair Trade you can not afford not to haniilier* *Castell” 
Send for “Castell” Dealer se tup today. A. W. FABER, INC 
NEWARK, N. J. 








_o*y AW. FABER ba) “CASTELL” Ei x 2H « 








THE HIGHEST PRICED DRAWING PENCIL SOLD IN AMERICA 


\ 


‘AW FABER -CASTELL 


im DRAWING PENCIL *® $§IN THE METAL BOX 
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PHILADELPHIA 





Your generous patronage during the 


past and other years is gratifying and 


PEERLESS STEEL EQUIPMENT COMPANY 


UNRUH AND HASBROOK STREETS 
PHILADELPHIA 


WAREHOUSES 
CHICAGO 


To Our Many Friends, Dealers and 


Users—a 


Merry Christmas 
and 
Happy New Year 


7S 


greatly appreciated. 


LOS ANGELES 























| Make Visible Records | 
| No equipment required 
Low cost to install and maintain 

HANDIFAX Visible Record Cards 
200 cards, 6x4 inch, blank, $1.00 | 
100 cards, 10x4 inch, blank, 1.00 


You buy and use only cards for Handifax Visible Rec 
| ords. They are very simple—Quick—Convenient—Com- | 
| pact—Portable—100 cards or 1,000,000 cards. Visible | 
| margins are either half inch or one inch. Assembled 
sheets of 20 cards are only '/g inch thick. File sheets of 
cards on edge like paper in ordinary manila correspon 
dence folders in desk drawer or in drawer of steel letter 
file 


Satisfaction Guaranteed 


Ask for FREE 
Sample Cards 


Wage & Hour 
Social Security 
Employee Record 






now available. 


| of Cards 
Profits for Dealers 
| 


Only few dollars investment required to stock cards, | 
make store display and enable outside salesmen to | 
sell. We help you create and sell inquiries. Many 
standard printed forms in catalog. Largest dealers in 
country handle Handifax. Send for dealer proposition 


ROSS-GOULD CO. — ST. LOUIS, MO. 
309 North Tenth Street 











MOST COMFORTABLE 


FOR REAL PROFIT 


WE RECOMMEND THIS 
SENSATIONAL SELLER 










the 


STENOGRAPHER’S 
CHAIR EVER BUILT! 


This No. 7235 is 
a form-fitting pos- 
ture shaped chair. 
Back is adjustable 
for height and 
tension. Scooped 
seat adjustable in 
height and form. 
Self lubricated 
casters. No grease 
or dirt. All cor- 
ners rounded. A 
best seller at an 
excellent profit. 


Send for FREE 
1938 CATALOG Py 


MURPHY 


MURPHY CHAIR COMPANY, INC., 





No. 7235 


HAIRS 


OWENSBORO, KY. 
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the exterior and interior, which is of unusually fine | 


construction and appearance. 
~ ” * 

Scattergun Clarke has added the Iowa territory to 
his field of operations in selling the Webster line of 
carbons and ribbons. Beware you Iowa hunters; Roy 
will undoubtedly add an Iowa state small game hunt- 
ing license to his collection, which in the long run 


means the curtailing of the duck season in our neigh- | 


bor state. 
7 a * 


The Sage of Omaha is very sad these days, because | 


at this writing the Cornfed Cornhuskers have won the 
total of one game in the Big Six conference. 


* * * 


Not much in the way of noise has been heard from | 


the gang at Peterson Lithographing and Printing 
for the same reason. 
* + * 

John Parsons, formerly with Curtis 1000 and the 
Wilson-Jones Company is now connected with the 
Crane Office Supply, in charge of city sales. 

* * * 

Herb Olson of the Japs Olson Company, accom- 
panied by Mrs. Olson attended the Notre Dame-Minne- 
sota game at South Bend on November 12th. 

* 7 * 

The smiles adorning the faces of Jack Davis and 

Joe Jones of the Miller Davis Company is due to the 


rebirth of the Republican Party in the State of | 


Minnesota. 
ee ee 


STATIONERS STRESS “SALES MEAN JOBS” 
CAMPAIGN 


Printers, stationers and office supply firms in Man- 
kato, Minn., have been cooperating with other mer- 
chants and the Local Chamber of Commerce in making 
the “Sales Mean Jobs” crusade differ from the average 
city’s campaign and to make it really effective. 

To do this, certain days were set aside for each 
field of business. On these days, all merchants in the 
city concentrated on the particular field designated, 
and by means of window posters and newspaper dis- 
play advertising, called the attention of the citizens 
that special inducements and bargains were being 
offered in the stores of the field named. 

October 24-25-26 were set aside as Printing Paper 
and Office Supply Days. All of the stores in the city 
advertised the fact that, The Artcraft Press, Business 
Machines Company, Free Press Stationery, Free Press 
Company, The Mankato News, Paper Service, Inc., 
Office Specialties Company, Olson Printing Company 
and Service Printing Company were cooperating to 
make the Crusade effective, and these firms were 
ready to serve the needs of those who used their 
services, 

The novelty of the whole thing is that when all of 
the merchants of Mankato got together to make this 
Crusade mean more than just a slogan, the people 
of the city responded in the same spirit, and many 
merchants report sell outs in a number of lines. New 
friends were made by both the merchants and cus- 
tomers. 

Here is one city among thousands whereby real 
codperation the business men were able to show that 
after all the word recession is only one to be found 
in dictionaries —DNS 

I 


ASSOCIATION WARNS OF STOLEN MACHINES 


The Office Machine Dealers Association of New York 
City recently issued a card of warning to its member- 
ship to be on the lookout for two stolen typewriters 
described as follows: Underwood Champion portable, 
No. 1061831, and Royal portable No. OT-334451. Infor- 
mation should be forwarded to A. H. Wittekind. secre- 
tary of the association, at 111 Nassau street, N. Y. C. 








Pins 
Staples 
Paper Clips 
Thumb Tacks 


Brass Fasteners 





All your needs in these products 


from one dependable source. 


You can sell any Vail product 
and have the satisfaction of know- 
ing that your customer will be 
| completely satisfied with the pur- 
chase. Vail products bring repeat 


business. That explains their wide 





popularity among commercial sta- 


tioners. 





Investigate the Vail line 
if you are not selling it 
It offers definite 


now. 


profit possibilities. 


VAIL 


MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, III. 
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B. L. MARBLE 
Posture Chairs 


mean profits for progres- 
sive dealers. And now is 
the time to concentrate 
on this ready market. 





No. 327814 


Send for our new folder—’Fatigue takes a 
holiday when sitting posture is correct.” It 
presents the principal chairs in the posture 
group most effectively. 


* 
For such an intimate piece of 
furniture as a chair, there is no 
satisfactory substitute for WOOD. 
* 


THE B. L. MARBLE CHAIR COMPANY 


Foremost Manufacturers of Wood Office Chairs 
BEDFORD, OHIO, U.S.A. 





a 

















The Browne-Morse 


“Twin” Transfer Case 


for Less than the price of two singles 





It is the lowest inch cost obtainable 
in Steel Transfer Cases. 


Because of the lower cost per drawer 
no price cutting is necessary. 


Write for circular and prices 


Browne-Morse Company 
MUSKEGON, MICHIGAN 


later. 
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NEW HOME FOR KISCO NEARING COMPLETION 

With the finishing touches completed, the new home 
of the Kisco Company, Inc., at 3732-40 Chouteau 
avenue, St. Louis, Mo., was occupied by the manufac- 
turer of ventilating and air circulating equipment on 
December 1. 

The new building, located in the heart of the St. 
Louis industrial district, has three stories and includes 
on the ground floor an open window display. On the 
second floor are the general offices with four private 





= 

















INCREASING DEMANDS FOR KISCO EQUIPMENT BROUGHT 


| INTO BEING THIS HUGE PLANT IN ST. LOUIS, MO.—The 


Kisco Company, Inc., manufacturers of ventilating and air- 

circulating equipment moved December | into its new home 

shown above. The plant is moder in every detail and is 

equipped with the latest in machinery and mechanical’ 

devices for manufacturing and completing the company’s 
products in a rapid manner. 


offices and the balance of available space used for 
light manufacture. 

The third floor houses the mailing room, recreation 
room, filing department and a large space for storage 
facilities. 

The company, owned by J. W. and William L. Kisling, 
was formed February 15, 1928, and has grown and 
progressed steadily since that time. The original start 
was made at 3810 Olive street with three subsequent 
moves until in 1935 the company took over a large 
building on Duncan avenue, with another structure 
located at 4414-18 West Papin street added one year 


SS 
PLANS COMPLETED FOR WIS-ILL CLUB 
NEW YEAR’S EVE PARTY 

With all plans completed for the big event by a busy 
committee under the chairmanship of Ralph V. 
Maneval, members of the Wis-Ill Club are urged to 
make their reservations as early as possible for the 
New Year’s Eve party to be held on the Hotel Webster 
roof. Tickets are $6 each. 





TELLING BALTIMORE ABOUT VICTOR SAFE & EQUIPMENT. 
—That was the object of this booth recently maintained by The 
Modern Stationery & Printing Company, Baltimore, Md., at a 
business show staged in that city by the Purchasing Agents’ 
Association. Products of the Victor Safe & Equipment Com- 
pany were featured prominently in the display which empha- 
sized the many practical applications of Victor visible record 
equipment to the record-keeping problems of modern business. 
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“KREILTAR’ 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. S. Patent 1,782,622. Canadian Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corporation 


107 North Franklin Street 





Syracuse, New York 














Poughkeepsie Pup says: 


“MERRY CHRISTMAS 
and a prosperous 1939!" 


It is our wish also that he could stop in a mo- 
ment and tender you the good wishes of this 
company. 

We would also want him to assure each and 
every dealer throughout the land that our friend- 
ly cooperative relationship will continue as in 
years past. 

Look to Fussell for the latest developments 
in Ring Books. 


Start 1939 with a Bang! —— by switching to 


TRUSSELL MANUFACTURING CO. 


POUGHKEEPSIE N.Y. 














Write Today 


for particulars on 
the Markwell Protected 
Dealer Plan and how YOU can in- 


crease your sales and profits. 


MARRWELL MEG. CO.%. 


200 HUDSON STREET * NEW YORK,N.Y 














Graphic 


DUPLICATOR ROLLS 


Statistics prove that today there are 
more gelatin duplicators in actual use than 
stencil machines. Every machine is a 
potential user of gelatin rolls or films and 
other hectographic supplies—which assure 
a substantial and repeating profit to the 
progressive dealer who can supply them. 

For more than 25 years Graphic Duplicator Rolls 
have been recognized everywuere for their uniform- 
ity, lasting quality and dependability. Only the 
highest grade of materials are used in our controlled 
manufacturing process to secure finest copying qual- 
ities. Graphic Rolls are furnished with spindles to 
fit any make of duplicator. 


Write us today for our dealer's proposition and 
our new illustrated Price List. 


GRAPHIC DUPLICATOR COMPANY 
148 Lafayette St., New York, N. Y. 


Manufacturers of Hektographs and Refills— 
and Duplicating Machines and Supplies 
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IN PRESENTING our new 2900 
series, we call your attention to its 
beautiful design, the work of one of 
America’s foremost furniture design- 
ers. Its striking beauty and sym- 
metry of form are enhanced by the 
charm of genuine American black 
walnut exterior including select 
quartered striped face veneers. No. 










The outstanding value in 


Pool cars with the American market to- 


New Indiana 
Chair Co. chairs 
if desired. 





INDIANA DESK COMPANY 


2900 exemplifies perfection of the 
cabinet maker's craft and adds dom- 
inant dignity and refinement to the 
appearance of any executive office. 


Jasper, Indiana 


day, it enables the dealer 
who appreciates high 
grade merchandise to 
make a nice profit. 

















Quality 


An improved Bank of England chair of good 
grade and popular price—choice of solid walnut 
or birch finished walnut or mahogany. Also 
offered in the square leg commercial design as 
No. 400. See our catalog featuring a fast selling 
group of executive chairs upholstered in gen- 
uine Titetan crushed grain leather—various 
styles, eight colors. 


NEW INDIANA CHAIR CO., Jasper, Ind. 


NEW INDIANA CHAIR CO. 


LATEST FEATURES 
OF CONSTRUCTION 


e 
ALL SIZES AND 
COMBINATIONS 


MORE DEPENDABLE 


FILING 
SERVICE 


WRITE FOR 
INFORMATION 








---- see the 


1800 LINE 


SUSPENSION FILES 


wiTH MAR-PROOF 
BAKED ENAMEL FINISH 










GENEVA 


ANDERSON HICKEY CO., ficiwors 
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N. T. O. M. D. A. PUBLISHES “DEALERS TOPICS” 
Bringing to fulfilment a plan adopted 


several | 


months ago, the National Typewriter & Office Machine | 
Dealers Association last month published the first | 


issue of its house organ “Dealers Topics.” 


The booklet is of a handy size, measuring eight by | 


five and one-half inches and the first issue contained 
sixteen pages, some of them containing advertisements 


of prominent manufacturers in the industry including | 
the Royal Typewriter Company and U. S. Typewriter | 


Ribbon Manufacturing Company. 


Under a heading of “It’s Your Baby” the issue con- | 


tains a foreword written by President Lamont H. Wood 
which reads in part: 

“It has long been the ambition of National T. & O. 
M. D. A. officers to erect a suitable clearing house for 


the exchange of ideas pertinent to our industry. With | 


this new magazine that ambition has been realized. 
Its sole purpose is to inform, to instruct, perhaps to 
entertain.” 

A glance through the pages reveals some interesting 
reading. There are pictures and descriptions of new 
products, many news items of general interest and 
two short articles written by Charles A. Muenze, Pas- 
saic, N. J., and L. H. Wittgraf, Minneapolis, Minn. 


———2 


NEW CESCO VISIBLE RECORD CATALOGUE 


The C. E. Sheppard Company, Long Island City, N. | 
Y., manufacturers of Cesco loose leaf binders and | 


forms, have just issued a new catalogue devoted ex- 
clusively to visible record equipment. It consists of 
forty pages, size 11x84 inches, and in addition to both 
automatic shift and non-shift types of binders a wide 





SHEPPARD’S NEW CATALOGUE 


forms featured are those for accounts receivable and 
payable, purchase, inventory and stock forms, prospect 
and sales records, personnel and pay roll records, as 
well as a large assortment of sundry records. The 
Sheppard Company claim it is the most complete and 
comprehensive catalogue on the subject ever issued. 
Dealers and other interested parties may secure a 
copy on request. 


“CORRECT TYPEWRITING STYLE” 

A ninety-page book entitled “Correct Typewriting 
Style,” written by George Thomas Walker, assistant 
professor of business administration, Southeastern 
Louisiana college, has recently been published. 


Described as “a guide to the best practice in typing | 


arrangement, form, punctuation, and display for busi- 
ness communications,’ the book is divided into five 
parts, each containing several chapters embracing the 


subject fully and in a clear, easily-readable manner. | 


Such subjects as the technique of typing letters, tech- 





| 


range of new stock forms are illustrated. Among the | 





MODERN 
OFFICE TABLES! 






Biers is a real demand to- 
day for office tables that fit 
into the modern scene. But 
they must also fit the modern 
budget. St. Johns handsome 
new modern office tables do 
both. The model illustrated 
above, with rounded corners 
and plank-edge top, comes in 
four popular sizes, two stand- 
ard finishes. Write for our com- 
plete illustrated catalog today. 


ST. JOHNS TABLE CO. 


CADILLAC, MICHIGAN 
573 Broadway, New York, N. Y. 





OFFICE 
TABLE 
No. 20 





Office Furniture Warehouse Co. 
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STAINLESS STEEL FILE SIGNALS 


WILL ALWAYS .... 
STAY BRIGHT _ 


Made of thin-gauge stain- 
spring steel highly 
polished. Will not discolor 
cards or sheets. Easy to 





less 








No. 1 No.2 attach, relocate or remove; 
Normal Tab : : 

Medium stay put and add practi- No. 2¥V—Low Tab 
Window cally no bulk to a record. Large Window 
Steady Profits For Live Dealers! 

Made in 12 colors: Write for this 
bright fast-color, FREE CARD 
non-chipping' en- 

amels— plain or OF ACTUAL 
printed with let- SAMPLES 
ters of the alpha- 

bet, day of the 


week and month, 
of the 
for 


months 
year. A type 





every modern fil- 

ing requirement. 

Useful sample card shown above sent on re- 
quest to all dealers looking for a steady good 
profit line. 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 
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. STURDY COLUMNAR CONSTRUCTION 
2. HEAVY STEEL REINFORCING FRAME 


3. FULL GRIP HANDLE—4 PLY DRAWER 
FRONT-LABEL ATTACHED 


The new DURABILITY TRANSFER FILE incorporates all the strength and 
convenience of expensive Pull-Drawer Files at storage file economy. 
Made entirely of heavy solid fibreboard throughout and a reinforced 
construction permits convenient stacking. The easy sliding drawer is 
designed to withstand every stress of 
operation. 

SEND NOW ... For complete details on 
this entirely new and exceptional value 
in Transfer Files. 






OF Pap .7.0 51.4 2 Gt. OF 


ESTABLISHED 1921 
cManufacturers of Filing Supplies 


517 S. JEFFERSON STREET CHICAGO, ILL. 


INSTANT COPY 
DUPLICATORS 


No Mess! No Excuse! 


Featured by dealers from coast to coast. The only low 
priced liquid duplicator of proven merit. Clear, bright 
clean copies. Cash in on the growing demand for this 
new process by writing today for our profit making 
dealers’ plan. 

The Utility model illustrated above is finished in hand- 
some black wrinkle with a new polished chrome trim. 
Retails for only $19.50. 


Watch for next month’s Announcement 


KEEN MANUFACTURING COMPANY 
800 North Clark St. Chicago, Illinois 
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| nique of typing material other than letters, mechanics 


| 
| 
| 
| 
| 
| 





of typewriting, special studies for the typist, are thor- 
oughly explained to the reader in such a manner 
as to be easily memorized. 

The book is priced at $1.25 and is published by the 
Ronald Press Company, New York, N. Y. 





DID YOU EVER SEE A SEAL TYPING?—Well, 
we did! And just to be nice we're giving you 
a look. Father Hubbard, known throughout the 
world as the famous Glacier Priest, is shown 
at his headquarters during the eleventh Alas- 
kan expedition to King Island. Father Hubbard 
is giving Reggie, his pet seal, his first typing 
lesson on a Royal to the amusement of several 
Eskimo looker-oners. 
sega eS 
OFFICE EQUIPMENT SHOWN AT NEW YORK 
PURCHASING AGENTS’ EXHIBITION 


Office appliance and stationery fields were repre- 
sented at the fifth two-day exhibit of the New York 
Purchasing Agents’ Association, held November 14-15 
at the Hotel Pennsylvania in New York City. Ex- 
hibitors included the Monroe Calculating Machine 
Company, the Dictograph Products Company and the 
Eagle Pencil Company. The exhibit also included a 
variety of other products. 

J. H. Leonard, executive secretary of the associa- 
tion, announced that the exhibition, at which more 
than seventy-five members displayed their own prod- 
ucts, was the largest ever staged by the group. This, 
he said, was indicative of the business upturn and 
optimistic spirit with which exhibitors viewed the 
business outlook. 

The event concluded with a banquet attended by 
more than 600 persons. Speakers were Bennett Chap- 
ple, vice-president of the American Rolling Mills Com- 
pany, and George A. Renard, executive secretary- 
treasurer of the National Association of Purchasing 
Agents.—NJNS 

ln iairiistnns 


NEW OFFICE SUPPLY STORE 
John H. Carter and A. B. Jordan, Jr., both of whom 
are connected with the Herald Publishing Company, 


| Dillon, S. C., last month opened a stationery and 


| Steel 


office supply store at Kinston, N. C., under the name 
of the John H. Carter Company. 

The new establishment was launched with an im- 
pressive stock of office equipment. In addition to 
stationery lines, it carries supplies, loose leaf devices, 
office equipment and associated items. The 


| owners, with further expansion plans in mind, wish 


to receive literature and catalogues from manufac- 


| turers. 


Mr. Carter has been connected with the Herald Pub- 


| lishing Company for the past five years as a sales- 
| man and has built up an enviable record of sales. Mr. 


Jordan has been associated with the Herald organ- 
ization since graduating from college in 1926. Both 
men will maintain their connection with the company 
although Mr. Carter will be in charge of the store 
in Kinston. 
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A BIG 
DATER YEAR! 


FUL- 





Hundreds of thousands of 
TON DATERS and allied items 
December, 


will be sold during 


January and February. Write for 
catalog and price list on this lead- 
ing line of daters, stamp pads, 
numberers, office printing outfits 


and rubber type. 





Nm 
> 

















FULTON 
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N. J. 
Sales Office: 200 Fifth Ave., N. Y. City 


Factory, Elizabeth, 


ry this Rapidfire Way! 


A rifle beats a slingshot every time. It's faster and 
easier—and you can keep it up all day without 
tiring. That's how it is with the 






Trigger Action 


cbebeb 


STAPLER 


—the machine that does all the 
work. It's easy to operate— 
never tires you—staples 40 
sheets as easily as two. Satis- 
faction guaranteed if No. 333 
staples are used. 


the BAAD trigger Ac. 


tion Tacker is also an exception- 
ally useful machine in its field, 
and guaranteed if No. 444 
sam staples are used. Both are 
” equipped with improved draw- 
band hook which speeds up re- 
loading. Write for details. 


FASTENER Corporation 


2531 N. Ashland Ave. 


A. G. Orton, West Coast Factory Representative 
1108 S. Hope St., Los Angeles 








Chicago, Illinois 

















No. 1204—66" x 36” 


A Rishel Chippendale 


In Genuine American Walnut and 
Genuine Mahogany 


Distinctive in Style and Beauty 
Ask for New Catalog of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 











Correct 
Posture 


GAYL 





METAL FOLDING CHAIRS 









sales- 


Ideal for offices, 


rooms, schools, church- 


REMARKABLE 
EFFICIENCY 
AND DUR- 
ABILITY 
AT LOW 
COST 


es, clubs, lodges, beauty 
shops, etc. Riveted at all 
joints, made of heavy 
COLD ROLLED steel. 
Comfortable and rigid 


















in construction. Opens 


and closes quietly. Folds 
flat and stacks easily. 
Upholstered wood or all 


metal seat. 


Made by seating special- 
ists with many years of 
successful manufactur- 
ing experience. 


WRITE FOR DESCRIP- 
TIVE LITERATURE AND 
PRICE LIST 





COLORS: 
Mahogany, Black, Walnut, 
Olive Green, Ivory. 


Cable Address ""GAYLOCO" 


Gaylo Manufactwung. (o., Inc. 


820 NORTH MICHIGAN AVENUE 


CHICAGO 
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Beautiful 
Aniline 
Russet 
Zipper 
Envelope 





BRIEF CASES 


* 
Start 1939 with a selling Bang! Na- ZIPPER 
tional points the way to greater profits 
for you. ENVELOPES 
« 


To simplify your buying we have 
prepared model lines in $50.00 units. | RING BINDERS 
Each unit is properly balanced with e 
consistently good selling numbers. DRESSING CASES 
Write for particulars ... and be sure to 


Send For Catalogs... NOW! 


a 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
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ltwon’'t be long now! 


You'll need filing supplies badly ‘ 
very soon—for transfer time. Get ROLL LABELS 
GUIDES 
ready for it now. Check up your INDEX CARDS 
REINFORCED 
stock. Order your next season's asgpnatoning 
PROTEX 
, STICKONS 
requirements from WARSHAW— nic tape 
GUMMED 
and make some real money. Your —|npex TABS 
customers will like WARSHAW'S e 


quality and low price combina- 
tion. It can't be beat. 


WARSHAW MFG. CO. INC. 


1 MAIN ST., BROOKLYN, N. Y. 














BURNS Kneehole DESK 


For Portable Typewriter Dealers 


This desk of- 
fers new op- 
portunity for 
profit. Prices 
only $6.00 to 
$17.00 list. 
Chairs to 
match $3.20 
and $3.50. 





Liberal discounts. Shipped 
flat. Assembled quickly 


with screwdriver. 


INCLUDE this 
desk in portable machine sales or sell it separately. 
Well made and attractively finished in two-tone 
brown and natural maple, all with green top. Two 
single pedestal models with two drawers, one with 
three; also double pedestal with six drawers and 
small accessory drawer on top of desk. All models 
have top book rails and pen and pencil holders 
Send for full particulars. 


Burns Manufacturing Company 
1085 White Street Far Rockaway, N. Y. 











Schwab 


Safes 


Dependable 
Effective 
Economical 


PROTECTION 


Jar business records 








Every day you sell good grade paper, permanent writ- 
ing fluid and quality carbon and ribbons, telling your 
customer that records worth making are worth safe- 
guarding. Go a step farther. Find out where the 
record is put, after it is made, and whether it is pro- 
tected from fire. Recent surveys show that many 
records are not sufficiently protected and there is great 
opportunity for sales of equipment. 

The Schwab line includes safes for all business 
records, for jewelers, furriers and postoffices, burglar 
chests, vault doors and the new Schwab Correspondence 
File Safe, all of definite, proven efficiency. Write for 
details of the Schwab sales plan. 


The Schwab Safe — 


LAFAYETTE, INDIANA 
} 
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GF CONSOLIDATES BOSTON ORGANIZATION IN 
NEW LOCATION 


Effecting a consolidation of departments hitherto | 


maintained at West Newton, Mass., the General Fire- 
proofiing Corporation, Boston, last month moved its 


entire organization into a new home at 714 Beacon | 


street. 


Under the management of Lionel G. H. Palmer, the | 
company now houses under one roof its warehouse, | 
shop and service departments which were formerly | 
located at West Newton. The engineering and sales | 


Staffs, which were previously in Boston, also have 
special quarters in the new building. 


The modern structure provides considerably more | 


space for the various departments as well as permit- 
ting a more complete and effective display of mer- 
chandise, while delivery service is accelerated and 
working conditions much improved. 


The location was chosen for the benefit it affords | 


visitors to the company’s display rooms and those 
whose business is with the sales and engineering per- 
sonnel. An abundance of parking space for automo- 
biles is always available in the new location. 
—<—_>-2—_— 

















SOME DELEGATES TO THE RECENT N.S.A. CONVENTION 
WHO TOOK TIME OUT FOR A “SPECIAL” PICTURE.— 
Finding themselves without any insistent demands upon their 
time, these happy conventionites went to an ice carnival 
and sat still for the photographer. They are, left to right: 
Sol M. Obstfeld, Markwell Manufacturing Company, Inc., 
New York City; Mrs. Henry I. Coleman; Henry I. Coleman 
Nathan Coleman & Son, Savannah, Ga.; P. L. “Doc” Kinch, 
Markwell Manufacturing Company. 
RS NS 
N. S. A. SETS NEW MEMBERSHIP GOAL 

With both President Harold J. Hampton and General 
Manager Charles P. Garvin working simultaneously 
toward their objective, The National Stationers Asso- 
ciation will, with the coming of the new year, launch 
a drive for 100 new members by September 1. 

That was the statement last month of Mr. Hampton 
in discussing the association’s plans for 1939 and re- 
viewing the work done in the past. Every officer and 
every member will be asked to join in the drive, he 
explained, and, together with the regional governors, 
will be given full details in bulletins issued from Gen- 
eral Manager Garvin’s headquarters in Washington, 
D. C. 

It is expected that by early January dates and places 
for the series of regional meetings will have been 
worked out and announced to the membership: by 
February. 

—_————0= oe 
POSTINDEX ISSUES NEW CALENDAR 

Through Paul M. LeBeuf, district manager at Harris- 
burg, Pa., the Postindex Company, division Art Metal 
Construction Company, last month sent out its annual 
calendar to friends and customers. 

The 1939 calendar is large enough to be suitable for 
the biggest offices and is adorned with a picture in 
colors depicting the first Fourth of July. Figures and 
lettering on the actual calendar are one inch high 
in white on an attractive brown background. 


127 


Sturges 


POSTURE ,CHAIRS 


easy 


to sel 
WAREHOUSE STOCKS 

Wholesale Office Equipment ¢ 

39 Stevenson Street 

San Francisc Calit a 

Office Equipment Distribut 

609 Third Ave ( 

Seattle, Was 

Sturgis Posture 

c/o uf Camet 

Wooste 

k, Ne 


Cal 
2-114 
New Yor 





SOLD EXCLUSIVELY THROUGH DEALERS 


STURGIS POSTURE CHAIR CO 


| TAU TCISMEVIGSIICPATN 









“And we mean 42,000 copies,” 
our customer reports. That is 
SOME record you will agree! 
With such durability plus superior 
workmanship, surely you will 
want to try TEMPO STENCILS on 
your next order. Free samples will 
be sent—without obligation. 





Write us today. 


MILO HARDING CO., LTD. 

























(Please pin to your letterhead) 12-38 


\\ Z@ Manufacturer 
AN @ Tempo Duplicators, Stencils, Ink, etc. 
\ G Pittsburgh © and oe __ Los Angeles 
ZB 
NS 2 
GJ nsseeees USE THIS COUPON s2s222222222 
- MILO HARDING CO. LTD. : 
617 Commonwealth Annex, 4 
Pittsburgh, Pennsylvania ° 
Send Free Samples [] Catalog Dealer Plan () : 
7] 
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BALANCED ACTION 
CHAIR IRONS 

















A COMPLETE LINE 


OFFICE-STOOL AND 
TYPEWRITER IRONS— 
EQUIPPED WITH RUBBER CUSHIONS 
OR STEEL SPRINGS, C-K PRODUCTS 
ARE WELL BUILT OF HIGHEST 
QUALITY AND SERVICEABLE. 


CATALOG ON REQUEST 











COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 


10,000 


Records 







VISIBLE BINDERS 


COMPACT ®@ For posting and reference, the FAULTLESS MULTIPLE 
UNIT stand with visible binders gives the ultimate in speed. 
One operator has instant access (in two motions) to any one 

SPEEDY oftenthousandrecords forrandom posting in arm‘s reach. 
This equipment offers dealers an opportunity to compete 

PORTABLE with direct selling organizations on large visible records 

applications. 

Write STATIONERS LOOSE LEAF COMPANY for further 

SIGNALS particulars about visible records information service. 


STATIONERS LOOSE LEAF COMPANY 


MILWAUKEE 
WEW YORK 524 NORTH BROADWAY CHICAGO 
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Other Lands Section 
Continued from Page 54 


panies, Mr. J. Reid Adam (director of sales of Kenrick 
& Jefferson, Ltd.), an old friend of the Halsbys and 
of the writer. At Southampton they were greeted by 
Mr. James Halsby and wife who (let it be said to their 
credit) broke their honeymoon to bid farewell to “Ma 
and Pa”!! “Jack” Halsby had been married two days 
before. The day prior, two hundred of us had enjoyed 
the hospitality of Mr. and Mrs. Halsby at a reception 
and dance at Grosvenor House and gave the young 
folk a good send off! It was a most enjoyable evening 
—informal and friendly and (for my part, at any rate) 
a wonderful evening. 


* * * 


Last month saw the usual Ex-Chairman’s Dinner in 
connection with the OATA. Let me quote from a 
letter I received from Mr. W. J. Richardson who is not 
only an ex-chairman, but will be remembered as the 
pioneer of typewriters in this country with the Barlock. 
(Mr. Richardson is retired from active participation 
in the Trade—more or less). He writes: 

“With regards to the Ex-Chairman’s dinner of the 
OATA, it being just a friendly gathering, it is rather 
difficult to say much about it. There was, naturally, 
a general conversation on the past successes of the 
Association and the hope that the younger members 
will show the same keen interest in the Association’s 
future by joining in the work of the committees. 

“In proposing the health of those present, I drew 
the Ex-Chairman’s attention to the fact that thirteen 
were present, two unavoidably absent, two now in the 
United States, and one only passed over to the other 
side, from which I drew the conclusion that the mem- 
bers of the Office Appliances Trades were so busily 
occupied in thinking out new ideas and new schemes 
of competition that they have no time to be ill, and 
hardly even time to die, and that the trade, therefore, 
be recommended as a health resort. 

“The meeting wound up by electing Mr. Thomas 
Dixon as chairman of the meeting next year.” 

“Incidentally, I nearly had to stand by as ‘emer- 
gency man’ in case any of the old stagers did feel 
uncomfortable sitting down thirteen.” 


Although rumors have been floating around for some 
time, it was not until this morning that it was offi- 
cially announced that Their Majesties, King George 
and Queen Elizabeth, hope to pay a short visit to the 
United States on the way back from Canada. I know 
you folks will be delighted to greet them. You will 
like their simple, unaffected manner and the Queen’s 
smile. In fact, I imagine that Their Majesties will 
quickly gain a place in your hearts only equalled by 
your admiration for the late King George V and for 
Queen Mary.—VEJ 


| 





NEW PACKAGING FOR CODO SUPER-FIBER LINE 
The Codo Manufacturing Company, Chicago, last month an- 


| nounced a new and attractive box for its line of Super-Fiber 


typewriter ribbons. The box has a black edge with an orange 
top upon which is imprinted in white a small drawing and 
the words: “Codo, Super-Fiber.” The box is of metal. 
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TRINER | | REVOLVING DICTIONARY STAND 


_ Get your share of these fine 
— tin gore long profits and quick turnover. 
Weight 


Indication 











"Air Mail Accuracy” 
BEAM POSTAL SCALE 


IS A PROFITABLE ITEM FOR 
DEALER AND CUSTOMER Oak, Walnut, Mahogany and 





Air mail and first-class postage waste runs into large . 
figures yearly. Help your trade eliminate over-postage School Brown finishes. 
and short-postage weighing devices—show them TRINER 
Air-Mail Hair-Line Accuracy Scales. Their dependability 


is established beyond any doubt. Uncle Sam uses many Size 2 | ” wide, , we deep, 4” 


thousands for fine weighing and checking of mails. 


Stationers have already sold thousands to their cus- 


. 
tomers with 100% satisfaction. high. 


No. 84 illustrated above is of 1 lb. capacity by % 
ounces (other numbers up to 4 Ibs.), with computing 
Chere fs Send for Samples 


chart set at 45 degree angle for easy reading. 
celluloid covered, easily cleaned and easily replaced. 


east areae IMPERIAL METHODS CO. 


SCALE & MFG. CO. 
2714 W. 21st Street 760 S. Circle Ave. FOREST PARK, ILL. 
CHICAGO ILLINOIS 



































HIGH POINT POSTURE CHAIR 


No. 7814— popular in appearance, 
comfort, convenience and reason- 















able cost. 
LOOKS RIGHT! That goes a long 


way toward the sale. Harmonizes in 





( m J 
i ' 
most office interiors, is well con- 
structed and restful to the user yet C 0 P 0 D R S 
keeps her alert and ready. In addition ¥ H L, ¢ 
to slat back style shown here, it is also . ( 
offered with upholstered seat and slat 


back, with saddle seat and upholstered 


DEALER PROFITS 
TURNAPAGE 


. plays a top performance adding 
extra money to dealer profits. The 
new copyholder that folds away with 


the typewriter and turns pages of 






panel back or full upholstered back. 


Let us send you details and prices of 






this popular item. 


High Point Bending 
& Chair Company 


consecutive copy .. . Write for 


dealer details. 








The Dawn Manufactu uAG Corn. 


HALL-WELTER CO, INC. 
181 ST. PAUL ST. ROCHESTER, N. Y. | 


Note The Down Mig. Corp. is » division of the Hall. Weher Co., Inc. who menslectore the so 
famous Speedrite checkwriter end the new inexpensive Chexsigno signer. 


SILER CITY 
NORTH CAROLINA 
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NEW! 50. x 26° 


PEDESTAL TYPEWRITER DESKS 





Patented—No. 2133807 
Patent Pending 


THE SECRA-TYPE  ¢evice in modi- 


fied form makes 
possible these important new sizes. They take all Standard 
Typewriters, use minimum possible floor area, yet give ample 
desk top space. 








® For the small or professional office 
® For the small or special locations in any office 


@ For the home; and student 


WAGEMAKER CO., GRAND RAPIDS, MICH. 


36” X 26” 














ne 







Its sharp 
point easily 
Erases one 
or more letters 
without 


Paper Pencil 


Samples ; 
Furnished on smudging the 
Request. whole word. 


Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
GEE -tomtaherenn es. 
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— Staplers that can 
| “TAKE IT’ 


Whether you sell stapling machines or use them, it will 
pay you to investigate this exclusive 47 year old ACME 
line of equipment. 

ACME Staplers are built to stand more than ordi- 
nary abuse—built to last many years with a minimum 
of service requirements. 

Rugged construction, coupled with versatility of 
uses makes ACME equipment a favorite with all large 
industrial concerns. 

And ACME helps you sell the Silverstreak Line with 
attractive advertising folders, giving complete infor- 
mation. Send for a sample folder today and convince 
yourself of the possibilities in handling Acme Staplers 
and Staples. 


the ACME Silverstreak Line 


ACME MIDGET 
(Pictured above) Light weight, handy desk stapler 
with noise eliminating, velvety-smooth lever action. 
ACME No. |... ACME No. 2.. ACME SURE SHOT. . ACME SIMPLEX 








ACM€ STAPLE CO. 


1650 HADDON AVENUE. CAMDEN, N.). 











300 New rTEMs 


IN A SINGLE YEAR 
















In a single year Office Appliances announced some 300 


items in the section devoted to new machines and devices. 


Usually this information is given before the items appear 
on the market and always in advance of most sources of 
such news. It is not uncommon for a dealer to tell us that 
some of his best selling lines have been secured from 
seeing the things in Office Appliances. Many readers 
say this section in itself is worth the subscription cost, not 


to mention all the other features. 


If you want to keep in touch with the activities of the 
office equipment industry, there is no better way to do it 
than by entering a subscription to Office Appliances. 
The rates are $2.00 a year, $3.00 for two years; Canada 
$2.50 and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


20 North Wacker Drive Chicago, U.S. A. 
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SOUTHERN TRAVELERS CLUB NEWS 

Jim Fowls, Jasper Chair Company, and Ralph 
Bender, Art Metal Construction Company, were re- 
cently given a strenuous taste of southern fishing 
when they hooked a huge Jewfish weighing 458 pounds 
and measuring seven feet, six and one-half inches. 
The two men were fishing off Old Tampa Bay with 
Claud Hanes, Lou Weissing and Claude Johnson of the 





OCEANIC MONSTER AND ITS CAP- 
TORS.—This giant black bass, known 
locally in Florida and California as a 
Jewfish, was taken in Florida waters 
by (left to right) Ralph Bender, Art 


Construction Company, and 
Jasper Chair Company. 


Metal 
Jim Fowls, 


Office Equipment Company, Tampa, when they had 
the pleasure of battling the giant black bass for fifty- 
five minutes. 

a * * 

The Godwin Stationery Company is now completely 
installed in its new home at 21514 North Twentieth 
street, Birmingham, Ala. 

* * a 

The Economy Index Company, Tampa, Fla., has 
opened a branch store in St. Petersburg, which has 
been named the Office Equipment Company of St. 
Petersburg. The new establishment is under the man- 
agement of Mrs. T. A. Fulghum, wife of the owner of 
the Tampa organization. 

SSS 
MUNCIE EXCHANGE SEEKS STOLEN MACHINES 


The Muncie Typewriter Exchange, Muncie, Ind., is 
seeking nine office machines allegedly stolen from 


a company truck on October 19. The firm is offering | 
a reward for the arrest and conviction of the persons | 


responsible and also a reward of ten per cent of the 
market value of any machine recovered. The ma- 
chines are described as follows: 

Allen adding machine model No. 66, six-column, 
serial number not known at present; used Allen Wales 
(desk model) adding machine, eight-column, serial 
No. 34320; Allen adding machine, model No. 2077, 
seven-column, electric, serial No. 966815; Allen add- 
ing machine, model No. 75, seven-column, serial No. 
965751, combination smooth and.crackle finish. This 
serial number is not definite but believed to be cor- 
rect. Royal portable typewriter, model No. “O,” serial 
No. 753364, with black leather carrying case; used 
Underwood, model No. 5, serial No. 1738611; factory 
rebuilt F. & E. checkwriter, black base, mahogany 
trim, serial No. 1082345; similar machine, serial No. 
2025177. 








a FULLY SO”’ 
ALEADER AND RIGHTFUL 
THE NEW 

No. 595 
SHOWING 
TILT-TOP 
ARRANGE- 

MENT 

Quality will always tell and for this reason The Calvert No. 595 is the 
most popular medium priced lamp sold today 

This lamp is especially adaptable for small desk and student use. 

We offer this lamp with an extra long 10 foot rubber covered cord and plug, 
and it is properly weighted. The plated bronze finish is covered with the 
finest lacquer obtainable and sprayed with heat resisting white paint on all 
reflecting surfaces. It uses only a 75 watt bulb 

There will be NO increase in price for we have always paid better than 
1938 Wage and Hour Law salaries. 

For additional information write 
THE CALVERT LAMP COMPANY 
300 E. Federal Street, Baltimore, Maryland 











More Sales and Profits 
= with this 
_ “3rd Comfort Feature” 



























Here’s a competitive feature no other 
line offers—and it’s a sure-fire sales 
maker because it increases the efficiency 
of office and factory workers. In addi- 
tion to “comfort shape seats” and “com- 
fort backs” you can now offer “Height 
that’s always right.” 


F VER--Fj OLD 


Automatic Adjustable Stools and Chairs 


Chair No. 

3-1721 
Adjustable 
from 17 to 
21 inches 


are instantly adjustable by worker with- 
out set screws, wrenches, ratchets or 
gadgets. Lifting seat is all that’s neces- 
sary—locks to any height automatically. 
Sell the line that is not available 
at “second hand _ store’ prices. 
Write for Catalog-Folder, Prices 
and Dealer Discounts. 


LABORATORY FURNITURE EXPERTS. 


C. G. CAMPBELL, President and Gen. Mgr. 

5005 S. CENTER ST., ADRIAN, MICH. 

Manufacture of Laberatory and Library Furniture 
Since 1905 


Chair No. A-1721 
Adjustable from 
7 to 21 inches 


Leaders in the 









































This is a T E L L C | T Y Dependable 


DESK 





It Takes the Eye 
and Makes the Sale 


The Tell City 8000 Series expresses the modern trend 
in graceful simplicity. It follows popular demand in 
the rounding of corners and edges but goes farther 
than the rest in the beauty of its genuine walnut 
matched veneers with unique and interesting detail 
in the taper of posts below the pedestal, the design 
of cast brass pulls, etc. Proven popular wherever 
shown, Tell City 8000 offers a sales compelling com 
bination of quality and price. Let us send you details 


TELL CITY DESK COMPANY 

















Tell City, Indiana 
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THAT GIVES SATISFACTION 


THAT ASSURES BETTER TYPING 
THE KEY THAT TYPISTS PREFER 





MUNSON SUPPLY 
COMPANY SPE- 
CIALIZE ONLY IN 
CUSHION KEYS 
FOR TYPEWRITER, 
ADDING AND CAL- 
CULATING MA- 
CHINES OF ALL 
KINDS. 
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MUNSON SUPPLY Co., 348 Hudson St., New York City 


Please send information about the New Key 
—New Package and Counter Display to @ 
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OFFICE APPLIANCES 


REMINGTON USES RADIO FOR PORTABLE 
DEALERS’ CAMPAIGN 

Remingten Rand officials announce that a large 
number of stationers, throughout the nation, will 
make “spot” and “chain break” announcements about 
Remington portable typewriters, featuring the new 
Remette at $29.75 and the De Luxe Noiseless portable 
at terms which equal ten cents a day. A large num- 
ber of popular local news and other specialty pro- 
grams will also be sponsored. Listeners are invited 
to visit their nearest Remington dealer for further 
details. Thus, Remington portable typewriter dealers 
are assured of the fullest codperation in taking advan- 
tage of the wide market for portable typewriters at 
Christmas time. 

W. B. Cratty, sales manager of the portable type- 
writer division of Remington Rand Inc., in a state- 
ment, said: “Our dealers have responded so spendidly 
to the new and improved line of portable typewriters 
we have produced that it has proven even further 
that the vast market available to Remington portable 
dealers is a very active one. Because it can mean 
many thousands of dollars in added business to our 
dealers this Christmas, we are making every effort to 
supply them with the best ammunition to get the most 


out of this market.” 
; pie 


“THE INCOME TAX SIMPLIFIER” 

A new book, “The Income Tax Simplifier,” written 
by Frank H. Shevit, well-known authority on income 
tax matters, has recently been published by the B. C. 
Forbes Publishing Company, 120 Fifth avenue, New 
York, N. Y. It is priced at $1.00. 

The book thoroughly covers the 1938 Revenue Act 
and pays particular attention to important new pro- 
visions on capital gains and losses, gifts, capital stock, 
excess profits, estates and trusts and other like 
matters. 

A section of the Simplifier which will appeal to 
most taxpayers is the account record book with a 
line for entering total transactions of every business 
day and a page for every month as well as recapitula- 
tion pages so that with proper entries the taxpayer 
finds at a glance the knowledge he needs when March 
15 rolls around. 

—_- 

SHEAFFER REPORTS FALSE REPRESENTATION 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, is warning dealers throughout the country to be 
on the lookout for a man falsely representing himself 
as a member of the Sheaffer organization. He is said 
to have called upon dealers in Massachusetts, upper 
New York, Connecticut and Pennsylvania. 

The warning also advises dealers to permit no one, 
except accredited representatives of the Sheaffer com- 
pany, to check their stocks or otherwise handle mer- 
chandise in their stores. 

saan tli cic 
BATES CONVENTION DATES SET 

The Bates Manufacturing Company, Orange, N. J., 
and New York City, will hold its annual sales con- 
vention on December 19, 20 and 21. Every member and 
official of the staff will be in attendance and each will 
be asked to contribute any ideas he may have con- 
cerning the company’s sales organization and its work. 

meni or Th ana 
CLARK & GIBBY IN 30TH YEAR 

Clark & Gibby, Inc., New York City stationers and 
office supply house with stores at 358 Broadway and 
20 East Forty-first street, last month celebrated its 
thirtieth year in the industry. 

The event was heralded to the trade and the com- 
pany’s customers and friends by the issuance of an 
announcement card which, by virtue of its wording, 
is worthy of reproduction to show how an important 
event can be announced in a jovial manner. The card 
read: 

“Thirty years ago today we opened our first small 
store on Fulton street. Our assets were ninety-nine 
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Good News 


FOR THE TYPEWRITER TRADE 


We are AGAIN REBUILDING 
Not only UNDERWOOD TYPEWRITERS but 


Royal L. C. Smith 


Remington Woodstock 
Noiseless 


we 
. 
we 








Paper Drills 
and in ADDITION to TYPEWRITERS 


MAKING More MONEY FOR STATIONERS ADDING MACHINES! 


Eve ry wh ere Burroughs Allen Wales 





The “TWIRLIT” sales swing is in full Barrett Victor 

force—with increased discounts and R. C. Allen Remington 

real snappy advertising helps for the Dalton 

Stationer.—But there’s another reason 

for the “TWIRLIT” Paper Drill’s pop- Secure your Rebuilts, Portables and Roughs as well as 

‘e ularity—it does jobs no punch can Parts Platens 

Wah @is deve oe dol—Drills clean holes—one, Tools Seinen 
demonstration dis. two or three—right thru a '/2” thick Tables a 


play and a supply pile of paper. Sturdy, well made 


of = —— equipment, handsomely finished in 
stimulating folders— .odem style—and a price range of PROMPT SERVICE! FAIR PRICES! 


you are ready for : 
“cash register mu- $2.50 to $12.50. Customer interest 


= : oe your starts at your “TWIRLIT” display—and 
a a keeps moving toward the sale. Send § fp | p M A N -WA R D M . G C 0 
and folders are free! for our lucrative sales plan today! ® a 


“The Dealers Quality Supply House” 











325 N. Wells St. Chicago, IIl. 
WIUKQIRGM MSS SGC MIS TAh a | tos avccies §—myvearous | MONTREAL 





303 BOWER AVENUE «+» HACERSTOWN.MD. 








STYLED BY BRIGHT pene 


and Typewriter 


The invigorating comfort of a chair cor- —" Ribb 
rectly designed and adjusted to the exact areres 
posture is a tremendous “lift” to every chair SUPER-FIBER type- 
















“sitter.” These BRIGHT numbers produce writer ribbons 

this keen satisfaction. packed in a new col- 

orful attractive con- 

And only skilled leather craftsmen can tainer which will 

produce these masterpieces of comfort and help you definitely 
beauty in sales. A quality os 

; product that will as- 


| 


sure consistent, top 
notch performance 
at all times. 


Write for our catalog of 

BRIGHT styled leather 

office furniture. You will 
profit, too. 








Feature Codo carbons and rib- 
bons. They are guaranteed for 
five years against deterioration 
in stock. They are accepted 
exclusively in hundreds of of- 
fices, due to high grade and 
uniform results. 


Let us help you solve your rib- 
bon and carbon problem. 


Codo Mfg. Corp. 


Chicago New York 


Factory, Coraopolis, Penna. 


No. 58 No. 59 


Bright Chair Co. Inc. 
127-133 Bleecker St. 
New York, N. Y. 
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POPULAR 
OFFICE 
CHAIRS 


QUALITY 
CRAFTSMANSHIP 
. MODERN 
STYLING .. 
EXTRA COMFORT 





Office furniture 
dealers can 
make greater 
progress and do 
more business 
with Jasper Seat- 
ing Co. chairs. 


Oy HIHIOOH 
HANDY BOOKSHELVES 


HANDY DESK SETS 
Secs iieaacaalananedion sana HANDI BOXES 


comfort, their self evident value often 


clinches the sale for the entire en- 


iid, qibte, “diihies, ae. Make splendid, low-priced attractive 
Good furniture . . . prompt ship- Christmas Gifts. 


ments. Catalog and details on request. 


Jasper Seating Co. Priced From 50c to $5.00 


JASPER, INDIANA 
6), f= 
. “AGO: L. . Farber, 5: So. -" © 
CHICAGO: 1. H. Farber, 529 So. Senini908n Manufacluzing So. 
NEW YORK: Office Furniture Ware- FRAMINGHAM. MASS. 


house Co., 573 Broadway 








































ALLEN W WALES 


ADDING MACHINE 


CORPORATION 





rating AY ~ 


515 Madison Avenue NEW YORK CITY 
TUBULAR CoIn WRAPPERS 5 


Stationers! It’s your Line. Exclusively] > 




















**Steel-Strong Products are sold 
through Stationers and Office Supply Have You 
Dealers only. We have no retail salesmen 
to pirate your customers and cash in F ; a 
on your missionary work. a rien glo business acquaint- 
ance who might like to keep in touch 


with office equipment by reading 





Write for liberal discounts and sales help on: 


Coin Wrappers Linen Shipping Tags , , 

Bill Straps Teller's —* Office Appliances? If SO, send us 

Coin Bags Manual Counters . 

Carreney_ Bags Currency Racks the He m pen - ng San 
raw String Bags rapper inets 

Night Depository Bags Sorting Trays we Will send a samp € copy with our 

Lead Seals Coin Storage Trays compliments. 

Seal Presses Downey Change Trays 








THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 
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per cent enthusiasm and one per cent cash, but the 
loyalty of our customers was so great that within a 
few years the little business actually delivered over a 
million dollars worth of furniture in one year. 

“And so, each year on November 16, we pause a 
moment in the mad rush to thank every one of you 
who have made it possible for us to enjoy these thirty 
years. You bet we shall do everything in our power 
to reciprocate.” 


a eee a 
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MAKING FLORIDIANS SMITH-CORONA CONSCIOUS! That | 
is the objective of the Boyd Printing Company, Panama City, | 


Fla., in recently placing this delivery truck in service. In 
addition to making rapid deliveries the truck, with the name 
of the company and the sales talk attractively painted on 
both sides, is considered an effective advertisement on wheels. 


—_——— or 


GIBERNAU TO MANAGE OLD TOWN EXPORTS 

Jose Gibernau, graduate of Fordham University and 
the George Washington University, Washington, D. C., 
last month was appointed manager of the recently- 


enlarged export department of the Old Town Ribbon & | 


Carbon Company, Inc., Brooklyn, N. Y. 

Mr. Gibernau, who specialized in economics, inter- 
national relations and political science, was for the 
past eight years commercial agent at Washington for 
the Spanish government and by experience as well 
as training he is thoroughly acquainted with the for- 
eign markets, their problems and psychology. 

Under Mr. Gibernau’s direction a staff of secretaries 
will be maintained, trained in the handling of cor- 
respondence in English, Spanish, French and Portu- 
guese. 

sculls 
DR. SCAT APPOINTS PHILIPPINE AGENCY 

Branching out into the exporting business by which 
it is expected world-wide representation will eventu- 
ally develop, the Dr. Scat Chemical Company, 178 
North Franklin street, Chicago, has appointed The 
Globe Trading Company, Manila, as its Philippine 
representative. 

The Globe organization, well-Known in the Philip- 
pines and long established in its territory, will become 
the sole agency for the distribution of the Dr. Scat 
typewriter refinisher and cleaner. 

According to plans of the company exclusive agen- 
cies will be appointed in the near future in several 


foreign countries. 
———_ o-oo 


OFFICE SUPPLY FIRM ORGANIZED AT DECATUR 

Formed for the purpose of conducting a mail order 
office equipment business, the Office Supply Company 
has recently been opened at 10 Linxweiler building, 
Decatur, Ill. The organization, which plans to have 
a number of salesmen selling specialties throughout 
the country, is interested in contacting manufacturers 
of office specialties rather than the general line of 
office supplies. At present it handles personal record 
chests, staplers, small loose-leaf bookkeeping sets, 
social security record books and other items of a 
similar nature. 


“3-in-1” Costumer 
for every wraps emergency 


The versatile ‘“3-in-1” 
Rack consists of two 
upright costumers plus 
an interlocking Hat Shelf 
Bridge which accom- 
modates 44 coats and 
hats. Knocked down, it 
forms two individual 
costumers and the bridge 
stores in any closet. 
Ideal for offices, schools, 
institutions, banks, fu- 
neral homes, restaurants 
etc., etc. Choice of 
16 modern colors. 























Square. tubular 
steel uprights, 12” 
hat shelf, and non- 
tippable base. 


PETERSON 3U 


is the answer to all wraps 
problems! a 


AAA AAAA 










Individually separated ac- 
commodations for 3 per- 
sons per running foot, and 
adequate facilities for hats, 


lunches, umbrellas, rub- 
bers, etc., made the 3U 
Rack the fastest selling 


office rack on the market | 
today—misses no __ sales. 
Used extensively in leading 
offices everywhere. 


Write for Circular 








VOGEL-PETERSON CO., INC. 
“The Check Room People”’ i 
1823 N. Wolcott Ave., Chicago, U. S. A. bu : as 











YOU CAN BOOK MANY 


CHRISTMAS ORDERS 


FROM YOUR 


DOLAR 


CATALOGUE 


Dealers: 


In the Polar Cata- 
logue which you have 
on file are listed many 
practical gifts for the 
modern office. Do not 
orders because 
short, 


lose 
your stock is 
our catalogue is well 
illustrated and orders 
can well be booked 
from it, by both your 
inside and _ outside 
salesman. 


POLAR MFG. COMPANY 


40! N. Broad Street PHILADELPHIA, PENNA. 
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WLy are “US” dealers enjoying a steadily increasing 
volume on ribbon and carbon paper sales? You'll find 
the answer in our new Dealers’ Price List . . . just 
off the press and ready for delivery. 


Send for a copy! Samples too! 


You needn’t take the time to write a letter—just tear 
out this ad and pin it to your letterhead—that will 
bring you the facts and figures of a profitable propo- 
sition. 


U. S. TYPEWRITER RIBBON MFG. CO. 
Tenth & Sansom Street, Philadelphia, Pa. 
Est. 1895 








As he See Se Fs 


Honolulu, T. H.—Alexander Bros. Ltd., the Underwood typewriter agency 
and distributor for the Hawaiian Islands, have purchased the Magoon 
building at Merchant and Alakea streets, where they have been located 
for a number of years. The building is a two-story structure with 94 feet 
on Merchant and 40 feet on Alakea. Alexander Bros. plan to remodel and 
modernize throughout. 





Omaha, Neb.—The Central Typewriter Exchange, owned and operated 
by G. A. Jargee, celebrated its thirty-fifth anniversary in October. The 
company maintains a large and varied stock of typewriters and other 
office machines.—BART 


San Angelo, Texas... D. Williams, formerly of Abilene, has moved 
to this community where he has taken the agency for the L. C. Smith 
& Corona Typewriters, Inc., lines of typewriters and adding machines. 
Prior to coming here Mr. Williams was connected with the Cox Type- 
writer Agency in Abilene and was at one time with the Underwood 
Elliott Fisher Company branch at Dallas. 

San Jose, Calif..The Santa Clara Valley Typewriter Dealers Association 
held a special meeting November 7, in honor of Wayne Hunter on the eve 
of his departure for Hawaii. The membership turned out a hundred percent. 


Van Nuys, Calif..-The Southern Typewriter Company has opened a 
modern shop at 6201 Van Nuys boulevard and is prepared to adequately 
serve the San Fernando Valley trade. Herbert T. Adams, manager of 
the store, was for several years connected with Remington Rand, Inc. 

Whittier, Calif.—The Means Typewriter Company has recently moved 
to a fine corner store at 323 West Hadley street where increased stocks 
in office furniture, typewriters, adding machines and specialties are being 
installed. 











ree ARD FPERCIAS 


San Francisco, Calif.__Elisha Waterman, executive vice-president of the 
L. E. Waterman Company, visited the Pacific Coast branch at 609 Market 
street, October 31 and November 1. John Killough is the branch manager. 
Mr. Waterman was very optimistic as to the picture of the industry. He 
flew back from here to the Chicago office. 





San Francisco, Calif..Carl Priest, western division manager for The 
Parker Pen Company, with offices at 220 Post street, reports that the third 
quarter was the largest in their history, giving them the prize in the 
national organization contest. The sales organization accomplishing this 
consists of Carl Priest, manager, and C. M. Bailey, L. Fetskog, H. G. 
Gross, M. C. Marburger, L. Miller, H. P. O'Dea, W. N. Potter, H. H. Spur- 
rier, M. L. Strayer, O. Verket and G. Von Blum. 











UILTATUR 


DUPLICATING INK 


You'll be interested in 
Dictator—the duplicating 
ink that won't separate. 
Put it to the severest 
tests—so you can see 
how rapidly it dries; how 
perfectly it lies in the 
pad without hardening; 
the sharp, clear, brilliant 
copies it produces, and 
its rich, black tone. This 
outstanding ink is not 
affected by the climate 
and can be used equal- 
ly well on open or 
closed drum machines. 


x OF 


Alert dealers everywhere 
are selling Dictator Du- 
plicating Inks. Investi- 
gate its possibilities to- 
day. 


INK SPECIALTIES CO. INC. 


519 S. Laflin Street Chicago 
Fred B. Canode, Pres. 














NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 


Art Metal Construction Company.—A_ well-illustrated two fold, six 
page folder featuring its complete line of filing equipment has recently 
been issued by this well-known Jamestown, N. Y. company. The inside 
pages contain several pictures in color illustrating the many types of 
counter-height, four-drawer height and other Art Metal filing cabinets 
available while the advance in filing equipment is stressed on the cover 
which depicts the sailing-steam boat ‘Etruria’? of 1888 and the flying 
boat “American Clipper’ of today. 

Bates Manufacturing Company.—A new and attractive envelope stuffer 
featuring this company’s List Finder is now available to the trade. 
The stuffer has a clever cover and inside are four beautiful four-color 
cuts of both the Model K and Model A list finders. Dealers interested 
should write to the Bates oflices at 30 Vesey street, New York, N. Y. 

Boorum & Pease Company.._From the New York City headquarters 
of this manufacturer of blank books and loose leaf devices, has recently 
issued a number of price changes in pamphlet form, The changes were 
issued to dealers accompanied by a letter which declares the changes 
made “for the protection of our dealers as well as ourselves, and to meet 
an unfair competitive condition on our definite quantity resale prices under 
our Fair Trade contracts on certain numbers of our line.” 

E. M. Bryan Company.—This Washington, D. C., stationery and art 
store recently gained a considerable additional volume of business by 
issuing to its customers a four-page circular advertising “Galore Week.” 
The folder illustrated and described a number of well-known items 
including Esterbrook pens, Sanford inks and Hektograph products as 
well as greeting cards, games, etc. 

Horder’s, Inc.—This Chicago stationer has recently completed its thirty- 
two page catalogue of holiday cards and practical gifts for Christmas. 
Every page is illustrated with suggested items including desk sets, 
world globes, brief cases, lamps, calendars, automatic pencils, foun- 
tain pens, desks and chairs. Copies of the catalogue are available to 
dealers. 

Koch Bros.—Well-illustrated and attractively arranged is a new gift 
catalogue recently issued by this Des Moines, Iowa, stationery and 
office supply house. With the exception of a two-page spread in colors 
in the center, the catalogue is so arranged that each illustration of 
holiday and gift merchandise appears to be a picture of a window 
display but so large that each individual item is distinct in its own 
setting. The cover is done in a fine combination of black and dark 
blue with the word “Gifts’’ upon a background of blue dotted with 
white stars. 

Neva-Clog Products, Inc.—The Bridgeport, Conn., company has recently 
issued the first printing of a new mailing piece which is in the nature of 
a house organ and has been named The N-C Inspirations. The four-page 
folder, printed on a good grade of paper is cleverly balanced between 
advertisements of Neva-Clog staplers and pliers, and interesting reading 
matter including a snappy editorial column on page 2. Dealers who sell 
fastening devices will find Inspirations contents living up to the name 
of the mailing piece 
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PATENTED 


» POCKET SEAL 


FOR 


NOTARIES 
CORPORATIONS 
ARCHITECTS 
ENGINEERS 
SURVEYORS 


di AND ALL 
" USERS OF SEALS 


She" OF FICIAL” 







EACH SEAL '!IS 
FURNISHED 
INA 
LEATHERETTE 


a Pocket Case 


A STRONG 
STURDY 
POCKET 

SEAL 

EASY TO . : 

OPERATE a 7 





“ORAGAY 4 


POCKET SEAL 
aT AEEIRASSS 





Ses 


3 SIZES—15% INCH-124 INCH-2 INCH 
LIGHT IN WEIGHT BUT POWERFUL ENOUGH TO 


EMBOSS HEAVY BOND OR LEDGER PAPER 
FULL PARTICULARS AND PRICES WILL BE SENT UPON REQUEST 


MEYER & WENTHE 


SEALS AND MARKING DEVICES FOR THE TRADE 












30 SO. JEFFERSON STREET, CHICAGO, ILL. 


A desk from No. 
convincing value at 


EVANSVILLE DESKS 


Appealing design, sturdy construction and bright, clean finish are 


0 Series that offers 


moderate cost. 


characteristic of Evansville Desks throughout the price range. 
They are preferred by good dealers everywhere because of their 
ability to give long, trouble-free service, make satisfied customers 
and earn better profits. 
The Portfolio of Designs illustrating an attractive variety of square 
leg, turned leg and Modern office desks is yours for the asking. 
Please write for it. 


EVANSVILLE DESK COMPANY 


BUILDERS OF WOOD OFFICE DESKS 


EVANSVILLE INDIANA 

















Eyelets inserted and 
fastened in  counter- 
sunk hotfes in top 
metal after binding. 


Drawn steel end-caps, 
nickel plated and highly 
polished — assembled 
after binding and fast- 
ened in place by means 


Standard inner _ sections 
are added to chain-posts 
to increase capacity. 















Thimbles to guide 
chain-posts in and 
out of tube. | 








Right-and-left-hand Right - and - left - hand 
blocks to move serew-rod to move 

chain-posts in and chain-posts in and ————————— 
out. Made of rust- out. The threads are Hinge lugs have 
proof metal. produced by rolling, four projections 
which pass thru 
holes in tube and 
are very securely 
clinched inside 
the tube. 


CHAIN 
POST METALS 


A New Service for Manufacturing Stationers 


Strength, security, light weight and economy 
recommend this new metal. It is becoming more al 2 
and more in demand among bookkeepers and mi, 


accountants. It is furnished with protruding or non-protruding 
posts, in eleven stock sizes with % inch posts and seven stock 
sizes with ;; inch posts. Special sizes are also obtainable. 

We manufacture an extensive line of metals for memo and price 
books, loose leaf catalogs, ledgers, transfer binders, etc. Stationers 
who operate their own binderies should write for our illustrated 
catalog and price list. 


LOOSE LEAF METALS CO., INC. 


6816 Arsenal Street St. Louis, Mo. 


which makes smoother 
surfaced and easier 
working threads than 
cut (or chased) ones. 


DOING A BIG JOB 
for Stenographers 


Don’t minimize the importance of type cleaner sales. Sten- 
ographers value Clarotype because it cleans type on typewriters 
without fuss or bother. It gives efficient service from top to 
bottom of the bottle. That is why Clarotype makes repeat 
sales and consistent profits for more than 4500 dealers. Start 
making repeat sales with Clarotype. Give your customers the 
best type cleaner value. Order from jobber or direct from 
The Clarotype Co. Inc., 16-P Hudson Street, New York 


CLAR:O-TYPE 


THE MODERN TYPE CLEANER 





THE BEST KNOWN— KNOWN AS THE BEST 




















OFFICE APPLIANCES 


BENTSON 


STEEL DESKS 


The desk shown at the left bears label “A” and is 
one of twenty-seven standard sizes and arrangements. 
















Note the attractively rounded corners and leg edges. 
This desk provides excellent service and endurance. 
OUR NEW CATALOG shows many new numbers in 
the five complete lines of labeled filing cabinets, and 
several new lines of steel office equipment. Send at 





for your copy. 














Dr. Scat— Sens! 





Your customers will in- 





so SS Ss stantly recognize the (For the Typewriter) 
a = rae quality and convenience S } 
built into VARAT rin 4 mM 
ee oe Are you getting your share | (fom 
ape saeetapen. of this business? noms 


No wonder dealers 4 
are cashing in on this Every Office a Prospect. 


profitable line. 





@ A Typewriter Cleaner 








Order Your Present @ A Platen Refinisher Faas | bint 
Requirements NOW. @ Stops Paper Slipping \ 4 we | 
@ Polishes Enamel and Nickel “ies = 


“The Profit’ Line Manufactured by 
for 1939” 


MURRAY VARAT co. | | DR. SCAT CHEMICAL CO, .“PeFmsuer: 


. U.S. Pat. Off. 
27 S. Market St. Chicago, Ill. 178 N. Franklin St. -:- Chicago, Il. ; 























SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No Lee (Be 
keysto punch. Notedi- \yoo tab, Fh) 


ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 
for details nowl 


in a grange of 


volo) Co) <M o belo Mes dott ol 
providing almost 
bb eV bbeebhi-ve Meo k-Lole} dom 
tive possibilities 





Simply tip 
the card 
and copy 


es : 3468 N. Clark St. EAGLE-OTTAWA LEATHER COMPANY 
Meilicke. Systems, Inc. chicsse, til. GRAND HAVEN ... . . . MICHIGAN 































DEALER PRICE Uta Increase 
New Rebuilt Adding & Calculating Machines ns ggg DA R N E L L 





Floor Protection Products 
Customers prefer Darnell Quality 
Casters, Noiseless Glides and 
Desk Shoes because they “Reduce 
the Overhead that is Underfoot.” 





ALL MAKES ® ALL MODELS 


Write for our latest Dealer Price List. Includes Bur 
roughs, Comptometer, Marchant, Friden, Monroe, Victor, 
Sundstrand, Add-Index, Barrett, Remington, Allen Wales, 
etc 

Sensationally low prices! Thoroughly rebuilt! Every 
one a sales and profit hit! 

International Clearing House of Office Machines 
Buying and Selling All Types 


ADDRESS DEPT. A 


INTERNATIONAL OFFICE APPLIANCES, Inc. 
326 Broadway 1 New York, N. Y. 





Investigate! Here ise 
line that means extra 
profits plus good will 
for your business. 













DARNELL CORPORATION, Ltd., Long Beach, California 


36 N. CLINTON ST., CHICAGO, ILL.» 24 E. 22nd ST., NEW YORK, NY 
DARNELL CORP. OF CANADA, LTD., TORONIO, ONT 
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RIBBONS AND CARBONS 


San Francisco, Calif..-W. G. Huston, Pacific Coast manager for Mittag 
& Volger, Inc., reports some nice business being sent in by Richard V. 
Madsen, Pacific Northwest representative, who has been visiting the trade 
in Idaho and Montana, 

San Francisco, Calif...Jack Lomax has joined the San Francisco branch 
of Mittag & Volger, Inc., and will act as sales representative in the interior 
valleys. He has been in the office specialty field, traveling out of Omaha, 
Nebr. 











Atlanta, Ga.—Friends of ‘Uncle Jack’’ Stewart, chairman of the board 
of the Foote and Davies Company, will be glad to learn that he is back 
at his desk following an illness of about a month.JHR. 

Atlanta, Ga.—The Piedmont Stationery Company has opened at 110 
Peachtree Street, in the Piedmont Hotel Building It is carrying a 
complete line of stationery, greeting cards, fountain pens and other 
supplies. JHR. 

Atlanta, Ga..The Kimsey Book Store is Atlanta’s latest book store, 
located at 135 Carnegie Way, in the Mortgage Guarantee Building, di- 
rectly across from the Carnegie Library. Mr. Kimsey, the proprietor, was 
formerly connected with the Longworth Book Store, on Forsyth Street. 

JHR. 

Atlanta, Ga.—Sam R. Benedict, Sr., manager of the blue-print and 
photostatic department of the Ivan Allen-Marshall Company, is back at 
work following a heart attack suffered last August He was out of the 
office for several weeks.—JHR. 

Decatur, I11.—The Office Supply Company has recently opened offices 
in the Linxweiler building where it will conduct a mail order business 
in office supplies and specialties. Officials of the company also plan to 
create a staff of salesmen to travel the country with its lines of office 
specialties. 

Glendale, Calif.-The Glendale Office Supply Company, 10914 East Broad- 
way, desires manufacturers of specialty items to send their catalogues 
immediately. Under the management of Willard Hamilton, the store 
carries complete lines of safes, files, desks and chrome furniture. 

Los Angeles, Calif...A new location for an established firm is noted 
in the removal of the J. B. Sebrell Stationery & Office Equipment Com- 
pany to 228 East Third street. The company has enlarged its scope and 
seeks new distributing lines. 

Marion, Ind.—A new company has been formed here to handle office 
and school supplies, furniture and printing here and in adjacent terri- 
tory. Partners and organizers of the new firm are Forrest D. Lyons 
and William D. McNally who have opened an establishment at 115 West 
Fourth street. 

Pittsburgh, Pa.—C. R. Westlake, well-known representative of the 
Acme Card System Company, has recently been transferred to this city 
from Columbus, Ohio, and has established headquarters in room 3209 
Grant building, according to a statement of E. A. Lemley, secretary of 
the company. ; 

San Francisco, Calif..-A welcome visitor to the Coast has been expected 
in the person of L. G. Morris, recently appointed sales manager for the 
Eaton Paper Corporation of Pittsfield, Mass. He is meeting the various 
coast representatives of the firm. 

San Francisco, Calif...The Associated Patents Corporation, 788 Mission 
street, reports that stationers in the west are putting in orders for their 
Phon-O-Log. This is a telephone index that attaches to the telephone 
and carries the address of the stationer so that when using the phone, 
the purchaser is readily reminded of the stationer, 

San Francisco, Calif._The Charles R. Barry Company, 430 Brannon, is 
now representative of the soft-ink soft-pencil erasers of the Rosenthal 
Company. 

San Francisco, Calif...The Office Engineers, Ltd., 444 Market street, are 
offering a new Visacopy copy holder, adjustable to the eye at varying 
distances. ; 

Valparaiso, Ind.—-Articles of incorporation have been filed with the Indi- 
ana secretary of state by the Quality Press, Inc., 24 Washington street, 
which in addition to doing a printing business, will handle a line of office 
equipment and stationery. The corporation has 250 shares of capital 
stock valued at $100 a share and the incorporators are George E. Trask, 
Edward T. Krentz and J. Earl MeCurdy.—EB 








MARKING DEVICES 


Philadelphia, Penna..-The Quaker City Stencil and Stamp Works, 234 
Arch street, has been registered as a commercial title in the common 
pleas court by R. J. Shindler, 5817 North Front Street, and F, Albert Tally, 
Jr., 436 East Hortter street. 

San Francisco, Calif.—O. H. Davison of the O. H. Davison Company, 788 
Mission street, reports that they now carry a complete warehouse stock of 
all the Fulton commercial items. The new Kwik-Set rubber type outfit and 
the Ful-Kleen dater are meeting with enthusiastic response. An attractive 
new display box is a real dealer’s sales aid 











rUuURrmWMiyeRrs 


Huntington Park, Calif...H. Defenbaugh and H. Tester have opened the 
Park Office Equipment Company at 2615 Gage avenue, 

Indianapolis, Ind.—The Indianapolis Office Furniture Company recently 
received a substantial contract for providing equipment for the new Indiana 
University stores and service building. More than $4000 worth of equip- 
ment will be purchased.—_EB 











CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 





and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. Mm 
: 11-13-15 Vandewater St., 
C) New York, N. Y. 
































70 Ib. by oz. 


Heavy Duty Parcel Post 
self-computing, 
all zones 


No. 1577 $17.50 

















EASY to use 
and to read 


100 Ib. by '/2 Ib. 


HeavyDutyExpress 
cvs == HANSON 


250 Ib. by | Ib. 


HeavyDuty Freight 
No. 1500 $12.50 
(indicate weight 


only) i 








Better service for shipping and mailing departments. No 
beams nor weights to manipulate, no mechanical attention 
nor oiling needed, no time lost—just put the package on and 
read the answer. 
Construction: Case of heavy sheet steel, mechanism extra 
heavy, accurately machined parts with springs of specially 
tempered Swedish steel. Tested with official weights for ac- 
curacy and provided with indicator adjusting screw. 
Dimensions: 6 inches high, 10 inches wide, 16% inches long 
platform 14% by 10 inches—weight 19 Ibs. 
More Sales for Hanson Dealers: It’s worth while to replace 
old equipment when you consider the saving in time, con- 
venience in use and assurance of accuracy now offered. Full 
details of the new scales and the Hanson merchandising plan 
on request. 


Hanson Scale Company 
574 N. Ada Street Chicago, Illinois 
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OFFICE APPLIANCES 





Outstanding 
Value at $5.00 












. 

_—— roomy, conveni- 
ent and easy to shift to any working location 
METALSTAND carries the typewriter and the sta- 
tionery supply and provides ample space for papers 
in work on the side leaves which are provided at 
slight extra cost. METALSTAND is a real helper 
in ofhece, store or home, has a wide, steady base 
with easy rolling, quiet casters. Choice of green, 
mahogany, walnut or oak finishes. Shipped k.d. 
and set up by means of our positive locking device 
that insures a rigid, secure frame. Sent on dealer’s 
approval. Place your order NOW! 


METALSTAND COMPANY 
135 N. 22nd Street Philadelphia, Pa. 














Profit by selling "The Preferred Index Tab’ 


@ Transparent Celluloid in 7 Vivid Colors @ Flex-ribbed 
@ b-Inch Strips in 3 sizes—4”, 36”, '/2” Extensions 
@ Easy-to-use @ Sure-sticking @ Automatic Aligning 
@ Full Weight Durability @ Stay-Put Inserts @ Flexibile 


Detroit, Mich. 


The VEIT CO. ~=—1949 E. Kirby 





NiO 
MORE THAN EVER 
DY-Yol (-Vasmelilelt] fo MS iela 


KOH-I-LNOOR DRAWING PENCILS 
MEPHISTO COPYING PENCILS 


and 
other members of L. & C. Hardtmuth’s quality line 


——~ se ee 
ALD ew errr eet 








LEATHER OFFICE 


FURNITURE 
OF 


DISTINCTION 


Pee, E PRICED WITHIN THE 
RANGE OF EVERY 
BUYER 


Get Our Catalog and Prices Today! 


707 Broadway, New York, N. Y. 


RAPHAEL SHOPS, Inc. 





LIKE a famous musician, the popularity of Old 
Town ribbons and carbon papers is indicated by its 
"encores in thousands of offices every day. It pays 
to be an Old Town Dealer! 


COMPANY INCORPORATED 
MANUFACTURERS 


Johnson and Prince Streets Brooklyn, New York 








FORCED 3 re COMFORTABLE 
VENTILATION : : . AND COOL 





L. M. BICKETT 


U. S. Patent . 
COMPANY 
No. 2,025,712 Watertown, Wis 
a. a me. 





Stock CERTIFICATES 


CORPORATION RECORD 














BOOKS 


Goes Stock Certificates are car- 
ried in stock in Regular Litho, 
Steel Litho and 
Steel Engraved de 





Goes New Regular Litho Certificate 
No. 44 \y, Black Border and Gold 
. = * Tint, beautifully designed, exquisitely 
lines of business lithographed on high grade Bond 


signs, for all classes 


of Issues and many 


e Goes Corporation Records pi ovide for ms for com 


plete rec ord of corporation organization. 





Write for Certificate Samples and Descriptive Record Book Folder. 


UI 5 eect sue Sects Chase COMPANY @ @ 
49 West 6lst Street, Chicago @ @ 53 A Park Place, New York 
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“ 9 %, 
gy a More Than 50 Years 
TO EVERY FILE DEPARTMENT 


The "Y and E" Sorter is the key that takes you right into the 
heart of your customer's every Filing problem @ It is a service 
to them that creates good will—leading to system and equip- 
ment sales of every type. @ The ''Y and E" Sorter is just one 
of the thousands of profitable items that make the "Y and E" 
Franchise so valuable. 


YAWMAN 4"? FRBE MFG.(@. Rochester, N. Y. 











WAAAAZIAAAAIAIIAITAATAITAIAAIAAIIIIAAIIAIIT 


@ WANTED 


Dealers 


TU BUY  ateo sen 


Addressographs, Multigraphs, Mimeo- 
graphs, Adders, Typewriters, Check 
Writers, Dictaphones. Big Profit—No in- 
vestment. Write 


PRUITT CO. "== 


ZXAASAAATAAATIAIAIAAATIAIIAIAAAEAEAIIXXIIX 











arkilowesiM tit: 
1 Products 








Card-cases, any size, loese-ieat envelopes, punched: 
Yj menu covers, factory record protectors, ‘ag holders, 
Uyy bill-fold envelopes, stamp containers, ete. Made of 
: acetate (slow-burning) transparent cellulose. We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Recine Ave. . Chicago, U S A. 





XXXXXXXXXXXXXXXXXXXXXXXXY 
CXXXXAAIAAAAAAAAAAAAAXIXIII” 
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Pe UP PROFITS FOR YOU 


bi L " FE id z si AN ‘p No. 2479 Double Ball Bearing Caster is in 
if use in most of the country’s leading indus 


Fi trial and professional offices and institutions. 

rs i a D z i ——| iy It is a leader to sales of other Faultless floor 
Leck pratt, Protection equipment shown. Write for Cata- 

Cc L 4 p es Ca Mable” ye and facts about this profit-earning line. 


FAULTLESS CASTER CORPORATION 
Small, Medium and Large 


Evansville, Indiana 
THE CLIP WITH A _ VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 


CUSHMAN & DENISON MFG. CO., 241 W. 23rd St., N. Y. 
CADO CARD HOLDER ® NIAGARA PAPER CLIPS 


DELUXE THUMB TACKS ® KONTROL BOARD CLIPS | wre ° oR Wes: 

























’ 
i. 
azz 





(above) Faultless Unbreakable Rockite 
and Ruberex Cups. Round or Square. 
(efi) Faultless quiet Cushion Chair 
Ghides are mounted in live rubber. 














SPRING CUSHION KEYS GET DEALER PROPOSITION 


The ELLIOTT ENVELOPE SEALER 
is the fastest office appliance in the 
world and easily automatically 
feeds, seals and delivers 400 
envelopes per minute with an 
average thickness of 
contents. It was greatly 
changed and im- 
proved in 1937 
and is a desirable 
item for station- 


SPEED KEY MFG. CO. PRED A) oS see 


ialaeeecemnaiies aeecnien THE ELLIOTT ADDRESSING MACHINE CO. <24,Aueryst.. 











For Typewriters 


MASTER 
SPEED KEYS 


THE STENOGRAPHER’S 
IDEAL KEY 


You can sell them profitably. 
Write for interesting proposition. 
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the FOO 


OF LO b) > 


| 


LOOK for the CREEN LINE | 





WRITE OR TYPE SUBJECT ON INSERT- 
CUT TO SIZE - MOISTEN ano APDLY- 


CEL-U-DEX CORP., srooktyn, N. y. 









OFFICE APPLIANCES 









7 sales 
FREE dis 







less Hangers 


. b- 
dis jay ca 
compact 

av 
ou coos wit? 









Push-Pins 
This handsome 
jnet is one ot : isd 
sales mere wh order for - Jon Le 
va yom packets. Lear ie 

rset by keepin it eeorne 
Pe d roe. a 


13,546,04 _pIN co. 


jobber today: 
PA. 






ou eve 







i adver- 
— Order 






Nation 
ad offices. 












SH 
TREET, PHILA., 





113 BERKLEY 5 





REPLACEMENT 


ADDING & BOOKKEEPING MACHINE 
TYPE 


IMPROVED FINISH—CLEAR IMPRESSIONS 


38-39, 39-40, 40-41 Double Type in 10 and 16 Pitches 
and 39, 40, 41, 42 Single Type Now Available from 
Stock. 

Guaranteed to Fit and Function Properly. 


Write for Catalog 


CLOYES GEAR WORKS 


17214 Roseland Road, N. E., Cleveland, Ohio, U. S. A. 
Cable Address ‘'CLOYESGEAR”’ 








7 





\\ 


DISTINCTIVE FURNITURE 
is a very profitable line for the office appli- 
ance dealer to handle. It is modern— 
durable—popular and includes everything 
in furniture for office or reception room. 
Write for new 72-page Catalog in color just off the press. 


Koval METAL MEG. CO,|!% S: Michigan Ave., Chicago 


Toronto 








AIRLINE DESKS »* 







SPECIAL PURPOSE DESKS 


DYNAMIQUE DESKS »* VOCATIONAI c 
EXECUTIVE DESKS * 1500 LINE DESKS * SAFES 
PROTECTIVE CABINETS.» WARDROBES + T 
BOOKSTACKS ¢ BOOKCA 
SHELVING +4 * DESKETTE 
PLANFILES + (agai yy + HIGHLINE 
WIDESEC = FSECTIONS 
counter 4B BB; FILES « 1938; FILES 
YS + CARD 


TRANSFER CASES «+ POSTING TRAYS CARI 
INDEX CABINETS + PROJECTO CABINET 


POSTINDEX VISIBLE FILES « VAULT 








Chair 


Cushions 


Posture 


Chairs 











at 


h- All Steel 
POSTURE CHAIRS 


Kansas City, Missouri 





1417 McGee Street 














Yow QUESTIONS 
ANSWERED free 


Subscribers to Ofhce Appliances have free access to 
a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 


A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


The Cffice Appliance Company: 20 North 
Wacker Drive, Chicago, U. §. A.::::::: 


When customers keep coming back for 

















more—you have something! 


iis exactly what happens when they get the habit 

of ordering business cards from you, done on Wiggins 
Book Form Card Stock—which fits perfectly in a Com- 
pact Binder. They zip out with perfect edges, and 
there is no waste from pocket wear. 


| 


New York City 





Richard C. Loesch Co 


Pittsburgh You will be business ahead if you insist on your 
Chatfield & Woods Co printer or engraver using Wiggins Book Form Card Stock 
ae ae ‘ on your business card orders. Ask any of these paper 
Cincinnati merchants for samples of these cards or cases, or write 
The Chatfield Paper Cx to us direct. 
Detroit 
Seaman-Patrick Paper Co The h B 
Grand Rapids . eJo nD. 
Carpenter Paper Co = 
Houston W | GG I N _ Company 
L. S. Bosworth Co., Ine 
St. Louis 1162 Fullerton Avenue, Chicago 


Tobey Fine Papers, Inc Book Form Cards Compact Binders 
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Ideal BOOK RING 
THAT FLATTENED JOINT is there WORLD'S GREATEST PEN MAKERS SINCE 1858 


for a purpose—to keep the rp Fi 
unt 


PATENTED ways right side up. No need to 


oe oe ae and fumble to find the place where DIP-LESS FOUNTAIN WELLS 


mOV. 6.1923 


the ring opens, if it’s an Adams ring. + ae . : 
Eight Sizes Here is the simplest, quickest-operat- with E ge ere pager —— 
Inside Diameters: ing and most satisfactory ring ever prospects of thousands who Insis 
invented for perforated sheets or on Esterbrook Pens... yet who will 
No. 00, % In. No. 2, 1% in. pera = ae Ren yen yo welcome the many adv antages of a 
-é& Kit. . 8, ; sheets to lie flat when op . sit os 
“9 - F 5 - ; a 8 point. The enlarged joint, nicely Fountain Well. 
Me. 1. iin, Wae8 to ‘unded snd omocthed, Kespe Hes THE ESTERBROOK PEN COMPANY 
. | ; > . 6, . rr ae — - position to be in- 86 Cooper Street Sccnin Manes eis 
Come also boxed assorted stantly unlocked. _or 
in seven sizes. Order through your wholesaler. We also Camden, N. J Toronto, Canada 
manufacture inexpensive loose leaf metals. 


Henry T. Adams Mfg. Co. S510 ifilinis’ “’ 








PROFIT. WITH THE 
| POLAROID* DESK LAMP 


Your customers are interested in 
r S | the New Polareid Desk Lamp. New 
| automatic display unit for window 

m orry | or counter shows dramatically how 





for your competitors if you it eliminates glare. 
_ Sell for me SPECIAL DEAL ON DISPLAY PIECE 
Lowest prices in America — Your 


} 

Profit Big | With your order for 6 Polaroid 
| 
| 





Desk Lamps at $16.50 (less your reg- 
FREE ; DIES e FREE PROOFS ular trade discount), you get the 
automatic display unit, 250 copies of 











LETTERHEAD SAMPLE BOOK FREE as “‘Free Your Eyes from Glare’’ and two valuable ‘samples 
Social Engraving Sample Book mailed for deposit of $1.00 which is refunded } of Polaroid for each of your salesmen. Please give your 
after receiving $25.00 net of engraving or return of sample book. d 
istributor’s name when ordering. 
*T. M. Reg. U. S. Pat. Off. 


NATIONAL ENGRAVING COMPANY POLAROID CORPORATION 


BIRMINGHAM, ALABAMA 285 Columbus Avenue, Boston, Massachusetts 























NEW PRICES 
adding + billing + 
wid bookkeeping + 


Flat cares oa * 
ruin oes + Calculating machines 
TYPEWRITERS CHECKWRITERS 





Sizes 
Spherical Heads 
20 colors 

1000 combinations 





Graffco 
ADPTAGg N MIMEOGRAPHS DICTAPHONES 
MAPTACKS AND OTHER OFFICE DEVICES 


Sell your trade the best. Unequalled for visualizing 
maps and charts. Packed in boxes of 100 or in special Rough and Rebuilt Write for Latest Price List 
display cartons, 20 tacks to block, 25 blocks to the 


carton, om im Reliable reewerter & avdiNG MACHINE CORP. 


Write for sample display box and price list 


GEORGE B. GRAFF Co. 303 W. MONROE ST. CHICAGO, ILL. 








64 Washburn Ave. Cambridge, Mass. 


REDUCED PRICES ON CELLULOID ENVELOPES 











MANIFOLD BOOKS 


New reduced STANDARD AND SPECIAL 


prices on the 
AICO Envelopes. 

















Non- inflammable Order Books—Receipt Books—Bill Books 
celluloid used. Purchase Books 
IN 
Ne. 13 Envelopes 11 x BY List $0.30 DUPLICATE — TRIPLICATE — QUADRUPLICATE 
Noe. If Envelopes 92 x 6 List -20 ALSO 
No. 9 Envelopes 8'2 x 542 List 18 
a : ieee Lb x 4 5 — = The PREMIER Line of stock Order Books. 6 popular sizes in 
No. 3. Envelopes 634 x List 12 Duplicate and Triplicate. 


G. J. AIGNER COMPANY STATIONERS MANUFACTURING CO. 


503 S. Jefferson Chicago, Ill. 800 East Monument Avenue Dayton, Ohio 
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SO eetesetertertetoreoreorenocntecotecetertoctetese terete 
oe soon" . > § 
= Exclusive Distribution. 4: 
i Quality Products. - 
> 4 TYPEWRITER RIBBONS for all machines. + 
= CARBON PAPERS for all purposes. . 
= Send for samples and full particulars. + 
- a. 
+ CROWN RIBBON & CARBON MFG. CO. £ 
¢ Rochester, New York, U. S. A. * 
a ee ie ea a a he ee ae a a Se Se ee ee a We ae es ee oe es ee a oe 

















Five New Clear Vision Shading Wheels. 
DEALERS: Write for latest circular. 
THE TECHNYGRAPH, TECHNY, ILLINOIS 
ss 








Efficient and economical. 
Will keep  correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 












Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 





Grippit 
Holds 
Like 
Rubber 


This special adhesive sticks with a sinewy, 
flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Bands 


Write for Free Tube 
and Profit Story 


HARRIMAN-WELTs Propucts Co. 200 Summer Sr. Boston 





OFFICE APPLIANCES 


Offer Y our Customers a Better 


TABULATING 
FILE 


A COMPLETE LINE OF UNITS TO HELP YOU 
GET YOUR SHARE OF THE NEW BUSINESS 
FROM WAGE AND HOUR LEGISLATION. 


Extra strong and light lift-out trays—Tremendous 


capacity—Lowest cost per filing inch—Desk high 
and counter high units! 


AUTOMATIC FILE & INDEX CO. 


629 W. Wash. Bivd., Dept. 78D Chicago, III. 





MAIL BAGS 


Complete Line of Canvas 
and Leather Mail Bags- 


—~ 
a 


e scrip tive Circular 


Send for re ler Discounts. 


and Libera 


Canvas Products Corporation 


Canvas and Leather Specialties 
Pp. O. Box No. ONE 
FOND DU LAC, WISCONSIN 





on 





FREE HA 


Reg. U. S. Pat. Off. 


OEE 


a a ee 





You Release It. That’s the 
Free Hand binder—a handy 
little device, requiring only 
one hand. Papers are held 
securely until wanted, then 
+ released at a touch. The 
Free Hand is thoroughly 
practical and needed in 
every office. Ask for de- 
scriptive price list and sizes. 


FREE HAND BINDER COMPANY 


43 FULTON STREET, NEW YORK, N. Y. 
ie cee nnea ra cenel aes ee eLe LOLOL SSO. i8 C8 le Lela lela lara lerelerelerelerer etd 
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SPEED-MO PADS 
EAT DUST? 


Preferred by railways, express 


companies, mills, and industries 
where extremely dusty conditions 


These pads 


and efficient—even without covers. 


prevail. keep clean 
Models for every use. Write us for 
138. DEALERS—ask 


about attractive offer. 


RIVET-O MFG. CO. 
69 Jason St. Orange, Mass. 


or LOUIS MELIND CO., Western Repr., 
362 W. Chicago Ave., Chicago, III. 


catalog 





THEY LEAD 
THE WORLD 








DECEMBER, 1938 








interested in | 
trade doings in 


GREAT | 
BHETAIN 








If so, there is only one way of keeping 


abreast of the times and that is by the 





regular monthly receipt and perusal 


of the 


BRITISH 
oTATIUNER 


—a monthly journal for the Stationery 
and Allied Trade whose editorial pages 


are unique for news, instruction, orig- 





| inality and general interest. 


----=-=-- SEND US THIS COUPON ====-==- 


To the Proprietors THE BRITISH STATIONER, 

Grand Bldg., Trafalgar Square, 

LONDON, ENG. 

Send to the address below FREE SPECIMEN COPY of 
British Stationer’’ for examination. 


“The 


(Please attach your business card or letter-head) 


Address 


Date... 
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CHISELS its way IN 


This precision-made staple chisels its 





way into a perfect hold .. . easily. Even 


flow. Attractively boxed for convenient 
removal through an end flap. Here is an- 


other Oakville product on which station- 





ers consistently make money. 


OAKVILLE COMPANY “ger 





DIVISION OF SCOVILL MANUFACTURING COMPANY 
WATERBURY, CONNECTICUT 
PINS—CLIPS—FASTENERS—THUMB-TACKS—TAK-A-PINS, ETC. : x 
“, ie 
NEW YORK e CHICAGO . SAN FRANCISCO upg 
in Canada: Brown Brothers, Ltd., Toronto 2 euse a 





‘Dip-No- More” = eee 


Bookkeepers, Ac- 
countants, Students 
and Travelers prefer 
this handy vial style 
H. A. Eradicator for 
removing ink from pa- 
per and white cloth. 
Easy to carry— 
cannot spill. Man- 
ufactured for 
over thirty years 


by 


H. A. INK ERADICATOR co. 
1707 ZEREGA AVE., NEW YORK, N. Y. 


Cable: ERADICATOR 


ARTILITY 


POSTURE CHAIRS 
INCREASE 
DEALER PROFITS 
* 

WRITE FOR CATALOG 
* 


FOR CLOTHING. 
seme dinewene 00 ley Pager Bu: ebend wt sinen deme eonse. 
i - Allan 














ARTILITY METAL PRODUCTS, INC. 
1101 MONGER BLDG. 
ELKHART, INDIANA 


IT’S VERSATILE! 


THE AMERICAN 
“5 IN 1” 


MODEL 110 
5 MOVEMENTS IN 1 MACHINE 


PRICE $9.00 RETAIL 
WRITE FOR DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 
























































OFFICE APPLIANCES 


YOU CAN’T MISS 
wt ROYAL! 


4 MODELS...4 PROFITABLE PRICES 


QUICK! Write, wire, or phone... (1) if your line of Royal Port- 
ables is not complete; (2) if you need more of the new Christmas 
advertising material. Royal Typewriter Company, Inc., Portable 
Division, 2 Park Ave., New York City. LINK TO LEADERSHIP. 


ROYAL PORTABLE TYPEWRITERS 



















LETTERGRAPH 


Ww. Jf 


MODEL C 





Prints 


CLEAR, SHARP COPIES 
OF ANYTHING WRITTEN 


SELLS (ITSELF! GR 
:_ = 9 


Ww 





full size... automatic feed fy 
Big Production Duplicator 
offers every essential fea- 
ture of expensive machines 





















NTHUSIASTIC dealer responses to 

the Underwood Typemaster Port 
ables continue to show that these new 
Portables are the typewriter sensa- 
tions of the year 


SEVEN BIG 
TALKING POINTS 


] New Sealed Action Frame 
providing quieter operation 
and maximum protection 
against dust and injury. 


2 The Champion Keyboard... 
kinder totyping fingertips... 
saves broken fingernails. 

3 “Tuned to the Fingertips”... 
two adjustment features as- 
sure supreme ease of touch. 

4 100% Typing Visibility. 

§ Complete accessibility to 
typebars and ribbon spools. 


Keyboard Controlled Rib- 
bon Shifting Device. 


Back spacer on left hand side 
—normal typing position. 





Dealers call attention to the per- 
formance value of the Sealed Action 
Frame in giving maximum protection 
against dust and in providing quieter 
operation. They stress the importance 
of the modern design, the Champion 
Keyboard and Dual Touch Tuning to 
the typist. They acclaim the Under- 
wood for its durability and stamina. 


The Portland Typewriter Company 
of Portland, Oregon, like so many 
other Underwood Dealers, has found 
the Underwood “‘the most saleable and 
most profitable’’ machine in its line 
They push it because it offers less sales 
resistance and requires less servicing. 


If you are not now stocking the new 
Underwood Typemasters write us at 
once. It pays to sell the complete 


Underwood Portable lin« 


Portable Typewriter Division © UNDERWOOD 
ELLIOTT FISHER COMPANY @ Typewriter 
; Iccounting Machines idding Machine 
Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N. Y. 

Sales and Service Everywhere 


Underwood Elliott Fisher Speeds the World's Business 


_ writes 


Type" 
Portla nd, Orego" 


“The Underwood,”’ says 
Maurice Friedland, Manager, “is the 
most saleable and the most profitable. ” 






iter Compa") 















Underwood Typemaster Portable 
Champion Model, retailing at $59.50 





Underwood Typemaster Portable 
Universal Model, retailing at $54.50 


DEALERS FIRST 


In the Underwood Portable sales 
policy the Dealer always comes 
first. Underwood Portables are 
sold “over the counter” through 
authorized Underwood Portable 
Dealers. All Underwood promo- 
tional activity is designed to send 
customers into the Dealer’s store. 














